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Bicycle Tires | 


Our stock consists of every style Tire 
on the market and at prices to suit 
all requirements. 

Our Good Service Interlocking Red | 
Tread Tire is fully Guaranteed. It is } 
unusually tough and wear resisting. | 
: : S. i ee oi Nae aac Bae Something entirely new in the Tire 

Send for our Bicycle Catalog show- 
ing our complete line of Tires, Sun- 
dries and Bicycles. 
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Our New Pattern, The “Continental”’ 
Bright, Grey Trimmed 


This design is a departure from anything hitherto produced in silver 
plate. Harmonizes perfectly with present day furnishings. Fluted 
edges of bowls and tines in the fancy pieces. Will have back of it one 
of the most effective advertising campaigns in the history of silverware. 
Everything indicates that its popularity will equal, if not surpass that of 
our “Old Colony” and ‘‘Cromwell’’ patterns. 


INTERNATIONAL SILVER CO., Meriden, Conn. 


Successor to Meriden Britannia Co., 


49-51 West 34th St., NEW YORK 9-19 Maiden Lane 
5 North Wabash Ave., CHICAGO 150 Post St., SAN FRANCISCO 
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Add to the Holiday Appearance of Your Store 


and secure a larger share of the Christmas trade by a display of 


“Universal Home Needs Electric” 


Attractive in 
Appearance 


Practical in 
‘Operation 





Mission Pattern Universal 
Electric Coffee Urn, $9.00; 
Other Patterns $9 to $18.50 


oot Electric Samovar, 
$10 Other Patterns, 
$8. 75 to $13.25. 








Universal Electric Coffee Universal Electric Chafing 
Percolator, $7.50; Other gp $10; Other Styles, Universal osu ont 
Patterns, $7.50 to $12.75 Universal Electric Grill, $5 $15 to $21 Ball Tea Pot, $7 

Patterns, $8.50 to $103 al 





Universal Electric Hot Universal Electric Water Universal Electric Disc 
Water Kettle, $9; Other Heater, $5; Other Pat- Stove, $6; Other Styles, Universal Electric Shav- 
Patterns, $7 to $13 terns, to $6.50 $7.50 ing Mug, $4.50 





Universal Electric Ther- : Universal Electric Curling 





Universal Electric Heat- mo Cell Sad tron, %4; Universa! Electric iron, 50; with Hair 
ing Pad, $6.50 Other Irons, $3 to $4 . Toaster, $4 Dryer, % 


For complete line refer to pages 293 to 308 of Catalogue No. 48. If you haven’t received one, write to-day 


(UNIVERSAL) LANDERS, FRARY & CLARK  (oniversat} 


NEW BRI’ AIN, CONN. 
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10 Solid Whole 
Parts Only 








“Character In A Wrench Is As 
Essential As Character In A Person’’ 











RED AND SoS | 
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‘Coes Wrenches 
Have Character 



























Character in a tool is like character of a person. It 
is the essential basis for lasting success. ‘Coes’ ”’ 
Wrenches are successful wrenches. Like a successful 
man they are “broad-minded,” they are able to tackle 
any job that comes within their province and do it full 
justice. 


The careful selection of the quality of materials and 
exacting workmanship that goes into every “‘Coes’ ”’ 
wrench is based on 73 years of knowing how. 


These facts are appreciated. Millions of sales show 
this. Every man who uses the “Coes ”’ never thinks 
of any other, nor does he hesitate to recommend it to 
others. 


The ‘“Coes’ ’’ Knife-Handle Wrench is popular and 
successful, has strength without bulk or clumsiness, 
perfect balance, and right grip, which make it very easy 
to handle without slipping or bruising. 


For every 5% more paid for a “‘Coes’”’ the user re- 
ceives as much as 30% more quality and service. 


The ‘Coes’ ’’ Genuine Knife-Handle Wrench is case 
hardened and put together under tension. Fully war- 
ranted. 


The ‘Coes’ ’’ was the first best wrench, and today is 
the best “‘first’’ wrench. 


Be sure to order Genuine “‘Coes’ "’ from your Jobber. 
It pays to keep your stock up to par. 

















Coes Wrench Company — 


Worcester, Mass.., ts Sh. 


AGENTS: J.C. McCarty & Co., 29 Murray Street, New York 
John H. Graham & Co., 113,Chambers Street, New. York 
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) Brand of 


HE Foster Bros. Brand is the mark of quality by which Butchers 
T judge all butcher tools... Foster Bros. Brand Tools are in use in 

_ all important Packing Houses and Meat Markets in the 
United States. 7 


Surely there can be no better recommendations than this. When you 
show the. Foster Bros. Brand on a tool to your customer his estima- 
tion and his confidence in you is increased. He buys the tool and later 
sends his fellow workman to your store as a place worth trading at. 
This trade builds business. 


Every possible tool used by a butcher we make. Skinning, Sticking, 
Boning, Ripping, Steak or Pork Knives and various kinds of Cleavers. 
We were originators of the present shape of the Cleaver. Also Carvers, 
Forks, Steels, Meat Tenderers and a few more. 


Every Foster Bros. Brand Tool undergoes a process of tempering 
all our own. The steel used is especially adapted to the purpose. We 
aim to excell and hope to maintain our high standard of excellence. 


Every Foster Bros. Brand sells at a good profit, besides creating 
business building confidence. 


Better mail your letter for our proposition today. 


John Chatillon & Sons 


(Scale Makers Since 1835) 
85-93 Cliff Street + New York City 


Sole Distributors of Foster Bros. & Chatillon Co. Products 


Foster Bros.” 


4 Butcher Tools 
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Back to School in Sept 
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at does it mean to you? 


Will the opening of the schools bring this great army 
of student buyers into your store for the drawing 
instruments and material they must have for their 
school work? 


Will the opening of the schools mean a bigger—more 
profitable September to you—or will these students’ 
dollars be sent out of town or split up among com- 
petitors? | 


Let us tell you more about this great market that lies at your very 
doors. Let us tell you how easy it is to get this student trade start- 
ed your way and how little itis going to cost youto take care of it. 


t he school boy of today is the 


business man of tomorrow 


Get him coming into your store now—and you stand a good chance of keep- Pa f | 
ing his trade. He will soon be the buyer for the home—the shopand “ 
the factory. Get a first mortgage on his preference now. of 





















































And you don’t have to wait that long. He’ll have needs enough ‘Sela 
this fall and winter and if students’ supplies did no more than oS 
get him coming in for your regular lines—it would be the _“ oF 
best investment you ever made. ‘Ss Ss 


Get the whole story. Clip and mail the coupon to-day. 
There is no obligation—but it will prove mighty 
interesting reading to the merchant who is 
after ‘‘bigger returns.” 
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ROPE 


THAT MAKES 
GOOD 
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WHEN you sell rope, you are selling 
something that will have to do hard 





<—s 


work. 


Probably it will be thrown around, left in the rain and damp— 
and be put through all sorts of abuse. 


Will the rope you sell “fall down”—will it fail to do its work— 
or 1s it the reliable always on-the-job— 


Columbian Pure Manila 


COLUMBIAN Rope isn't a 
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In making COLUMBIAN PURE 











MANILA ROPE every care is taken to 
insure QUALITY. 

The fibre—every bit of it—is carefully 
inspected to secure the best. 


Every yarn of the rope must make 
good before it is twisted into a strand. 
Not only must it have exceptional 
strength—but the twist must be scientific- 


mass of fibre taken haphazard 
and “thrown together.” 


It’s made carefully — from 
selected PURE manila fibre— 
with just as much _ scientific 
supervision and thought as is 
given an expensive piece of 
machinery. 
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“QUALITY FIRST” is the 
COLUMBIAN ideal—for good 
feeling comes from _ square 







ally correct. 
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New York \ (Aree ze" 
Chicago : SSS 
: <<, Columbian Rope Company 








1100-1125 Genesee St., Auburn, New York 
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Dutch Boy White Lead 


is the result of years of experience 
and specialization. It has been 
standard for decades and makes 
paint that wears long and looks well 
while it wears. : 





Any wonder DUTCH BOY WHITE LEAD 
makes permanent customers for dealers and 
painters ? 


National Lead Company 


Manufacturers also of DUTCH BOY RED LEAD-IN- 


OIL (paste red lead that stays soft like white lead) and © « 
DUTCH BOY LINSEED OIL. 


New York Boston Buffalo Cincinnati 
Chicago Cleveland St. Louis San Francisco 
(John T. Lewis & Bros. Co., Philadelphia) 

(National Lead & Oil Co., Pittsburgh) 
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Det mber ash roposton 
QualityL. Sales ¥ Profits | Repeats-- 


Factones: New York Buffalo Chicago Bridgeburg, Canada London Paris Hamburg 
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Front View of | Can- 
non Ball Hanger with 
New Cover. 


= 
= 








Sectional View of 
Cannon Ball Hanger, 
Showing New Cover. 








“Improving 
Perfection” 


Both dealers and consumers have always united in 
declaring that Cannon Ball Barn Door Hangers are 
perfect—in every way. 

But in accordance with the well-known Hunt, Helm, 
Ferris policy of never resting on laurels—keeping 
continually a little ahead of all the rest—we have 
made an addition to the Cannon Ball Hanger— 
‘Improved perfection,’’ if such a thing is possible. 
The Cannon Ball Barn Door Hanger is now pro- 
vided, at a slight extra charge, with a cover per the 
illustrations which make it even more bird- storm- 
wind- rain- and weather-proof than in the past. 


Cannon Ball 
Barn Door Hangers 


Now to be had with a Covered 
Track at Small Extra Cost 


All the well-known advantages of the Cannon Ball 
—frictionless — noiseless — flexible — tandem — 
light-running—are to be had with the additional 
talking point of the covered track. You can pur- 
chase as little or as much of this Track Cover as 
you require. 

Get in line. Load up your “sales gun”’ with Cannon 
Ball for ammunition and bring down the “profit 
game.” 

A range of styles and types that meet every demand 
—no matter how exacting. 

Prices that get the business and bank a liberal profit 
for the man who makes the sale. 

































































‘i Let Us Tell You All the Reasons Why the Cannon Ball with 

aul Covered Track Will Boost Your Hanger Trade—We’ll Give 

i You Prices on the New Track Cover on Request. 

{ 

| HUNT, HELM, FERRIS @ COMPANY 
| 78HUNT STREET - - HARVARD, ILL. 
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The Allith-Prouty Co. 
WATERSHED TRACK AND HANGER 
No. Ten Ten 












































































































































Made from One Piece of Heavy Gauge Steel 


No rivets. No welds. No short pieces. 
Weather, weight, bird and dirt proof. Self cleaning. 


Its Faults? Not One. Its Virtues? They Are Many. 
| Lengths, 6, 8 and 10 ft. 


Write your jobber for price and details. If he cannot supply you write direct to 


ALLITH-PROUTY CO. - - DANVILLE, ILL. 
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Tools You Can Sell 
The Manutacturer 














The manufacturer 
buys these sets of micro- 
meters for they are a neces- 


‘sary part of the equipment of every up-to-date tool room 
and inspection department. 


Brown & Sharpe 
Micrometer Caliper Sets 


are put up for this purpose in the manner shown. We have twelve different 
sets varying from three calipers in the smallest to nineteen calipers in the 
largest. For over forty years we have been making the most serviceable 
and reliable micrometers possible with the best of mechanical equipment 
and expert workmen. Manufacturers appreciate this fact to the extent 
that in buying they generally specify the Brown & Sharpe brand, for 
they know that the most economical investment is one which produces 
the best results for a long period of time. 























Refer to pages 28 to 31 of our catalogue No. 25 for further 
information about these sets. If you have no copy write 


for one to-day. 


We Protect the 
Dealer. 


BROWN & SHARPE 
MFG. COMPANY 


PROVIDENCE, R.I.,U.S.A. 
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TRIMO TOOLS ?. a 
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SEND FOR CATALOG NO. 133 


MADE BY 


TRIMONT MFG. CO., 55 Amory Street 


ROXBURY, MASS. 
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Typical gf Our 
Service to the 
Dealer 


EXT to producing the best 
quality in tools is the method 
_. of distributing them. Here’s 

a. way we help the Billings and 
Spencer Dealer sell our wrenches. 
This B. & S. Wrench Display Sales 
Board ADVERTISES, SELLS and 
STORES wrenches. It has made 
good. It fills‘a natural demand that - 
‘has long been felt. That it has been 
appreciated is evident by the num- | 
ber already in use. But there should ~ | 
be more in use. Every dealer who — Showing the Billings @ Spencer 
_puts it in, opens a way tomore pro- * Wrench Display Sales Board in Use 
fits because of the better service it } 
_permits him to give his customers. 7 


It does away with old-fashioned, time, . _ ¥ 

patience sales-losing methods of placing - | , ) 
them in drawers hidden behind fh stern Send Coupon NOW 
and out of sight. This board placesthem ) 

where they can‘be’seen, where customers’ | 
selections can be quickly and satisfactor- 
ily made. No deadwood. It. carries 1% 
doz. wrenches of sizes that are in demand. 
It serves also as a reminder to the man 

who “just came in to purchase an oil can.” 

It acts as a courteous, clean-cut salesman. | =>’ 
It appeals to the customers’ discrimina- ja 
tion and judgment. The B. & S. trade- / 
;mark plainly displayed eliminates all | j 
doubt in his mind. : y 

You need one in your store. Its use will _. | r 
convey to your customer the impression. y 


that you are a merchant who tries to , “The 
serve them the BEST in the best way. | P Billings 
Use the coupon below at once— the / & 
sooner the better. / Spencer 
f Co. 
/* Hartford, Conn. 
Gi / Without obligat-- 
1 li ¢ &, / ing us we would like 
B Ngs Spencer : / to know more about 
Company / your wrench selling 
/ pian. 


Hartford Connecticut P 


QIN 
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Price Books—Made on 
Lines Suggested by Rep- 
resentative Merchants 


[In order to meet all ideas on price books, we 
handle all kinds and sizes, loose-leaf or perma- 
nent binding, with brief cost records or minute 
detailed ruling. These books were made after 
a careful study of the needs of the large or 
small Merchant, the Jobber and the Retailer. 
The Binders of the Loose-Leaf Editions were 
selected after testing all the well-known makes, 
and for durability, workmanship and smooth 
operation cannot be excelled. 


The Permanent Leaf Editions represent the 
best in binding, paper and rulings. Bound in 
black grain, seal leather, reinforced with linen 
strips, printed on linen ledger paper. 


Ls LOOSE LEAF 

[Ae Price Book E 2, 1014x1034 inches. 

eaeet Multiple Index, 630 Pages......... $15.00 
Price Book 1, 10x10 inches. Flexible 
Leather Cover, 500 Pages, A-Z Index 12.50 


Price Book K, 4!4x7 inches. Flexible 
Leather Cover. Pocket Size, A-Z In- 
dex. Record parallel to hinge...... 2.00 


Price Book L, 414x7 inches. Very com- 
pact. Convenient as pocket price book 2.00 


Price Book M, 6x81%4 inches. For those 


AAA 





eg at tie ; who like a ring price book, but find 
a BD ede oC ee ere 3.00 
i —, Price Book G, 3x6 inches. For Vest 
SHian A S Pocket. Headings across two pages 1.25 
= a Price Book H, 3x6 inches. Less de- 
Sa=s2 s tailed record than Book G. Complete 
ema. | I hi bia hoe n+ le getbne bs 1.25 
Oe e PERMANENT LEAF EDITIONS 


Price Book A, 4x7 inches. Goes into 
considerable detail. Arranged in ac- 
cordance with views of many exreri- 
enced hardware men.............-. 1.00 


Price Book B, 4x7 inches. Less de- 
tailed than A. Provides for clear and 
concise record of prices............ 1.00 


Price Book D, 514x8 inches. For desk 


or store use and salesmen on the road 1.50 


Price Book E, 7x10 inches. Multiple 
Index, 350 pages, each page large 
enough for complete detailed record. 6.00 


Price Book F, 814x11 inches. Mul- 
tiple Index, 500 pages. Largest and 
most complete of our permanent leaf 
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HARDWARE AGE BOOK DEPT. 
239 WEST 39th STREET, NEW YORK CITY 
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Cyclops Nail Puller 


RETAILS FOR $1.00 


a i P ROIS Tk 
> 





-._. “4 
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‘* THIRTY NAILS TO THE MINUTE”’ 





The Cyclops does Absolutely the Quickest 
and Cleanest Work with the Least Effort 








CREDITS | DEBITS Manufactured by 
Saves Time | Union Hardware Company 
. pabor Only $1.00 Torrington, Conn., U. S. A. 


66 Nails | New York Office: 99 Chambers St. 
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RING KETTLES 


See AMG Rie Ne ip a: Th ae Rite 
ae a3 Ym eee es - 
“* oy ee 5 iain AM adv" 


Individual Egg Pans, Oval Pans, Chicken Dishes, Bean and 
Custard Bowls, Tea Pots and other items are shown in our new 


Catalog No. 50. Ask us for it. 


The Vollrath Co. 


SHEBOYGAN, WIS. 


New York 











EXTRA SMALL LADLES 





RESTAURANT EQUIPMENT 


VEGETABLE INSETS 





Chicago 

















Have You a Bathroom 


in your house is a foolish question in 
this country. In some of the foreign 
countries the people are not so fortunate. 
As we are much ahead of other nations 
in this respect, so is the modern bath- 
room, equipped with sanitary fixtures, 
ahead of that of earlier generations. 
While you wouldn’t believe us if we said 
that 


The American Ring Company’ s 


Line of Bathroom Fixtures 


is the best made, we say that the only way to 
prove it is to try a sample order and compare it 
in quality, construction, finish and price with 
other lines. 


American Ring Co. 


WATERBURY, CONN., U. S. A. 


ON a eo err Room 301, 170 Summer Street 
San Francisco, Cal................ 116 New Montgomery Street 
SE RTE: ESS RE PR 508 Heyworth Building 


eiahissk bweksaen cae 1 and 2 Hudson Street 
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Let the Osborn Specialties Pay Your Rent 


There will be days next winter when the most popular item in your 
stock will be the Osborn Christmas Tree Holder. You know how fast 


they go when their season comes—if you 
don’t you’ve been overlooking a sure money- 
maker. Ninety-five per cent. of the Christ- 
mas trees in your customers’ homes will 
have an Osborn Holder under them if the 
people see and know about it. It’s a good 
idea to encourage—because it’s highly prof- 
itable. _ Osborn Christmas Tree Holder 

Skate sharpeners sell all winter long. ™” “*” 
When there isn’t ice the kids are getting 
skates ready for the time when there will 
be ice. You can have lots of busy days on 
this one thing, too. Other hardwaremen— 
many of them—do. 

Both items belong on your counters, in 


A half-dozen Osborn Skate your windows, and on your shelves next Holder folded, showing the 


Sharpeners on thew attractive ~ winter. An ’ h uD- attractive carton in which every 
counter display stand. Shows te d don't forget the stock s P Osborn Christmas Tree Holder 
the goods to great advantage. ply in your wareroom. is packed. 












THE OsBORN MANUFACTURING COMPANY . BRUSHES, BROOMS, MOULDING- 


ClevELAND MILWAUKEE SAN FRANCISCO NEW YORK MACHINES, FOUNDRY SUPPLIES 
5401 Hamilton Ave. So. Water & Ferry Sts. 61 First St. 204 Centre St. AND HARDWARE SPECIALTI . 























Forstner Bits 








They bore their way right through tough, hard, knotty, 
cross-grained wood and leave a smooth hole and a clean surface. 
That’s performance. They differ from all other bits being 
guided by the rim, instead of the center. That's scientific con- 
struction. They bore any arc of a circle and can be guided 
in any direction. That's adaptability. 

Made for Brace—made for Machine. Packed singly— 
packed in sets. That's convenience. And they sell to Wood 
Workers, Carpenters, Cabinet Makers and others. That's 


why you should sell them. 
Order through your Jobber to-day. 


THE PROGRESSIVE 


MANUFACTURING CO. 
Torrington, Conn., U. S. A. 















































2U 


HARDWARE 








‘ 
ee a. 





— 











ESSENTIAL 


The one essential thing in a 
range is its Baking Qualities. 
Always remember that, and do 
not allow useless ‘‘advantages” 
to blind your customer to this 
most important thing. 


The Model Quality Range 


combines unexcelled baking 
qualities with every range con- 
venience known to the trade, 
The hot-blast fire-box, correct 
proportion, and general good 
workmanship combine to make 


The Model “Quality” Range the 


one range for you. 


May we submit proof? 


RANGE CO. 


QUALITY STOVE & 


Belleville, Illinois 
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For New Customers 


and More Profits 
Get this Book 


This book has shown many hard- 
ware dealers the way to more 
profits and new customers. 


It contains more than 600 all differ- 
ent designs of Bowman Quality Cut 
Glass. They are the kind that appeal 


to women. 


The prices are reasonable, consider- 
ing the high standard. They were made 
to sell. They give pride of ownership. 
Profitable to the dealer and to the cus- 
tomer. 


Send for the catalogue and let us tell 
you how to put in a profit paying de- 
partment. Others are doing it and you 
will when you know the facts. There 
is no better time to start than now. 
Write a postal today. 


Geo. H. Bowman Company 
CLEVELAND -  QHIO 
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No. 318 


Every Lamp Its Own 


Salesman 


ELLING Coleman lamps is easy. For the 
s lamps, themselves, are their own best 
salesmen. They sell, stay sold, and sell 
again—wherever they are shown. For they 
are the Winchesters—the real repeaters—of 
the lighting business. 
Illustrated above are 317 and 318, the beau- 
tiful 300 candle-power Coleman AIR-O- 
LITES equipped with a handsomely decorated 


4 shade, finished in harmoniously blended tints 


of brown and tan—presenting a most pleasing, 
attractive and refined appearance. 

Just light it. Put it up in the store or in the 
window—no matter where—the light will do 
the work, sell it every time 


COIEMANLAMP.S 


Sell Themselves 








If you want the simplest, safest, least ex- 
pensive, easiest selling lamp of them all, sell 
the Coleman AIR-O-LITE. No wicks to trim. 
No chimneys to clean. You fill it only once a 
week, clean it only once a year. It can’t spill, 
can’t smoke, can’t smell, can’t clog up. No 
soot, no glare, no flicker—just brilliant, steady, 
eye resting, sales-making light. Put Coleman 
lights in stock. Keep them out where people 
can see them. Always have a supply on hand 
for every Coleman sells another—or more. 
Catalog on request. 


The COLEMAN 
Lamp Company 


Gasoline Lamps, Lanterns, Light 
Systems, Gas Stoves, Gas Irons, Etc. 


St. Paul, Minn. 
Dallas, Texas 


Wichita, Kansas 
Toledo, Ohio 
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Ten Years 


of a 
Woman's nN 


ive: 









Do You Think You 


can sell it? 


It is impossible to get actual figures 
and complete proof, but it is generally 
conceded that the rough work of washing 
cuts ten years off the worker’s life. 


The ° GRAVITY 
WASHER 


eliminates the back-breaking scrubbing 
and rubbing from Monday’s calendar. 
The “1900” does in six minutes what the 
hand method requires one hour to do— 
and the “1900” does it without taxing the 
housewife’s strength. 





Ten years of a woman’s life—aren’t 
you sure that you can sell that? 


The “1900” agency is exclusive—and 
it pays. 


Write for particulars. 


Vel Parker 


GEN. MNGR. 


The 
Nineteen 
Hundred 
Washer 
Company 


Binghamton, 
New York 
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HIGH QUALITY MAKES 
CYCLONE Fences g Gates 
SS WAUKEGAN, ILLINGS Te 





CYCLONE Sanitary Fence and Gates meet 
the popular demand for neater, more sanitary 
conditions in cities, towns and country districts. 


CYCLONE Sanitary Fence and Gates sell 
readily, please and satisfy your customers so 
that they come back to you again. 


YOU OWE IT TO YOUR BUSINESS 
to specialize on CYCLONE Fence and_ Gates 
» and make.your. store the leader, the one that 
forges ahead of others. 


As a shrewd business man you know the 
great advantage to you of having the high- 
quality, nationally-advertised WAUKEGAN- 


~ 





SUtest sellel> 





CYCLONE line of fencing and gates to offer 
your trade. 


Original designs, even picket tops, uniform 
spacing, deep crimped pickets, treble reverse 
twist, extra sharp bottom crimp—these are char- 
acteristics which distinguish WAUKEGAN- 
CYCLONE sanitary fence from others. They 


‘make for strength, beauty and durability. 


Take advantage of our offer to put on a sell- 
ing campaign im your vicinity that will get ihe 
fence and gate business coming to you. 


Write for illustrated catalog and our liberal ° 


terms to dealers. 


CYCLONE FENCE CO., Waukegan, I 
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WRIGHT WIRE LATHING 


Wire lathing prevents the plaster from cracking or sagging, and insures a 
smooth. surface on walls or ceilings. : 
Its even meshes allow the plas- 
ter to form a strong and perfect 


bond. 


Its use throughout a building 
will reduce insurance rates by 
lessening: danger -from fire. 


We make stiffened and un- 
stiffened lathing in Plain, Ja- 
panned or Galvanized Finish, and 
carry in stock several sizes of 
wire and mesh in rolls 50 yards 
long and 1 yard wide. 





Worcester, Mass. 


Wright Wire Company 
BRANCHES AT 
Philadelphia 


. Boston New York Chicago San Francisco 












































August 13, 1914 HARDWARE AGE 23 


aml | 
ffl & “ sip 


i} ' 


A AA UT, 

Lak 4 sd i 

HA Hi} Hi | fa , . tt : nh i 

Vf De , 0) AW l i 
mee 

tt ul Sl ui ti 


The Glidden Profit j is <a 


__ Few specialties pay so liberal a profit as do the Glidden Staples, .Green 
Label Varnish and Jap-A-Lac. This for immediate profit. It ought not be 
necessary to remind you of the after profits brought about t by. the gatistaction 





Glidden products unfailingly 
give. 


And you knaw all aBout THE {/ a 44 = 
the big Glidden ‘Advertising | g SH aes 


Campai ? 
iy > VY Af PN. /> 10843 Madison Ave., N. W. 
CLEVELAND OHIO 


FACTORIES: CLEVELAND, OHIO TORONTO, CANADA 








Do you know just what 
the profit is on .the Glidden 


line? Write us. BRANCHES: NEW YORK CHICAGO LONDON 








CAMBRIA 


WOVEN WIRE FENCING 


CAMBRIA STEEL COMPANY 
General Offices and Works, J OHNSTOWN, PEN NSYLVANIA 





DISTRICT SALES OFFICES : 


ATLANTA NEW YORK 
BOSTON PHILADELPHIA 
CHICAGO. PITTSBURGH 


CINCINNATI ST. LOUIS 
CLEVELAND SAN FRANCISCO 
DETROIT TACOMA 
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The beauty 
about the 





proposition, 
from a dealer's 


standpoint 
is that RB Dies always 


“fit tight” in the holder or collet— 
no matter how long the holder 
has been used. The wedge grip 
provides perpetual compensation 





for wear, and a smooth thread is 
always assured. 
The Dealer is thus able to give his 


customer perfect satisfaction at slight 


expense. 


With other types of dies, when the 
holder becomes worn, it cannot grip the 
die and rough, uneven, poor fitting 
threads are the result. 


Perpetual Service 


is a good line on which to build a mer- 





chandizing reputation. 


With LITTLE GIANT die and screw 
plates you can. 


Wells Brothers Company 
DIVISION 
Greenfield Tap & Die Corporation, 
Greenfield, Mass. 


NEW YORK CHICAGO, ILL. 
107 Lafayette St. 13 S. Clinton St. 


LONDON, E. C. 
149 Queen Victoria St. 
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This is an Advertisement 
for the 
Hardware Manufacturer 
to Read 


A ee 
Domnioon — 























Guarantee Tag | 
Is One of the Best 
Direct Advertisements. 





It carries your warranty from 
your factory to the consumer on 
the article which you warrant 





When you guarantee your quality 

with a tag made by Dennison, 

Dennison guarantees the quality 
of the tag. 


We are glad to send samples 


Denmioon e\lamufachwing Se 


THE TAG MAKERS 
BOSTON NEW YORK NEW YORK 
26 Franklin Street 15 John Street 4th Ave & 26th Street . 
PHILADELPHIA 
1007 Chestnut Street 


CHICAGO ST. LOUIS 
62 East Randolph Street 905 Locust Street 


LONDON BERLIN BUENOS AIRES 
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4 Behindthe Counter 


“Glad to see you back, Sandy. Have a That means we pay $3,000 for our show 
_ good vacation?” asked the Boss heartily. windows, and we ought to make them earn 


“Great time!” said the red headed sales- it.” a sr ; 
man. “Been down to New York looking “Your reasoning is sound,” said the Boss. 
for a job.” “How do they do it in New York?” 

“Well, there’s always an eye catcher for 
es dai prone one thing,” said Sandy. “I saw a big crowd 
a bye Ss rather coldly. “Did in front of one hardware store and horned 
yours — a Ue in until I could see the window. They had 

“Yep,” said Sandy. “But the job is right an electrically operated Iver Johnson Re- 





“Why, I am sorry you are not satisfied 


here if you will give it to me—head win- volver, five times actual size, and cut open 

dow trimmer.” so you could see it work. I watched it for 
“Certainly, you can have that job,” ten minutes. } 

laughed the Boss. “What’s the idea?” “Then, of course, there was a big dis- 


play of revolvers, guns and other sporting 

goods, with a lot of Iver Johnson signs.’ 
“Do you suppose we could get one of ! 

those big revolvers?” asked the Boss. 


“Well, I went to New York to learn how 
they do business there,” said Sandy. ““We’ve 
got a good little store here, but we ain’t 
perfect. For one thing, we don’t begin to 


make enough use of our windows. Why, “Sure,” said Sandy. iver Johnson will ) 
listen. We pay $4,000 rent. I bet you could loan one for a week. I'll write to-day. 
hire the whole second story for $1,000. “Fine—go to it,” said the Boss. , 


IVER JOHNSON’S ARMS & CYCLE WORKS, FITCHBURG, MASS. 




















MYERS POWER PUMPS 


A Practical Line of Water Lifters for Operation by Gasoline Engines, Motors or Other Power 


A few years ago it was considered an expensive proposition to install a power water plant. True, there 
were many such systems in use, but they were found mainly in the larger establishments and factories ‘where 
it was not necessary to set up an independent power plant to operate the pump. 

But—conditions and methods have changed. Water can now be had wherever and whenever wanted, and 
in any quantity, by installing a MYERS POWER PUMP. An electric motor or gasoline engine will 
furnish an economical and reliable motive power, and a Myers Power Pump (size and style according to 

your customer’s requirements, operated largely by this power) will pump the water from either shallow or 

deep wells and force it the distance or height desired. 

Myers Power Pumps are watering stock on the ranch, irrigating and draining farms, furnishing in- 
dependent water supplies for country and suburban homes, and are used extensively in greenhouses, hotels, 
factories, laundries, etc. Wherever there is more water required than can be furnished by the ordinary hand 
or windmill pump, there is a MYERS POWER PUMP for the purpose. 

Many styles. Many sizes. Different capacities. Different motive powers. Write us about them if you 
are interested in a modern water supply. 


F, E. MYERS & BRO., Ashland, Ohio 


ASHLAND PUMP and 
HAY TOOL WORKS 
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ACK of every Bishop’s “Greyhound” Saw 
is Over 20 years of specialized experience 
in High-Grade Saw making. 

IN every saw that bears the “Greyhound” 
trade-mark is the toughest kind of pure, evenly 
tempered refined steel. | 

OUT of every Bishop’s “Greyhound” Saw 
your customer is sure to get absolute satisfac- 
tion. The hang of the blade will please him, 
as well as the rapid, easy-cutting quality. 

AFTER 30 days’ trial if any customer says 
the “Greyhound” Saw fails to cut faster and - 
easier than any saw he ever used—refund his 
money. . We'll do the same by you. 

Made in both Straight 
and Skew. back. | 


LIST PRICES 


Length ’ Dozen 
Me aia-cekGie da ee oe $28.00 
ae wésvsepewediedat 30.00 
pe PO ee AMES |g 
| pers ie ee hanks 34.00 
EO Wao Paccctsowe'e 36.00 
a) SEA are ab et 40.00 
Oe vcceavavuelwe ou 44.00 


Packed one in a box. Send for New Cata- 
log and Trade-prices. 


Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 
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Bishop’s 
“Greyhound” 











TRADE MARK. 
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DROP- FORGED 


A CLAMPS 


FOR EVERY PURPOSE 





eS ee ee 57 Richards St. 
RS 6 michnee ede O’Nell & Kenmore 
| rr 40 So. Clinton St. 
Williams’ 
“LIGHT 
SERVICE’’ 
7 Sizes 
Capacities 
0 to 12” 
Williams’ 
“VULCAN” 


Tool Makers’ Clamp 
With plain or re- 
movable swivel 
Screw 





Send for dependable tools 
catalogue 





Williams Clamps! 


—each equal to its respective requirements 


Williams’ 


Heavy Service 
“‘VULCAN” 
: 11 Sizes 

Williams’ 

Medium Service i to 1s 
“AGRIPPA’’ 
7 Sizes 
eee 





The Williams “Light Service” Clamp has 
just been produced to provide for an in- 
finitely greater amount of utility and serv- 
ice than has ever before been possible in 
any other of similar class— 

Williams’ design 
ie Drop-forging 
3 Heat-treatment 
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Stove Bolts 
Na lle 


Wood Screws. 
Machine Screws t 
Litre Bolts | 
Rivets and Burrs : 


Largest Stock and Greatest Assortment 












ate eet y. 





SONS RANMA ET 






American Screw Co. 


PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 
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The Usefulness, 
High Quality and 
Low Price 


make these Union Key Set Rule 
Blocks popular with mechanics. 
Hence, they are easy selling 


tools. 

You will find when you compare these blocks 
with others their range of usefulness extends 
far beyond those of any other blocks made. 
The radial face gives them a nice working 
seat on round circles, and it matters not 
whether you are using them on a circle 1” in 
diameter or 1 foot, you get the same results; 
Union Key Set Rule Block that of assurance of parallel lines longitudinal 

with the piece. 

They may be also used on Rules, Square 
Blades, also as Corner Squares, and like all of 
our other tools, they give the highest quality at 
moderate prices. 

We also call your. attention to our Rule 
Line. They are new with us and are made 
under very best conditions with lately im- 
proved dividing engines that are bound to 
produce very accurate rules. 

Get our catalogue. It contains many tools 
that will make good customers for you. 
Write for it now. 


Union Caliper Co. 


ORANGE, MASS. 








Union Tempered Rule 
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<ROLiZ? 


Quality—‘“ene*—Service 


PITTSBURGH 


manufacture and sale of 


APOLLO ccvaniet SHEETS 


‘A product without a peer’’ 





are the two paramount considerations in the 


pliable and easily worked. Merit alone has made 
APOLLO BEST BLOOM the standard of all galva- 


These Sheets are uniform in quality, even in gauge, 
nized sheets. Sold by leading dealers everywhere. 








American Sheetaa'Tin Plate Company | 
General Offices: Frick Building, Pittsburgh, Pa. 


DISTRICT SALES OFFICES: - =— 
Chicago Cincinnati Denver Detroit New Orleans New York Philadelphia a St. Louis 
Export Representatives: UNitEp States STEEL Propucts Company, New Yor i 

Pacific Coast Representatives: Unitep States STEEL Propucts Company, San Francisco, Los Angnles, yp er een | Seattle | 

























WHEELING CORRUGATING COMPANY 


IRON AND STEEL SHEETS 


Black or Galvanized Plain or Corrugated 














Clean—Soft—True to Gauge 
Carefully Inspected 
OUR CRESCENT BRAND SHEETS ARE ALSO MADE UP INTO 


Formed Roofings Roll Roofings MetaliLath 
Conductor Pipe Eaves Trough 


Gutters, Valleys, Ridge Roll and Special Ridge Finish and other articles 


necessary to complete a full line of 


Sheet Metals and Sheet Metal Products 


LARGE STOCK AT ALL STORES 








WHEELING CORRUGATING COMPANY, WareuiNe WV. 


3 BRANCH OFFICES AND STORES: 
2 NEW YORK CHICAGO PHILADELPHIA 


ST. LOUIS KANSAS CITY CHATTANOOGA 
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IeNeleAsN = 
GALVANIZED 
SHEET STEEL 


is ideal for Furnace Repairs 

and now is the time to layin 

anon stock, before prices 
vance 


re yo @r Also use Inland Sheets for 
5 | eavestrough, spouting tanks, 
troughs and all other uses 
where you want long life 
at reasonable cost 
Write us for prices ~ 


INLAND STEEL COMPANY 


First National Bank Building, Chicago Branch Offices: Works, Indiana Harbor, Indiana 
ST. PAUL, Pioneer Building ST. LOUIS, Nat'l Bank of Com. Bldg. DENVER, 1618 Stout Street DALLAS, Praetorian Bldg. MILWAUKEE WIS., Majestic Bldg. 


IT’S NO SECRET! 


There is no secret process in 
making better galvanized 
Sheets or Roofings if they are 

Metal 


made of ‘ 
— 


Portsmouth Iron SEE OO 


gauge ont yg parka tiie + 


“Like a Stone Wall to Rust and Corrosion.” - —s soi monneriol 
or residences ungalows, 


churches, schools, garages, etc. 
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Just remember that the extraordinary : Write for our catalog of hand- 
results are the achievements of years some colored designs. 

of experimenting, yet no longer experi- 
ments. Care in selecting the basic raw 
materials; adherence to established 


The Berger Mfg. Co. 








methods and only expert supervision of Canton, Ohio 

in 
rae ied _ manutactare Behi . For the best service address 
which is an independent organization nearest branch 


building business for the future and not New York Philadelphia inn 
merely for today. St. Louis Minneapolis San Francisco ~\ 
\ 


Interested in tying up to such a splendid 
proposition? Write. 


Portsmouth SleelCo. 
General Offices Workslrtsnadth 0 Fxecabve Office Wheeling W Va 
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The Power Washing Machines 


Built by the 
One Minute Manufacturing Co. 
at Newton, Iowa 


are honestly made of the best materials, embody all 
the features necessary in a first-class washer, are 


simple in construction, have less wearing parts than — 


other makes, and are built on correct mechanical 
principles. Dealers wanted particularly for the 


Eastern States. Exclusive agency plan. 











Write for particulars and prices to 
The Manufacturers 


One Minute Manufacturing Co. 


NEWTON, IOWA 


Universal Wringer 





Rubber Rolls Extra High Grade 


Warranted 3 years for family use 
EXPOSED COG WHEELS 


Malleable Iron Frame thoroughly gal- 
vanized to prevent rusting. Can be 
clamped to any style washing machine. 


Ask your Jobber 





Plain Bearings Steel Ball Bearings Size of Rolls 
No. 330 No. 370 10 x 1% in. 
No. 331 No. 371 11 x 1% in. 





The American Wringer Co. 


New York, U. S. A. 




















UALITY fp 


‘) Is A GUARANTEE 2 
THE BEST 7 


in.W] ™ HARDWARE’ 


Our Illustrated @talogue 
describes over A40Vartices 
0 


WIRE HARDWARE 
KITCHEN WIRE HARDWARE 
anOWIRE SPECIALTIES 


Have You A Copy? 
A-> Postal will 


start one your way 


THE WIRE GOODS COMPANY 


WORCESTER. MASSACHUSETTS 
‘U.S.A. 
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The Winans 
Clothes Line Tightener 


Saves the Clothes and Line 





SOOO Dacey 
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Pulleys 


A GOOD 
SELLING 
PROPOSITION 


>. 2 2S 2. 2 2 2 


Winans Machine Co., Binghamton. n. y. 
OOOOOD 
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MORCAN 
- “Eoupse’ 





MorcAN SPRING Co, 


No.1 Bono Sr. 


WorCESTER, MAss, U.S.A. 
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Winter is Summer 





HEN your customers buy HEMP’S HOT BLAST 

HEATERS they need not fear the cold. These 
heaters have the latest improved Hot Biast Down 
Draft. They are fuel economists—made of the best 
material and so convincing in appearance that they 
seli themselves. 


SOLD BY ALL JOBBERS 


We have a proposition on these that will make 
the dealer sit up and think. Write for it to-day. 


HEMP & CO. SAINT LOUIS 











Shipping Clerks like 
to use 


Acme Box 
Strapping 


Because it’s all ready to pull 
down and cut off. Nodelays— 
No tangling in holder. No sharp edges. The 
best strapping on the market. 
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Many styles. 
We give be- 
low a few 
styles packed 
20 coils to the 
case for hard- 
ware trade. 





























They Come Back 
if you give them 
Cary’s Universal 
Box Strap 


It is the STAND- 
ARD for quality, 
full weight and full 
measure. 


Every Coil War- 
ranted to contain 
300 ft. All 
equipped 
with our 
Patent Metal 
Hanger. 









We have a reputa- 

ba RS a 
on 

Best THaT 1s TO 


d ust 
and do “Deliver the 
Goods.” 


Manufacturers also of Flat and Twisted Wire 
Box Straps, Box Fasteners, Clasps, 
gated Joint Fasteners, Hinges and Hasps, etc. 


CARY’S Everlasting FLEXIBLE STEEL MAT 


Cary. Manufacturing Company 
Manhattan Bridge Plaza §_—\—*wBrooklyn, N. Y. 
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Tips For Hardwood And Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather re-enforced with metal bushing. The Chair 
is able to move about freely without noise or scratching the floor. 


The felt washer acts as a cushion. 
big sellers. Write for catalog. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 





This line is only one of our 








Seventy-Five Cents 
Versus Ten Dollars 


If any stove man “felt in his Bones” pod 
by spending 75 cents he could make - — . 
to clean up $10 or $15 profit, nan : 
he’d hesitate long before he spent 
“quarters” ? : 

“Severyuive cents’ worth of 


Harper Handy 
Caskeetoueice 


; " 
t you show the biggest and most pro 
eg STOVE you handle,—the S1 Aad 
you cannot possibly sell until you do sho 

it. 


Price per set of 4, 75c. 


—and don’t forget that they will last you 
indefinitely. 


Chicago Hardware Foundry Co. 
NORTH CHICAGO, ILL. 
































Makes Good Display 


Put up in sets of four in neat boxes they 
look well in your show cases. 


All built of steel. 


Smallest “Steel Gem’’ Caster carries 1000 
pounds. 


Roller Bearing, they revolve at a touch. 
Write for catalog and prices. 


M. B. SCHENCK CoO. 


MERIDEN CONNECTICUT 






























THEN 


Write for 
new line. 


Leather bearin 
Suaranteed a 
quality, and is s 


Want Something Good? 


WHEN BUYING ; 
SOLE LEATHER STRIPS 


Look for this Label 


It guarantees the quality 


& this trade-mark label is 
S to uniform selection ana 
pecially tanned for the 
strip trade from Selected hides in the 
world’s largest tannery. 

Allen’s strips 
tions and are a 
of comparison. 


are made in several selec- 
cknowledged the standard 


prices and description of our 


S COMPANY 
SIN, U.S. A. 


N. R. ALLEN’S SON 
KENOSHA, WISCON 
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PSYCHOLOGICAL—-THE NOW TIME 


The Hatfield is a self advertising money-maker. 

15 doz. blades a day means $1200.00 a year. 

25 doz. blades a day means $2000.00 a year. 

50 doz. blades a day means $4000.00 a year. 

“You can’t start till you start—start now.’ 

The Hatfield has the perfect mechanical oscillating move- 
ment that Strops the Blades perfectly. 

The 12 holders enable you to do 10 doz. blades an hour. 

The 12 holders will take care of every one of the 300 odd 
makes of Safety Razor Blades on the market. 

Our new special Honing Attachment will take a nick out 
or sharpen the dullest blade 5 to 15 seconds. 

Our new special auxiliary high-speed Grinder attached to machine will sharpen 
scissors and knives perfectly. Lawn Mowers, Hatchets and Chisels, etc. 

The perfect mechanical machine. 

Sold for cash or easy payments. Write now. 


HYFIELD MFG.CO., 48 Franklin Street, New York City 


























The Ohio Fly Swatter Sleeth Steel Flexible 


Simple, strong, 
handsome, un- 
rivaled for the 
price. Retail 
ioc. Dealers’ 
profit large. 


Fine display 
stand free with 
sample order 
for dozen or 


more. Best Galvanized Material 


In Rolls for Soda Fountains, Hallways, 
Factories, Etc. 





Order now, will 


deliver when A perfect Scraper. No Curling of corners. 
wanted. Reversible (Two Mats in One). Soft as 
Rubber to the foot. 


Special Shapes for Elevators, Hotels, 
TT Kitchen, Engine Rooms, Etc. 





Easily Cleaned. Conforms to Uneven 
Places. Keeps the Mud and Snow out of 
Manufactured by the House. More Surface Material than 


The Ohio Stove Pipe & Mfg.Co. any other Mat on the Market. 


Sleeth Manufactu C 
New Philadelphia, Ohio ce anuacturing ompany 





























The “GLEN” Steel Folding MAT 


The finest, strongest and most salable mat in the world. Can’t 
come apart. Won’t dent on the edges. Does not mar tile. Is 
reversible and sanitary. Only mat that folds as well as rolls. 

Big seller for Residences, Stores, Elevators, Soda Fountains, 
Bars, Bar Toilets, Office Buildings. 
Theatres, Steamship and Furnace 
Rooms, Churches, Schools. Good 
profit. Circular and discount on re- 
quest. 


Pettler Steel Mat & Mfg. Co. 


Beaver Falls, Pa. 


Successors. to 
Glen Manufacturing Company, Ellwood City, Pa. 
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ESTABLISHED 18 1838 
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LARGEST 





Highest Awards Maoutecturer of the preparations for use os berness koows a8 Highest Awards 





“THE STANDARD OF THE WORLD” 


WORLD'S FAIR, 1893. 














HARNESS DRESSING 
The very best article of its kind. Unequalied 
for use by both manufacturer and owner of 
harness. ts used by nearly aif tMarness 7 








Manufacturers in the world. 











| FRANK MILLER’S 
HARNESS DRESSING 

Por Barness. Buggy Tops, Saddles, My Few, 

metal Gan sucht 


SHOT A Verne, 



















































The Frank Miller Company, 


SEW YORK. 














Beware of imitations and sil articies thet are sold 
as being as good as 
“PRANK MILLER’S” 


Supply vour Customer with the BEST, and hold bis trade 











The Frank Miller Company 


Office and Factory, 349 & 351 W. 26th Street, New York, U.S.A 


European Office, Towers, Chambers, Moorgate, Lendan, E. C. 
Order From Your Jobber 
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SHOVELS 


ALA. 31 ZE3 
IN VARIOUS 
PAT TERNS 


Ihe Wyoming Shovel Wk‘ 
Wvomins Pa. 


STABLISHED 1873 
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Priest’s 
Clippers 




















We have the b 


proposition is tha 
you stock Priest’s Clip- 
pers! 
Write. 


American Shearer Mfg. 


Company 
315 Main St., Nashua, N.H. 





Wiebusch & Hilger, N. Y. 

















Mand and Power, 





Pumping 
Gasoline 


Is dangerous without 
proper equipment. 


Sell this Gasoline Pump 
to the auto-owners in 
your city. 
It combines safety and 
efficiency. 


Write for our literature 
on Gasoline Storage 
Systems. 





Fig. 726 


The Deming Company 
SALEM, OHIO 


General ig Houses: 


CHICAGO: Henion & Hubbell 
PITTSB URGH: Harris Pump & te Ange 
NEW YORK: Ralph B. er Co. 
BUFFALO: Root, Neal & Co. 
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American Brand 





Lasts Longer—Looks Better 
ALSO 


Copper Bronze 
Galvanoid Enameled 
Painted 
Bright Galvanized 





All Meshes and Widths 
American Wire Fabrics Co. 
CHICAGO, ILL. 








New Double Process 
Double Thick Zinc Coated 


12, 14 & 16 Mesh White Satin Finish 








Wire Screen Cloth 


Extra Galvanized After Weaving 


PROCESS PATENTED SEPT. 19, 1911 





By this new process a far more desirable 
finish is produced which long retains its 
original color and appearance. The 
fabric is protected by more than twice 
the usual thickness of zinc coating and is 
therefore more than twice as durable. 
ORDER THROUGH YOUR JOBBER 


New York Wire Cloth Co. 


233 Broadway, New York Works: York, Pa. 

















Wire Cloth 
That Sells 


We have been making 
Bronze Window Screen 
Cloth for many years. Our 
steady and continuous 
growth proves that there is 
an ever increasing demand 
for Perfect Wire Cloth, 
hence large, steady sales. 


Verfeck 


is made of the best material 
that money will buy. You 
can always recommend it as 
reliable and durable. 


Your Jobber will supply 
you. 








Ludlow-Saylor 


Wire Company 
St. Louis, Mo. 
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Here Is Something Different 


2 
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The Page-Chipper: 
Fences and Gates 


Not Better Because it is Different, but Differ- 
ent Because it is Better! 

The Handsomest Fence of its Class. 

The Closest Mesh of its Kind. 

Chicken Tight and as high as you want it. 
Galvanized and Enameled White or Green. 
The Quickest Seller on the Market and the 
Price is Right. 

A Full Line of Wire and Wrought Iron 
Specialties. 

Write for the Big Catalog. 


Page Woven Wire Fence Co. 


Box 100, Adrian, Mich. 
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Brass Bound 
Price 
Cards 


Time Savers 


Energy Savers BS COLDWELL 
Money Savers | Lawn Mowers 


Hand, Horse & Motor Power 


EASY RUNNING 
LONG WEAR 


| 
Lawn mower buyers nowadays 
| 
| 
| 
| 
| 
| 





insist on quality, as well as 
price. You give them the best 
of materials and workmanship 
in 


| The Coldwell Line is complete. It 
includes the patent demountable-cutter 


HERE are nine | feature for horse and putting green 

mah | ee: tee oe 
heavy cardboard Ba) links, and hand mowers in 150 styles 
body, linen bond — 
facing and brass 
edging for protec- 
tion. 10 per cent. 
discount on orders 
for 2 doz. cards— 
send for descriptive 
circular and sample 
card. 


Write for our illustrated catalogue 
describing the Coldwell line, also our 
monthly magazine, “THE LONG 
GREEN.” They will help you to in- 
crease your sales. Free, post-paid on 
request. 


























Coldwell 


Lawn Mower Company 
[NEWBURGH, N. Y. 
PHILADELPHIA CHICAGO 


Mfrs. of Hand, Horse and Motor 
Power Lawn Mowers 





Hardware Age 
Book Dept. — 


939 West Thirty-ninth Street 
New York 
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ALL STEEL 
TRY SQUARES 


Why the Practical Man 
Buys this Pistol Grip Frame 





‘These squares are of a better 
The minute a mechanic takes this Millers Falls [a # > ee grade than those generally used by 
Hack Saw Frame in his hand he sees its ad- L- i carpenters and woodworkers. The 
vantages. He can’t miss them. * =r blades are tempered steel, accurately 
— 2 = graduated. The beam is provided 
MILLERS FALLS Caen with a rest so that it will lie flat on 
—— 4 ee the work. The handles are nickel 
Star Hacksaw Frame No. 1027 oe plated and the blades polished. 
The saw. with the positive pistol Grip. gs 





Goodell-Pratt Company 


GREENFIELD, MASS., U. S. A. 










be to sell it. 





i 


4 
cELTRY, 
> TR 2 . 





The Pistol Grip is securely fastened to the upper part 
of the frame. It has the right ‘‘hang’’ to give perfect 
control and firmness of stroke. Note that it fits any 
hand without pinching. The Sheath Brace at the 
back helps to prevent springing. The man who 
breaks and buys saw blades will appreciate this fea- 
ture. Blades may be faced in four directions. Thumb 
screw at inner end of frame permits maximum stroke. 
Notched Gauge makes it easy to quickly adjust frame 
to blades from 8 to 12 inches. 








an 

= 
Look at it yourself and you will see how easy it would = 

a 

i 

on 

=" 


You can sell this frame without talking to any man 
who uses a Hacksaw. Show it to him, and he will see 
at once why it is the best. 


Millers Falls Co., Millers Falls, Mass. 






No. 














fits 











Grind- 


Frame 


Athol Iron 
stone 


No. 157 


One Day’s Imal of a 


Grant Noiseless 
Riveting Machine 


resulted in an 
order being placed 
for I2 more ma- 
i . chines. 

<b 





A few reasons 
why: 


(1) Noiseless Oper- 
ation. 


(2) Spin Well Pol- 
ished ‘Ri 


vet 
Heads. 
(3) Avoid Broken 
é Castings. 


(4) Do not Mar 
Surface in Riv- 
eting. 


(5) Rivet Tight or 
Loose as De- 


(6) Entire Rivet- 
ing Operation 
Takes Only One 
Second. 


For the sake of 
quality, output and 


. inding is of any importance 
cost reduction send Wherever tool grinding y imp 


there’s a need for this frame. It is strongly 
for catalog. built, compactly and conveniently designed and 
equipped with every facility for attaining the 
best results and lessening labor. Water pot, 
truing adjustment, babbitt bearing and ad- 


The Gr ant Mfg. justable tool rests are some of the features. 
and Machine Co. = Our catalog No. 31 contains full particulars. 


Bridgeport, Conn. & ATHOL MACHINE CoO., Athol, Mass. 
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cA Hardware 
Department Store 











qq A Department Store makes more money 
than the one-line kind because it supplies 


more of its customers’ wants. 
@. If you, Mr. Hardware Man, would only— 


@ No, we don't mean you should handle 
groceries and dry goods. 


@ But it is a fact that you can, with pro- 
priety and profit, broaden out and increase 
your net returns on your present investment. 


@ The way is made plain in our September 


catalogue. 


@ Be sure you have a copy. 











BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 


NEW YORK CHICAGO ST. LOUIS 
MINNEAPOLIS DALLAS 
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Cuts Perfect Ihread 
at a Single Cut 


That’s the most important point about Reece Screw Plates 
—a point you want to emphasize when you talk to your 
customers. The dies are held as rigidly as if they were solid, 
but can be easily adjusted if so required. That's another 
talking point. We haven't the time here, nor the space to 
take up each individual advantage of the Reece Plate. But 
it only takes a single glance, a moment's investigation, and 
a few judicious words on your part—and your customer 
realizes the superior features of the Reece. 









Saves Time for 
the User— 
And for the Dealer 


The Reece Plate is not 
only a time-saver to the user 
—it’s a time-saver to the 
dealer. He doesn’t have to 
argue with the customer as 
to its good points. Reece 
advantages are instantly ap- 
parent —and there is no 
other Screw Plate manufac- 


tured which has all these ad- 


vantages. 


y 


Get in touch with us— 
and get out of touch with 
complaints. Sell screw 
plates, stocks and dies that 
satisfy—the kind we make. 
We'll be glad to furnish de- 


tails. 


Butterfield & Co., 


DERBY LINE, VERMONT 
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ANGLE CUTS FOR POLYGONS 
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On Sargent Squares 
the Measurements 
Are Complete, 
Correct and Final 


Sargent Standard Steel Squares are 
made from high-grade tool steel and 
are carefully tested for trueness and 
accuracy of marking. Your customers 
can be sure of the measurements given 
on a Sargent Square—they are com- 
plete, correct, and final. 

The Rafter and Framing tables save 
the trouble of multiplying and dividing 
and then obtaining a result which the 
carpenter, not being a mathematician, 
is not sure of. 

The hardware man _ who sells 
Sargent Squares occupies an estab- 
lished position. He has a hold on the 
trade of the best carpenters in his 
vicinity—a hold that could not have 
been gained in any other way than by 
the sale of high-class products— 
Sargent Products to be exact. 

Would you like to get your share of 
the Carpenters’ trade? Better get in 
touch with Sargent—we'll show you 
the way. 


Sargent & Company 


Toolmakers and Manufacturers 
of Hardware 


New Haven, Conn. 


New York Boston Philadelphia Chicago 
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HELLER’S PIVOT DOOR CABINET 


MADE IN STANDARD SECTIONS 





This is something new and original, has 
features not found in any other fixtures. 





DISPLAY 
ALWAYS IN 
FRONT 
OF YOUR 
CUSTOMER 


No matter the position 


of the Display Door. 














PATENTS PENDING 


SEND FOR CATALOG No. 24 THE SHELVING WITH BRAINS 


W. C. HELLER & CO., MONTPELIER, OHIO 











How Do You Advertise? 


Is advertising one of your Problems? Are you advertising? 
And if you are paying for space—are you getting the results 
that you should? 


We have a book that will help you to properly advertise 
the goods you have to offer. It’s written by a man who has 
had wide experience in retail advertising and who knows 


just what to say and how to say it. 


How to Advertise a Retail Store 


By A. E. EDGAR 


is a complete and comprehensive Manual that will give you 
more ideas in five minutes on retail hardware advertising 
than any one man could think of in five years. Its 500 pages 
are crammed full of valuable advertising ideas and it’s worth 
every cent of the $3.50 we ask for it. 

Sent postpaid on receipt of price. 
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HARDWARE AGE BOOK DEPARTMENT 
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tanley Tools 


When asked for a Gauge, show your prospective customer— 


STANLEY METAL GAUGES. 


They will interest him immediately. Their compactness, 
ease of adjustment and accuracy of graduation combine to make 
them attractive for all classes of work. 


Just a Few Selling Points Covering 


Those Shown Above— 


Nos. 90, 97 and 197 are MARKING GAUGES only, having but one bar; Nos. 
91, 98 and 198 are MORTISE GAUGES having double bars. 


The bars in all numbers are six and one-half inches long and graduated in six- 
teenths of inches for five inches. 


The narrow gauging face on the metal heads is very convenient in many instances. 


The roller cutters on Nos. 97, 98, 197 and 198 enable the user to scratch a fine 


line across the grain and over knotty places in the wood without splintering. 


The rosewood head on Nos. 197 and 198 make them very attractive to many. 
Both sides of the head are protected by brass face plates to prevent wear. 


The metal parts of all numbers are heavily nickel plated and highly polished. 


STANLEY RuLe & LeveL Co. ® EVERY d 


New Britain, Conn. U.S.A. UARANTEED 
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The ‘National’ Silent 
Parlor Door Hanger 
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‘Much Appreciated 
In the Home” 


Are these National Silent 
Parlor Door Hangers 


When your customer specifies a 
noiseless hanger, you can do him 
no better service than selling him 
this National Silent Hanger. He'll 
appreciate later. 


Here's why. It is a simple hanger 
without complicated parts to get 
out of order. The wheel has vul- 
canized fibre tread and _ runs 
on roller bearings—indeed the 
‘Silent’ is noiseless.”’ 


Hangers and track are furnished © 
complete, ready to set up. 


Get our prices and details. “‘It 
pays. Write now. 


National Mfg. Co. 


Sterling, Ill. 
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PAINTS & VARNISHES 


Supply Your Spring Requirements 


it will pay you to stop in and examine our complete tine of Spring 
Mousefurnishing and — gs refrigerators, bathroom 
utilities, lawn mowers, . hese and garden im 


Special Sales Plan 


Every Friday and Saturday will bring a remarkable pees 


Best Finished Wrench ne Be os y, 828 I BERT Y AVE. vpportunity if you take advantage of cur specials announced in Thurs 
on the Market. day evening Telegraph, Press and Leader. 
THE WIDE -AWAKE HARDWARE See De i Sa a 


Introducing the Furnace Automobile Hood and a Revolving 
Hardware Display on Wheels—Heckler Bros. Make 
Business Hum by Unique Methods 


By “THE ASSISTANT MANAGER” 


. HERE are some fellows who can keep still for- The first day this furnace was put on I stopped at 





HOT AIR FURNACES 


Stilson Pattern 10-inch Wrench, 75¢¥ame 


. Best Quality Drop Forged Steel rg Pipe nace 
@ur Special Price Friday and Saturday ONLY 
























ever, but my friend Louis Heckler isn’t in a gasolene station and while there made the ac- 
that class. quaintance of a doctor who was building two new 
Many of us know the “Owl man of Pittsburgh” houses, and I had the opportunity of estimating on 
personally, and all of us know him by reputation as_ this work, simply because the furnace on the auto- 
a big bunch of feathers in Pittsburgh retail hard- mobile suggested furnaces to him. A few days 
ware activities. later it was standing in front of our door while I 
He is a night owl on ideas and when “Wide- was busy with a customer in the store when a man 
awake Heckler” writes a letter it contains some- came along the street and noticing a crowd around 
thing besides the compliments of the season. An _ the machine went to investigate and see what the 
extract from his letter reads like this: curiosity was. The furnace reminded him of the 
“Dear Assistant Manager: fact that he was going to install a furnace this fall, 
“I suppose you think that we have dried up and and when he came into the store I immediately 
blown away since we opened our new store on Lib- packed him in the machine and went out to the job 
erty avenue, because we have not contributed to and sold the furnace. 
the readers of HARDWARE AGE. Just to show you “A few days ago while trying to find a party on 
that you are mistaken if you have entertained such one of our country roads I met an individual who 
thoughts, we are sending you herewith some dope was going to work and stopped to inquire from him 


which I believe will prove not only interesting but where this man lived. He gave me the desired 
instructive as well. directions and then remarked, ‘Is that a gas or coal 


; furnace on your automobile?’ Upon being told 
Ue bbe —- that it was an advertising proposition he wanted 
The best advertising stunt that we have ever to know what a coal furnace would cost that would 
pulled off is shown on the enclosed photograph. The heat six rooms. To make a long story short, the 
automobile shown in this picture is a Ford, because ¢ontract is now in our office and the furnace is 
it is the only kind we can ‘Afford.’ We removed peing installed today. I could describe dozens of 
the radiator cover and put in its place the furnace incidents like this, let alone the results it produces 
shown in the picture. The side of the car is let- by covering from 50 to 75 miles a day, and no doubt 
tered, and on the rear door we have our trade ig seen by thousands of people every day when it 
mark, “Get Wise’ with the owl. This is the best js in operation. We believe that the advertising 
advertising stunt of this kind which has ever ap- vajye of this stunt will pay for the price of the 
peared in our city or anywhere else to the best of machine in the first six months.” 
my knowledge, where the radiator of the automo- 
bile was used for advertising purposes. This fur- 
nace attracts the attention of every man who owns 
an automobile and the man who owns an, automo- 
bile is well able to buy a furnace. 


Nailing Opportunities 
We agree with you, Lou Heckler. You are on 
the limb with your owl toes ready for a spring that 
will send you swooping down on a business prospect 


“The slogan on the furnace reads ‘HECKLER like a “King Fisher” after a chub in the shallows. 
You are a living example of a bird that can see 


FURNACES MAKE WARM FRIENDS.’ 
through the gloom and appreciate many of the op- 
New Customers portunities others might fail to notice. Your suc- 
“To give you an idea how this stunt works, I will cess is due to the fact that your insight into the 
describe a few of the customers it has pulled in. future has not interfered with your vision of things 
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A revolving stand on which this re- 
frigerator is exhibited is run by 
a chain drive from the back 
wagon wheels. 50,000 
Pittsburghers see it 
every day 





close at hand. Most men who fail do so because 
they do not appreciate home-grown opportunities. 
Your furnace hood is a sunbonnet that is going to 
be put on hundreds of automobiles and if there was 
a Nobel “Piece” prize hung up for the most con- 
structive advertising plan in the furnace field this 
“Piece” of Heckler progress would hang the prize 
between the owls and use it to build business. 


Advertising a la Heckler 


Then the “Hardware Owl” of Liberty street and 
Sheraden continues his letter: 
“The second stunt is a wagon which we have 




















The Ford automobile of Heckler Bros. showing the fur- 
nace mounted in place of the radiator cover 


rigged up, as shown in the accompanying picture. 
The mechanical feature is a revolving platform in 
the center of the wagon, which is operated by the 
wheels of the wagon when it is in motion. Each 
day we place a different article on this platform 
and when the wagon passes along the street the 
article on display revolves and attracts attention. 
We have had the following articles on display 
during the time this wagon was in operation: Re- 
frigerators, washing machines, ranges and furnaces 


Hardware Age 


and a display of hardware. This brings back the 
same subject every five days. The wagon travels a 
triangle in which are located the busiest streets in 
Pittsburgh, covering the same point about once 
every hour, therefore, we believe that this adver- 
tisement is seen by 50,000 people every day. Every 
day people come in and indirectly mention that they 
came in simply because they admired our progress- 
ive spirit and believe in giving credit where credit 
is due.” 


Mixing Mental with Material Things 


Say, that idea is the next thing to hitching a 
dynamo to the hubs of a buckboard. It is small 
wonder the Heckler Brothers keep building exten- 
sions to their ladder of success. They mix gray 
matter with an old delivery wagon and turn a tide 
of inquisitive humanity toward their store. They 
pour a few ideas in with a refrigerator and a drive 
chain and with horsepower they start ideas on re- 
frigerators revolving among 50,000 people in a 
single day. 

They hammer a furnace automobile hood together 
in their tin shop, put it on their little Ford and with 
the modern “Henry the Great” of employes’ dividend 
fame, proclaim that times are good. 

They use the newspapers and they use the trade 
papers. Once I thought they gave us more ideas 
than they received but I visited the Heckler boys 
and they pointed out a score of improvements they 
have made from ideas gleaned from HARDWARE 
AGE. “When we give you anything,” said Phil. 
Heckler the last time I saw him, “we just figure 
that we may be passing an idea back to some live 
wire who has helped us in things we have seen 
in our trade papers.” 


An Effective Newspaper Ad 

Then the most interesting letter in today’s mail 
goes on: 

“We are also enclosing one of our newspaper ad- 
vertisements, which is of a unique character. This 
advertisement gives us eleven inches of newspaper 
space for the price of ten, and in the form of the 
permanent cut with mortised sides for a different 
copy each week. Each week we advertise on special 
tools and on the other side we give a general sales 


talk. 
(Continued on page 76) 








MAKERS 


OF THE FLAG 


By the HON. FRANKLIN K. LANE 


HIS morning as I passed 

T into the Land Office, 

The Flag dropped me a 

most cordial salutation, and 

from its rippling folds I heard 

it say: “Good morning, Mr. 
Flag Maker.” 


“I beg your pardon, Old 
Glory,” I said, “aren’t you 
mistaken? I am not the Pres- 
ident of the United States, nor 
a member of Congress, nor 
even a general inthe army. I 
am only a government clerk.” 


“IT greet you again, Mr. Flag Maker,” replied 
the gay voice. 


“I know you well. You are the man who 
worked in the swelter of yesterday straighten- 
ing out the tangle of that farmer’s homestead 
in Idaho, or perhaps you found the mistake in 
that Indian contract in Oklahoma, or helped to 
clear that patent for the hopeful inventor in 
New York, or pushed the opening of that new 
ditch in Colorado, or made that mine in Illinois 
' more safe, or brought relief to the old soldier 
in Wyoming. No matter; whichever one of 
these beneficient individuals you may happen to 
be, I give you greeting, Mr. Flag Maker.” 


I was about to pass on, when The Flag 
stopped me with these words: 


“Yesterday the President spoke a word that 
made happier the future of 10,000,000 peons in 
Mexico; but that act looms no larger on the flag 
than the struggle which the boy in Georgia is 
making to win the Corn Club prize this summer. 


“Yesterday the Congress spoke a word which 
will open the door of Alaska, but a mother in 
Michigan worked from sunrise until far into 
the night to give her boy an education. She, 
too, is making the flag. 


“Yesterday we made a new law to prevent 
financial panics, and yesterday, maybe, a school 
teacher in Ohio taught his first letters to a boy 
who will one day write a song that will vive 
cheer to the millions of our race. We are all 
making the flag.” 


“But,” I said impatiently, “these people were 
only working.” 


Then came a great shout from The Flag: 


“The work that we do is the making of the 
flag. 





*Delivered on Flag Day, 1914, before the employes of 
the Department of the Interior, Washington, D. C., by 
Franklin K. Lane, Secretary of the Interior.—From 
Harper's Weekly. 
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“IT am not the flag; not at 
all. I am but its shadow. 


“IT am whatever you make 
.me; nothing more. 


“T am your belief in your- 
self, your dream of what a 
_People may become. 


“T live a changing life, a life 
of moods and passions, of 
heartbreaks and tired mus- 
cles. 


The Hon. Franklin K. Lane 


“Sometimes I am strong 
with pride, when men do an honest work, 
fitting the rails together truly. 


“Sometimes I droop, for then purpose has 
gone from me, and, cynically, I play the 
coward. 


“Sometimes I am loud, garish and full of that 
ego that blasts judgment. 


“But always I am all that you hope to be, and 
have the courage to try for. 


“IT am song and fear, struggle and panic, and 
ennobling hope. 


“T am the day’s work of the weakest man, and 
the largest dream of the most daring. 


“IT am the Constitution and the courts, stat- 
utes and the statute makers, soldier and dread- 
nought, drayman and street sweep, cook, coun- 
selor and clerk. 


“I am the battle of yesterday and the mis- 
take of to-morrow. 


“I am the mystery of the men who do with- 
out knowing why. 


“T am the clutch of an idea, and the reasoned 
purpose of resolution. 


“I am no more than what you believe me to 
be, and I am all that you believe I can be. 


“T am what you make me; nothing more. 


“I swing before your eyes as a bright gleam 
of color, a symbol of yourself, the pictured sug- 
gestion of that big thing which makes this 
Nation. My stars and my stripes are your 
dream and your labors. They are bright with 
cheer, brilliant with courage, firm with faith, 
because you have made them so out of your 
hearts. For you are the makers of the flag and 
it is well that you glory in the making.” 








Greater 
Mercantile 
Marine 
and 








The Aquitania, queen of the Cunard fleet, now safe in Liverpool. Length, 
901 ft.; gross tonnage, 4:,00U; speed, 23 knots, and has accommodations for 4250 
people, incluainy crew 


now fixing the attention of the civilized world, 

apart from the political consequences, are of 
overshadowing commercial importance. The extent 
and duration of the unfortunate conflict, involving 
already most of Europe and other parts of the 
globe as well, none but the Infinite can measure and 
forecast. Cocksure opinions and predictions are 
idle. Even experienced men of large affairs, ac- 
tively in close touch with business enterprises 
throughout the world, say that what they interpret 
one way at a given time soon looks different to 
them and all is chaos. 

Some things, however, are certain. A consider- 
able proportion of commerce, temporarily at least, 
is paralyzed and the future at present a blank. This 
situation, however, will yield to treatment in the 
hands of cool, clear-headed men of breadth and 
scope managing important interests. The business 
world will not mark time long after trained officials 
have had a fair chance to recover from the first 
shock and make necessary arrangements to deal 
with peculiar difficulties heretofore unknown. 


a HE unprecedented and far-reaching occurrences 


Mastery of the Seas Will Open Trade Routes 


There will be a naval encounter soon that will 
probably clear the atmosphere of at least a part of 
the uncertainty involving the mastery of the seas. 
Without in any way taking sides, regardless of what 
happens on land between armies, it is likely that 
the powerful English fleet which has usually given 
a good account of itself, supplemented by vessels 
of, say, the Russian, French, Belgian and Dutch 
navies, not overlooking the Japs in the Far East, 
will clear the.seas of German commerce destroyers 
through destruction, capture or being forced to 
interne in neutral ports during the remainder of 
the war. 

Once this is fairly assured, cargo and passenger 
vessels will doubtless operate between most ports 
other than those of the North Sea and Baltic Sea, 
and possibly there also contingent on how complete- 
ly the work is done. Austria’s navy probably won’t 
‘accomplish much outside of a circumscribed area, 
“if at all. 


- The mere daily necessities of the masses of 
densely populated Europe, so much of which has 
suddenly been transformed from producers to con- 
sumers, for combatants and non-combatants, must 
be met somehow, which demand will increase, as 
accumulated stores of food and material diminish. 

War signifies destruction to life and property, 
and eventually its cost is distributed far and wide— 
just so much capital and resource destroyed. 


American Interests To Be Safeguarded 


Worth-while Americans do not unfairly seek to 
profit by the awful calamities of other nations, 
many of whose nationals from our beginning have 
helped to make, because of the greater liberty en- 
joyed, the United States what it is. But there are 
issues of vast importance, forced upon us, for which 
we are in no way responsible, that must be recog- 
nized and effectively dealt with. 

Shall the already considerable foreign trade in- 
terests of the United States be made the plaything 
of European political ambition, animosity and race 
hatred? Will the American people consent to ac- 
cept the dictum of three sovereigns—German, Aus- 
trian and Russian—who in great measure, regard- 
less of parliaments and Duma, control the policy and 
destiny of 281,000,000 souls, because impulsive 
Serb students assassinate two royal personages? 

Undoubtedly the situation was ripe for the ex- 
plosion, but fundamental conditions put it in the 
power of fanatics to start something, as has un- 
mistakably happened. After it is all over, sooner or 
later, the masses on whom the burden in sacrifice, 
blood and treasure rests, may insist on a realign- 
ment and redistribution of responsibility that will 
at least help to minimize the likelihood of such far- 
reaching catastrophes in the future. 

Why Should America Indirectly Pay So Much 
Toward It? 

Now, as to our own particular interests. Why 
should we unnecessarily continue to be the victims 
of European controversies, ambitions and jealousies 
in such staggering degree? We have a total area 
of 3,746,018 square miles, and a population of 108,- 
183,000, including territories and oversea posses- 
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sions; a domestic trade estimated at $40,000,000,- 
000, equal to the international exchange of the 
world, and a foreign trade of $4,258,795,735 for the 
fiscal year ended June 30, 1914. Specifically, our 
exports were for the year $2,364,626,555 and im- 
ports totaled $1,894,169,180, exclusive of gold and 
silver, which aggregated, both ways, $263,868,815 


‘more, much less in merchandise than we are capable 


of, but great, nevertheless. 

The entire wealth of the United States, real and 
personal, as of 1904, was §107,104,212,000, and the 
latest current estimate is $130,000,000,000. All of 
these figures are official and originated in Washing- 
ton. The totals quoted are great enough to impress 
on us the necessity for conserving as much as is 
possible the prosperity of concededly the wealthiest 
and most powerful of nations, bar none, and which 
oppresses no one. 


Stupendous Losses Certain 


The end of the disturbance now staggering Eu- 
rope and its unfathomable consequences no one can 
intelligently estimate or determine, but the mo- 
mentum of such a human convulsion cannot soon 
be overcome, whatever happens. The possible par- 
ticipation of 20,000,000 armed men, more or less, 
signifies, aside from the financial cost, estimated by 
David Starr Jordan at $50,000,000 daily, the cur- 
tailment of industry, mechanical and agricultural, 
and the derangement of trade generally for a con- 
siderable period, according to the length of time it 
continues. 


Our Peerless Strategical Position 


A phase of this situation for American manufac- 
turers and merchants to ponder is the unsurpassed, 
isolated geographical position of the United States 
from the viewpoint of a dependable source of sup- 
ply to foreigners. Merchants abroad, anywhere, 
must henceforth regard favorably a source of origin 
for merchandise and foodstuffs less likely subject te 
such sudden and paralyzing interruptions. There 
are no troublesome neighbors to involve us in un- 
reasonable or freakish disputes. The Atlantic 
Ocean is a natural barrier of 3000 miles of deep 
water on the east and from 5000 to 7000 miles of 
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Giantess of the Hamburg-American Line, now in New York Harbor. Is 
950 


ft. long and displaces 58,000 tons 


Pacific Ocean westward, which are physical allies 
in perpetuity, surpassing in effectiveness any imag- 
inary line constituting a frontier or even the pos- 
session of imaginary impregnable fortresses. 

We are self-sustaining to the extent of feeding 
and clothing our population and creating and main- 
taining an adequate army and navy. We are de- 
pendent on foreigners for some luxuries and cer- 
tain kinds of raw material, often desirable and help- 
ful, but not always absolutely necessary, for a rea- 
sonable time anyhow. 

No nation has a monopoly of skill and untold 
natural resources, but what other country has such 
a wealth of wanted material and opportunities? 


The Time for Pushing Our Foreign Trade 


The development of a much greater foreign trade 
is absolutely necessary. The Simmons-Underwood 
customs tariff of October 3, 1913, makes it more 
obligatory economically because of opening our 
domestic markets to a larger foreign competition in 
certain classes of goods. There are men of affairs 
who believe that the existing tariff will be materi- 
ally advanced after more actual experience with it. 
Likewise others of long experience who are simul- 
taneously conducting manufacturing enterprises, 
both abroad and at home, who think that aside from 
minor changes the present law will not be changed 
radically for, say, 10 years. 

Without useless speculation as to what will or 
will not happen, it is history that the tendency for 
a great many years, with some interruptions, has 
been downward and to lower levels in import duties. 

It is also a fact that the rate of our economic de- 
velopments has been relatively greater in manu- 
factures, rather than in farm products, notwith- 
standing that the latter reached about $10,000,000,- 
000 last year. 


Transportation Facilities 


Our country is gridironed by 259,026 miles of 
railway, exclusive of Alaska and Hawaii, and the 
mileage of switching and terminal companies. This 
compares well with the world’s total of 683,371 miles, 
or nearly 40 per cent., which gives us abundant and 
quick transportation and at rates about one-third 
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The Hoboken docks, New York Harbor, of the Hamburg-American Line, where are now being held for orders the 
Vaterland, President Grant, President Lincoln and the Pennsylvania. 


those of densely populated Europe. It also permits 
the location of manufacturing plants, scattered far 
and wide, throughout the country. 

It is also true that in increasing ratio for a score 
of years at least, the drift of population has been to 
the cities and into mechanical pursuits, in which 
there is more labor cost and a greater percentage 
of profit than is obtained from farm output with 
our comparatively inefficient agricultural methods. 


Producing Capacity Greatly in Excess of Home 
Consumption 


It has been said by an official in Washington, for- 
merly president of a Chamber of Commerce, in a 
large western manufacturing city, that, working to 


_ total capacity and efficiency, we can produce the 


merchandise in a quarter of a year that all of the 
domestic market, great as it is, will absorb in the 
entire year. Exactly how this figure is obtained we 
do not know, and the assertion, although from a re- 
sponsible source, may be wide of the mark, but we 
do know that in great measure much of it is true. 
Otherwise so many people would not long have been 
employed on part time, and large numbers of others 
have been idle at frequent intervals since 1907. 


Our Mercantile Marine and Foreign Financial System 


We lack at least two indispensable agencies—a 
mercantile marine on the seven seas, operated under 
our own flag, serviceable in either peace or war, 
and financial machinery controlled by our own na- 
tionals. It has been iterated and reiterated for 
years that there was an abundance of tonnage to 
carry our passengers, mails and merchandise, to- 
gether with banking institutions under foreign con- 
trol, to finance our transactions. In practice, how- 
ever, aS we are now experiencing, when the test 
comes, these facilities under foreign domination 
break down. That could also happen to us under 
certain circumstances, but it is highly improbable, 
as we are very much less liable to be involved, be- 
cause of our isolation and naturally impregnable 
position. 

A few laws passed by Congress to meet the 


present emergency are not likely to give us out 
of hand much foreign tonnage, although we lost 
our great sea-going fleets quick enough when the 
Alabama, Shenandoah, Florida and « her Confed- 
erate privateers destroyed or drove it to the pro- 
tection of foreign flags. Much, however, has hap- 
pened since the 60’s and it won’t come back as 
easily as it went. Still it is a step in the right 
direction and will help. A great practical lesson 
is being learned, however, that the country at large 
won’t soon forget, that ought to result in a renais- 
sance of the'glorious clipper ship era, in the form 
of modern, high-powered steamships. None of the 
nations successfully competed with us then in 
speed, seamanship or trading capacity, and it ought 
to be no different now, once we go at it persever- 
ingly and intelligently. 


How Germany Built Up Her Great Commerce and 
Fleets 


After the Franco-Prussian war, 1870-71, the nu- 
merous small German states were welded into a na- 
tion which has become very powerful, and it has been 
its splendid commerce, largely foreign, that has made 
it possible. Their statesmen realized the necessity 
for a greater market than home or nearby territory 
afforded. By working from the bottom up and edu- 
cating the industrial worker, farmer and peasant 
generally, that foreign trade insures a much larger 
production and greater profit, the necessary legisla- 
tion was obtained that made possible commercial 
fleets and great international banks. Today it is 
estimated that at the declaration of war, a few days 
since, Germany had 2000 steamships and 3000 sail- 
ing vessels on the high seas. Whether or not the 
figures are actual or approximate, the deep sea ton- 
nage is definite and the Vaterland, Imperator and 
Kronprinzessin Cecilie are unquestionably magnifi- 
cent examples of marine architecture. 


Where Our Educational Campaign Should Begin 


When the sober, thinking bread winners of our 
100,000,000 of population are led to realize that this 
question is one vital to all, our statesmen will legis- 
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late to accomplish what we must have if all who 
desire to work are to be continuously and profitably 
employed. 

Fortunately, the new mdnetary bill, effective De- 
cember 23, 1913, permits the establishment by 
American banks of branches abroad, which was im- 
possible under the old law, when agencies only could 
be placed. 

A good start has been made by the National City 
Bank of New York, the largest in this hemisphere, 
beginning with the mission of Robert O. Bailey of 
that institution and until two years ago an assistant 
treasurer of the United States in Washington, ac- 
companied by J. C. Martine, both of whom sailed 
for Buenos Aires July 7 on the Vaterland, via 
Hamburg. 

A branch will be opened in Buenos Aires, the cap- 
ital of Argentina, and another at Rio de Janeiro, 
Brazil, Later other branches are contemplated in 
Chile and elsewhere, not only in South America, 
but in other parts of the globe. 


Merchandise Suitable for Foreign Consumption 


We already “manufacture” countless kinds of 
merchandise suitable for foreign markets, but other 
articles can be added for which there is a great de- 
mand, now supplied by Europe. 

It is true that if we want to sell abroad we must 
buy and also carry a reciprocal trade, in one way 
or another, making return cargos for liners instead 
of depending on irregular tramp steamers, wander- 
ing from port to port in search of freight. 
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Manufacturers in the United States Embarrassed by 
War Stoppages 

Nevertheless, the present situation has demon- 
strated in clear-cut fashion that manufacturers are 
marking time because of the stoppage of imports 
of necessary parts of one kind or another which 
have been bought advantageously abroad. These 
are necessary to complete articles of our own pro- 
duction here and the absence of them necessarily 
holds up their completion. When deliveries from 
abroad can be resumed no one can tell. 

Obviously there are certain classes of products 
which for various reasons will always be made 
elsewhere, but men long in the trade, manufactur- 
ing largely on both sides of the Atlantic, foresee 
that if this struggle lasts any considerable time 
American manufacturers will, in their opinion, ad- 
just themselves to changed conditions by making 
more here. Once that is accomplished it will be 
difficult for the foreign maker to recover some of 
the lost ground, importers believe. One reason is 
that the natural obstacle of a wide ocean requires 
time to cross both ways for orders and goods, and 
there is a lack of available stock here when wanted 
in a hurry; the cost of transportation, insurance, 
fees of various kinds, and the absence of personal 
contact are all factors that are handicaps to some 
extent. 

When the American manufacturer and merchant 
is convinced that a foreign trade must be developed 
it will be studied and expanded in the same ener- 
getic, forceful, painstaking way that our forty 
billions of home trade has been built up. 
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RICHARDS-WILCOX EMPLOYES ENJOY ANNUAL 
PICNIC 
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Mrs. Racey leading the field in the married ladies’ 50 yard dash 


HE employes of the Richards-Wilcox Company, 
Aurora, IIL, have been storing up energy for 
an especially good time for the past year. 

The lid was pried off on Saturday, August 1. The 
event was the third annual picnic given by this com- 
pany. It was held at Fox River Park, just south 
of Aurora. The company distributed car tickets to 
all who wished to attend and the crowd began to 
gather early. One of the features was the “store” 
operated by the company. Tickets were given to all 
present entitling them to soda water, cracker-jack, 
ice cream, ice cream cones and cigars. Free rides 
on the merry-go-round delighted the “kiddies,” and 
some of the older people, during the day. Lemon- 


ade was served at all times. P. L. Hoffman, super- 
intendent of the factory, saw that every one was 
supplied with additional tickets when those first 
distributed had been used. Favored by the weather, 
an interesting program of various contests was car- 
ried out and a most pleasant day was enjoyed by 
every one. 
Factory Ball Team Bests Office Boys 

The opening event on the program was a ball 
game between teams selected from the office and the 
factory forces. The latter repeated previous per- 
formances by trimming the “Pen-Pushers” to the 
tune of 12 to 6, the game being called at the end of 
the seventh inning at the request of “Pete” Hoff, 
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Hardware Age 

















W. H. Fitch, president of the company, is seen using his new hold 


man, who had been training for weeks for the 
greased pig race which was to follow. 

This race proved a disappointment to Mr. Hoff- 
man and many other contestants. The principal 
cause of the disappointment was one, W. Brownell. 
He closed in on the porker almost before the latter 
had gone into “high” and then the race was all 
over except for the squealing. D. M. Kagay, ad- 
vertising manager of the company, explained that 
Brownell had an advantage over all cther con- 
testants since he was raised on a farm and the pig 
could understand his language. The consensus of 
opinion, however, was that his pig-ship yielded to 
the 200 pounds behind the flying tackle which war 
made, rather than to vocal persuasion. 


W. H. Fitch Invents New Tug-of-War Hold 


Four teams contested for honors in the tug-of- 
war, the “All Steels,” “Assemblers,” “Wood Pack- 
ers” and “Pen Pushers.” Interest in this contest 


was too intense for the audience to be held in the 
grandstand and a portion of it rushed the field for 
better observation. It looked for a time as if the 
office team would carry off honors. Credit for this 
showing is due largely to W. H. Fitch, president of 
the company, who, as end man, invented a new hold. 
This hold consisted of a neat heel-spraddle with full 
strength against the rope and the right hand 
clutching the strongest tuft of grass in reach. In 
the picture made of the contest Mr. Fitch may be 
seen using this hold. In the final run-off some 
strategist maneuvered him away from the tuft that 
had done the work before with the result that the 
“All Steels” carried away the prize of $10. 


Races Principal Feature of Afternoon 


Following the tug-of-war the dinner baskets 
were opened and their contents enjoyed in the shade 
of the great trees which make Fox, River Park an 
ideal picnic ground. 
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All over but the squealing. W. Brownell capturing the greased pig 


August 13, 1914 


In the employ of the Richards-Wilcox Company 
is a young man by the name of Racey. He lived 
up to this name when the speed contests began 
shortly after two o’clock. If speed is an asset he 
should be one of the most valuable employes of the 
company for in single events he won by several 
lengths. Three prizes rewarded his efforts. Mrs. 
Racey took first prize, an “Acorn” ham, in the con- 
test for married ladies from 20 to 30 years. 

The race program provided contests for every 
one. There were dashes, hurdles, sack races, bal- 
ancing races and others to the total of 26 events. 
They varied from a fifty-yard dash for girls 5 to 7 
years to a race for the married ladies 30 to 55. 

Mr. Fitch consoled himself for the loss of the tug- 
of-war by pairing with Brownell and taking one of 
the prizes offered for the 100-yard portage race. 

The young ladies of the R-W office force are the 
pride of the whole organization. A special race was 
arranged for them. Miss Ellen Fogerholm won 
first prize, a vanity box. 

Tight Skirts No Bar to Speed 

The fact that official time was not taken is prob- 
ably the only reason some of the ladies did not reg- 
ister new speed records. The statement that tight 
skirts reduce speed is a mere theory. A simple 
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thing like an unwieldly skirt is easily gotten out of 
the way. It was the wide skirts which brought dis- 
aster to the hopes of a number of contestants. Such 
skirts have an unfortunate way of wrapping about 
one’s ankles and sending you sprawling. Some of 
the dives made on the race course easily rivaled the 
Brownell pig-tackle. The hardest fall occurred in 
the hurdle race but the grass was soft and no harm 
was done. 
Grand Prize Drawings Close Events 


After the races, contestants and spectators ad- 
journed to the dancing pavilion for the prize waltz. 
Here orchestra music displaced the band which had 
done service on the grounds and numerous couples 
entered the event. E. Erickson and Miss Kollstedt, 
one of the office girls, were winners of the first 
prize. 

The grand prize drawing followed. Each em- 
ploye held a numbered ticket. These were deposited 
in a receptacle and drawn singly. A chest of sil- 
ver was won by Gus Thurson, and a traveling bag 
went to Patrick Moran. Mrs. George Kling won 
the ladies’ prize, an electric lamp. 

This drawing closed the programmed events. 
Many remained for the general dancing which fol- 
lowed. } 
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CLEVELAND ASSOCIATION GIVES ANNUAL 
PICNIC 


HE third annual outing of the Cleveland Retail 

. Hardware Association was held at Silver Lake 
Park, about thirty miles from Cleveland, August 
5. A finer day could not have been had for a picnic 
and the attendance was very large. Many of the 
hardware men were accompanied by their families. 
Four special electric cars were provided for the 
picnickers who left the city during the forenoon. 
Many, however, went in automobiles. 

After arriving at the park the picnickers visited 
the various resort amusements and had dinner, 
some in the resort dining room and others in vari- 
ous pavilions, where they consumed big baskets full 
of various delicacies which they had taken with 
them. 

The greater part of the afternoon was devoted 


to an interesting program of sports in which a 
large number of the retailers and ladies partici- 
pated. Before the beginning of the athletic pro- 
gram the German band, which made a hit during 
the 1913 picnic, marched around the park and the 
picnickers fell in line and proceeded to the athletic 
field. A year ago the band was really a make-be- 
believe one, but able to make a lot of noise on 
instruments designed for this purpose. This 
year a real band was substituted for the former 
band and played real music, good music and 
ynety of it. 

The athletic contests started with a married 
couples’ race, which was won by Mr. and Mrs. John 
Butler. Next came a three-legged race for men, in 
which the winners were John Butler and H. Huge. 

















Hardware Age 





ie 


ow. 
7 





an 
a » 











. «~ $e aa ’ , 
ee : = 2 SS ge path i « agree P ¥ 4 § | 
. sh : Bs “gi: are é ae 
. 2 SAT Sage Sih i ence. aa Rl Sanaa a bs 


‘ t A 
ss) es  Eilll, 3 oo a 
~*~ tS i 








At the left, H. B. McGrath, president of the Cleveland Retail Hardware Association, and P. G. Wuertz, G. J. 


Sherwin and W. H. Schaefer, the picnic committee. 


A large number of ladies took part in the nail 
driving. contest, which was won by Miss Verona 
Schwertner, who drove ten 10-penny nails in a pine 
plank in thirty-four seconds. Kenneth Ward was 
the winner in a 100-yard dash for boys under fif- 
teen years. Mrs. Mohr won the prize in the ladies’ 
ball throwing contest and in the ladies’ candy eat- 
ing contest. Norma Sandburg won the 50-yard 
dash for girls under fifteen years. A potato race 
for ladies was won by Helen Butler. A large num- 
ber of ladies took part in the blindfolded walking 
contest, which was won by Miss M. Dalton. A 
shoeless race for men was won by Edward Miller. 


The cutat the right shows “The little German band.” 


Mrs. Charles Vanek captured the prize in the ladies’ 
egg walking contest. A tug of war between the re- 
tail and wholesale dealers was won by the former. 
The athletic events closed with a ball game between 
the west side and east side dealers, in which the 
former shut out the latter by a score of seven 
to nothing. The prizes for the winners in the ball 
game and tug of war were boxes of cigars. Valu- 
able prizes were given the winners of ‘all the other 
contests. 

The picnic was arranged under the direction of a 
committee consisting of P. J. Wuertz, W. H. Schae- 
fer and G. J. Sherwin. 





UNITED STATES IN GOOD FINANCIAL CONDITION 


By A. A. CHENAY 


WASHINGTON, August 9, 1914. 


HE measures that have been taken to relieve 
T the threatened tight money market in New 
York, and other important financial centers, 
the unanimity of Congress in moving to the relief 
of Americans stranded in Europe, the averting of 
the Western railroad strike, and the determination 
of Congress to take steps that will provide channels 
for the exporting of American products, have all 
contributed to put a reasonably cheerful aspect on 
conditions as they are viewed from the Capital. 


U. S. in Good Financial Condition 


In a statement issued last night after looking 
over the national bank returns, Comptroller of the 
Currency Williams declared that the financial con- 
dition of the country was good, and announced that 
national banks are now in a position to meet all 
reasonable requirements. 

“T see no reason,” said Mr. Williams, “why there 
should be any suspension of currency payments any- 
where in this country, and if this department hears 
of any national banks refusing to honor the legiti- 
mate demands of its customers or correspondents 
for currency such delinquent bank will be promptly 
investigated.” 


Ships to Carry Exports 


With the financial situation appreciably relieved 
- by the distribution of some $75,000,0°0 between the 


six sub-treasuries of the country, and the readiness 
to throw one billion of emergency currency into the 
breech if necessary, the question of ocean carriers 
with which to relieve the congested ports looms up 
as one of the big problems yet to be solved. 


The Senate is expected to promptly pass the Un- 
derwood bill designed to remove the limitation 
against admitting foreign built vessels over five 
years old to American registry. This measure has 
already passed the House. 


Likewise, the House will probably act without de- 
lay upon the Weeks Bill, passed Wednesday by the 
Senate, enabling naval vessels to be used for mail, 
freight, and passenger service. 


Naval Vessel for Merchant Service 


As amended, the Weeks measure wil] in all prob- 
ability carry a provision authorizing the Secretary 
of the Navy to purchase or otherwise provide 30 
vessels suitable for use on such commercial or naval 
lines as the Secretary may now, or hereafter, be 
authorized by law to establish. 


Secretary Daniels today expressed the hope that 
a sufficient number of navy vessels would at once be 
available to make an appreciable inroad upon the 
congestion of freight that is now crowding the sev- 
eral big ports of the country. 

The Department of Commerce has already been 
advised that the big fleets of the United Fruit Com- 
pany and the United States Steel Corporation are 
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réady to go under American registry just as soon 
as the proposed law becomese operative. 


An International Clearing House 


To devise further ways and means of meeting the 
transportation and foreign exchange problems, the 
Administration plans for a conference next week in 
Washington of representatives of the leading ship- 
ping interests and foreign exchange bankers of the 
United States. 

‘The bankers will be asked to foinaulate a scheme 
for the resumption of the international exchange 
market through the establishment of what might 
be termed an international clearing house associa- 
tion. 

One suggestion that has been made is a tempo- 
rary arrangement that would offset balances owed 
by American interests abroad against payments for 
grain and cotton shipments, which will be the first 
to go forward. 


Early Resumption of Traffic to Great Britain and 
France 


Secretary of Commerce Redfield is of the opinion 
that the question of transportation will be settled 
just as soon as the sea supremacy is established. If, 
as is generally believed, England and France soon 
will be enabled to command the principal American- 
European sea routes, English and French merchant 
vessels would at once re-establish their sailings, and 
the matter of tonnage would be practically settled, 
in so far as the large share of American exports is 
concerned. 

It is, at any event, the confident expectation of 
those officials here directly concerned that this im- 
portant item of transportation for American goods 
will be successfully provided for within the next 
week or ten days at the latest. 

The present crisis, brought about by the Euro- 
pean war situation, has served to bring our mer- 
chant marine policy very clearly and emphatically 
before the American people and the American Con- 
gress. 


Stimulus to an American Merchant Marine 


For many years the foreign trade in the United 
States has increased while American shipping facili- 
ties have decreased. With an annual foreign trade 
of over $4,000,000,000, there are practically no 
American ships to carry it out to the markets of 
the world. The present crisis would seem to be an 
emphatic protest against the policy that has 
brought it about. 

Today the American flag offers greater security 
to commerce than any other flag on earth, yet we 
have no ships eligible to sail under such a guaran- 
tee. It is a situation that demands immediate intel- 
ligent attention, and, from all the indications, will 
have it before many more months have passed. 
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A number of bills have already been introduced in 
both House and Senate looking to the removal of 
various oppressive restrictions that have heretofore 
prevented American owned ships from coming in 
under the American flag. 

Representative Hardy, of Texas, has offered a 
measure permitting full American registry to ships 


wherever and whenever built. It would also allow 
foreign built vessels of American registry to engage 
in the American coastwise trade. 


Opportunity for South American Trade 


An urgent appeal emphasizing the immediate 
necessity and advantage of giving every possible aid 
and attention to South and Central American mar- 
kets during the European crisis has been issued by 
Director General Barrett of the Pan-American 
Union. The appeal is issued as the result of con- 
ferences with the Secretary of Commerce and the 
several Diplomatic Representatives in Washington 
of the South and Central American Republics. 

Circulars announcing this Pan-American trade 
opportunity, together with a careful and comprehen- 
sive analysis of the situation, are being sent to all 
the leading manufacturers, exporters, bankers and 
shipping houses of the United States. 


- Trade Commission Bill Passes 


By the decisive vote of 53 to 16 the Senate passed 
during the week the Newlands Federal Trade Com- 
mission Bill. The measure is now in conference 
between committees of the two Houses and an agree- 
ment is expected to be reached without opposition. 
The amendments made by the Senate will, undoubt- 
edly, stand. 

As predicted in this correspondence last week, the 
Cummins amendment which provides for a court 
review of orders and decisions of the trade commis- 
sion was accepted by the Senate leaders and made 
part of the measure as it was finally agreed to. 


Reserve Bank Board Finally Complete 


Formal organization of the Federal Reserve 
Board is scheduled for next Monday. The five ap- 
pointive members will then be sworn in, the Chair- 
man or Governor, as the head of the board will be 
called, will probably be named by the President, and 
the inauguration of the new fiscal system of the 
country will be brought that much nearer an ac- 
tuality. 

Paul M. Warburg, of New York, and Frederick 
A. Delano, of Chicago, were confirmed by the Sen- 
ate yesterday without any protracted opposition. 
The other three appointive members are: W. F. G. 
Harding, of Alabama, Charles S. Hamlin, of Boston, 
and A. C. Miller, of San Francisco. 

The Secretary of the Treasury and the Comp- 
troller of the Currency are members of the board 
ex-officio. 
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A Grand Stove 


A GEORGIA woman who had moved to Philadelphia 

found that she could not be contented without the 
colored mammy who had been her servant for many 
years. She sent for mammy, who arrived on the very 
day that her mistress had to leave town. 

Before departing, the lady had only time to explain 
to mammy some of the modern conveniences with which 
her apartment was furnished. 

The gas stove interested the colored woman most. 
After the mistress of the household had lighted the 
oven, the broiler and the other burners, and felt cer- 
tain that the old servant understood the stove, she hur- 
ried for her train. 

She was absent two weeks, and on her return one of 
her first questions to mammy was how she had got 
along. 

“I got along fine, Miss Flo’ence; didn’t have no trou- 
ble at all,” was the reply. “And dat air gas stove— 
my! my! dat’s sho the best stove dey is made. Why, 
do you know, Miss Flo’ence, dat fire you lighted ain’t 
gone out yit!”—Youth’s Companion. 


ND many men who walk in the straight and narrow 
path are as narrow as they are straight.—Albany 
Journal. 


Nature Fakers 


¢¢—QUR-REDS is intilligent,’” Mrs. Brannigan ob- 
served as she encountered her friend, Mrs. 

O’Brian. “Ye can tache ’em annyt’ing. Me sister has 
wan as lives in a clock, an’ whin it’s toime to tell th’ 
toime it comes out an’ says cuckoo as manny toimes as 
th’ toime is.” 

“Thot’s wondherful,” said Mrs. O’Brian. 

“It is, indade,” said Mrs. Brannigan. “An’ the 
wondherful par-rt ov it is it’s only a wooden bur-red 
at thot.”—Judge. 


Habit 


HE doctor stood at the bedside of the sick purchas- 
ing agent and said, “Yes, I’m pretty sure I can 
cure you.” 

“What will be your charge?” 

“Probably in the neighborhood of one hundred dol- 
ars.” 

The buyer rolled over with a groan and faintly re- 
plied, “You’ll have to shade that price considerably. I 
have a much better bid than that from the undertaker. 
—Exchange. 


Not on the Job 


RS. NEWLYRICH to her social secretary—Miss 
Fletcher, I hate to say it, but I’m afraid you 
ain’t up in all th’ requirements. 

The Secretary—Please explain. 

Mrs. Newlyrich—Why, I was talkin’ to that fat Mrs. 
Waddle this afternoon an’ she said I ought to join th’ 
Sapphira Club, an’ I don’t believe you ever mentioned 
it—Cleveland Plain Dealer. 


Another Declaration of War 


éé ILL says I grow more beautiful every time he 
sees me.” 
“Why don’t you ask him to call oftener?”—Ezchange. 
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An Exchange of Boys 


ener boys in the Sunday school who stood at the head 
of the class were invariably asked the same questions, 
which were: “Who made you?” and “To what do you 
return?” to which the first boy always replied “God 
made me,” and the second boy answered, “Dust of the 
earth.” 

On this occasion the first boy was absent, so the first 
question, “Who made you?” was addressed to the 
second boy. 

“Dust of the earth,” he replied. 

“Quite wrong, Tommy, God made you,” said the 
teacher indignantly. 

“No, teacher. The boy that God made has gone home 
with the stomach ache.”—F'rom the Best Stories in the 
World. Compiled by Thomas L. Masson. Copyrighted, 
1918, by Doubleday, Page & Co. 


A Good Excuse 


HUNTER over in the mountains once had a dinner 
with a querulous old-fellow who was complaining 
about hard times. “Why, man,” said the Nimrod, “you 
ought to be able to make lots of money growing and 
shipping potatoes to market.” 

“Yes, I orter,” was the sullen reply. “You have the 
land, I suppose, and can get the seed?” “Yes, I guess 
so.” “Then why don’t you go into the business?” “No 
use, stranger,” sadly replied old lazybones, “the old 
woman is too pokey to do the plowin’ and plantin’.”— 
Exchange. 


A True Gift for Fiction 


N a New Brunswick village a town character who 

preferred emphasis to the verities was a witness 

in a petty trial involving an auger. He positively iden- 
tified it as the property of the parties to the suit. 

“But,” asked the attorney for the other side, “do you 
swear that you know this auger?” 

“Yes, sir.” 

“How long have you known it?” he continued. 

“IT have known that auger,” said the witness im- 
pressively, “ever since it was a gimlet.”—Everybody’s 
Magazine. 

A Simple Remedy 


RS. DAGGETT, who was trying to get into smart 

society, attended a tea one afternoon and chanced 

to get into conversation with Mrs. Earle, a social 
leader. 

“My daughter Emily,” said Mrs. Earle, “is away at 
boarding school, and I can’t help feeling very anxious, 
because I haven’t heard from her in nearly two weeks.” 

“You ought to have sent her to one of them cor- 
respondence schools,” answered the other.—Exchange. 


The Reason 


RS. WHITTLER—“What delightful manners your 
daughter has!” 
Mrs. Biler (proudly)—“Yes. You see she has been 
away from home so much.”—Smart Set. 


Candor 


éé OW is your wife this morning, Uncle Henry?” 
“Well, I dunno. She’s failin’ dretful slow. I 
do wish she’d git well, or somethin’.”— Puck. 


Get ahead at any cost—you need one.—Exchange. 











ELIMINATION. OF THE TRAVELING 
SALESMAN 


T has become customary in our business life to 
| view an individual man, a class of men or a 
class of business houses as machines. Con- 
stantly on the lookout for greater efficiency or 
greater economy we throw aside the machine which 
is adjudged inefficient and adopt something better 
in its place. 

Following such a process of reasoning the retailer 
has lately begun to balance very carefully the service 
rendered by the traveling salesman against the cost 
of that service. Comments made to this time indi- 
cate that the retailers have decided that the travel- 
ing man machine is burdensome in its cost of 
operation and they are prepared to throw it aside 
and adopt the mail order plan of buying. Enough 
has been written and said along this line to practi- 
cally constitute a campaign for the elimination of 
the traveling salesman. 

Not Ready to Dispense with Traveling 
Salesman 

Such a radical change should by no means be advo- 
cated until the merits of the various plans, and their 
practicability to the use of the retailer have been 
thoroughly considered. The question arises as to 
whether the articles which have been written, or the 
remarks which have been made, represent the real 
feelings of the retail trade. Does the retailer really 
want to do without the traveling salesman? Asa 
matter of fact, can he do without him? Has it 
been seriously considered what it will mean to 
. seventy-five per cent. of the retailers of this 
country ? 

We have been told by earnest, thoughtful men 
that the service rendered by the traveling salesman 
has been greatly over-estimated. We challenge thaf 
statement. We feel that very few hardware men 
realize just what service the traveling man does ren- 
der, and would never realize it until deprived of 
his visits. We have grown so accustomed to their 
calls, so accustomed to buying from them that the 
various little items of service which they perform 
become parts of our daily work, and as such, pass 
unnoticed. 

If the cost of this service is excessive there 
should be a re-adjustment, and such a re-adjust- 
ment will come, but is it wise to attempt to force 
a new order of things on the retailer before he is 
ready? Has the average retailer of to-day, and 
we can only consider the average in discussing such 
a problem, reached that stage of efficiency which 
will allow him to do all his buying by mail and do 
it correctly ? 

Accepting the disputed estimate that the cost 
of the traveling salesman is 124% per cent. of the 
dealer’s purchases, we question very much, consider- 
ing the normal efficiency of the average retailer, if 
the dealer would profit by having this tax removed 
at the expense of the loss of the service of the 
traveling man. 

We direct attention to the fact that we are con- 
sidering “the normal efficiency of the average re- 
tailer.” We do not deny that there may be many 
merchants who can dispense with the services of 
the traveling man but we claim they are greatly 
in the minority and we deny the right of such mer- 
chants to dictate any remedy which will cause the 
majority to suffer. 


Profitable Service Rendered by Traveling Salesman 
It has been estimated that eight out of twenty 
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mail orders sent to jobbing houses are held up on 
account of insufficient information. Delayed ship- 
ments would cost the dealer money in lost sales. 

Nearly all merchants are receiving special price 
assistance on certain items because of local condi- 
tions affecting those items. The items may vary 
by towns. The dealer may pay a higher price for 
something else to make up the lessened profit but 
that does not enter into the case. It would be im- 
possible to render such price assistance without 
the services of the traveling salesman. In the new 
system of quoting which would necessarily be 
adopted the individuality of the buyer would be lost. 
Prices would range according to classes and sizes 
of merchants. Some perhaps would pay less than 
they have but there would be many others who 
would find themselves paying more. 

The stocks of fully 75 per cent. of the retailers 
would be more incomplete than they are to-day if 
it were not for the traveling salesman who goes 
through his catalog from cover to cover, watching 
the stock of his customer all the while for goods 
which may be needed. Loss of sales from incom- 
plete stocks would affect the yearly dividends of 
the retailer. 

Novelties, specialties and side lines form impor- 
tant factors in profitably conducted hardware stores 
to-day. In response to the demand the country is 
flooded with such goods. The average dealer re- 
quires assistance in selecting these new goods; the 
average dealer must have his attention specially 
directed to these goods. Would this be possible by 
mail? Look at the waste basket of any retailer 
for your answer. 


Mail Orders Principal Source of Dead Stock Accumula- 
tions 


The hardware catalog of to-day is printed in the 
most condensed form possible; descriptions are 
short; cuts are small. It would be hard to con- 
tinually buy from such catalogs, without assistance, 
and not make many errors of judgment in selection. 
Analyze the average retail stock of to-day and you 
will find a larger percentage, proportionately, of 
dead stock in the goods bought by mail than from 
a traveling salesman. Such a condition is not a 
reflection on the buyer. The salesman knows his 
catalog as the merchant does his stock. The num- 
bering systems are familiar to him, the chances of 
his making an error are reduced to the minimur 
by thorough knowledge. But where is the merchan., 
who is going to be able to master all the numbering 
systems of all the catalogs to the extent that his 
mail orders will not show errors? 


Credit Extensions Obtained Through Traveling Sales- 
man Service 


Thousands of hardware stores exist to-day be- 
cause of the credit which is extended to their own- 
ers by the wholesalers or manufacturers. That 
credit is extended because the traveling salesman, 
through his close touch with the merchant, can keep 
his house advised of the conditions which effect 
that particular business. The friendship of the 
traveling salesman has been the cause of thousands 
of credit extensions. Place the business on a mail 
order basis, take away from it the close connections 
between buyer and seller which is established by 
the traveling salesman and credit lines must be 
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drawn closer. Hundreds of merchants would be 
forced out of business for this reason alone. 


Associations Pledge the Strong to Help the Weak 


The argument may be offered that this would not 
be undesirable and would work for the betterment 
of the majority of the trade. We doubt it very 
much. The statement has been made by a man 
who claims to have very thorough knowledge of 
the retailers’ conditions that 75 per cent. of the 
hardware retailers of this country are dead. If 
that statement is true 75 per cent. of the hardware 
retailers in this country have been and are being 
kept in business through the services rendered by 
the traveling salesman. Are we now going to dis- 
card them? In this day when the retailer is cry- 
ing out against further centralization of business 
are we going to advocate a plan which means that 
75 per cent. of the hardware retailers will be forced 
out of business? Shall we combine our efforts to 
concentrate the retail hardware trade through 25 
per cent. of the stores of to-day? We maintain that 
such a procedure is in direct contradiction with the 
established principles of association work, that it is 
an abolition of the policy of the strong helping the 
weak. 


Elimination Would Not Mean Flat Reduction of One- 
Eighth 


It may be well just here to call attention to the 
fact that the elimination of the traveling salesman 
would not mean a flat reduction of 12% per cent. 
in the cost of goods. The catalogs which are now 
issued annually would have to be gotten out much 
more frequently, and at greatly increased expense. 
Correspondence would increase to an enormous ex- 
tent, entailing an additional expense which is not 
experienced now. The tendency of mail orders is to 
smaller quantities, meaning frequent shipments of 
small lots. A natural increase in cost of operating 
would follow such a change. It has been carefully 
estimated that the cost of doing business by the big 
mail order houses is 25 per cent. This is a cash 
business. The present jobbing cost is averaged at 
20 per cent. in spite of the 1214 per cent. which it 
is claimed the traveling salesman costs. The only 
difference in favor of the wholesaler in this com- 
parison is that the orders of the mail order houses 
are very small. Does it not seem reasonable that 
the cost of operating a mail order jobbing business 
should nearly approach the cost of operating a retail 
mail order house, especially when it is considered 
that the labor employed by the latter class is paid 
much less than hardware men find necessary to get 
the service which they demand of their men? 


Restriction of Competition May Bring Higher Prices 


It has been admitted by all branches of the trade 
that the country is overtraveled. Much thought has 
been given to this subject by the wholesalers with 
a view to preventing this situation. Yet the very 
remedy which appears most reasonable seems cer- 
tain to increase the costs of certain goods which the 
retailer buys. It is openly charged that the whole- 
saler seeking business in territories where he is not 
the natural distributor cuts the prices on staples 
until there is no profit left and hopes to recoup by 
selling the same customers other goods which bear 
handsome profits. The withdrawal of such men 
from these territories will naturally mean that 
prices on these staples will be raised to a profitable 
basis. Who will pay? 

The fact is further established that the average 
wholesale order contains the goods of twenty man- 
Obviously twenty manufacturers’ 
salesmen must not be allowed to take the place of 


Hardware Age 


one wholesale salesman, so the idea of eliminating 
the wholesalers’ traveling men is easily seen to be 
unpractical. 


From the Viewpoint of Wholesaler or Manufacturer 


What of the other side—the manufacturer or the 
wholesaler who considers the arguments now being 
offered for the elimination of the traveling sales- 
man? Early in this year we visited a manufacturer 
who had written a letter to this publication scoring 
the retailer for his inefficiency. This manufacturer 
makes a class of goods which is sold in perhaps 60 
per cent. of the retail stores in the United States. 
He travels no men. At the opening of the buying sea- 
son he sent a circular letter to nearly 30,000 dealers 
making a special offer on his goods, placing the 
quantity in reach of all and agreeing to take back 
unsold goods after a certain time. He deducted the 
cost of the traveling salesman from his prices. 
From this lot of letters he received three orders. 

It may be said that this represents an extreme 
case. The manufacturer or wholesaler who con- 
siders the abolition of his selling force and the at- 
tempt to secure business through the mails will be 
compelled to study the extreme cases. 

A little more than one year ago a wholesale firm 
issued a net price catalogue for the use of its cus- 
tomers in buying by mail. Prices named in this 
catalog are as low as those quoted by traveling men. 
To date one office man and a stenographer are able 
to take care of the business which is being received. 


Retailers’ Loyalty to the New Doctrine 


A Western firm offered to supply the retail hard- 
ware trade with goods at prices which would enable 
them to meet mail-order-house competition. This 
firm, which has enjoyed the ardent support of lead- 
ers of the organized retailer, found that retailers 
were using its quotations to buy goods from travel- 
ing salesmen. This condition existed to such an 
extent that the leading spirit in the organization 
complained bitterly to men connected with the Na- 
tional Retail Association. 

Is there a single firm to-day which is conducting 
a mail-order business confined exclusively to the 
hardware trade? 

Last year considerable stir was caused when it 
was found that in the distribution of a certain 
product no allowance had been made for a profit for 
the retailer. One inanufacturer met the views of 
the retailers at once, another refused to consider 
the matter for a long time. Did the retailers take 
the business from the second manufacturer and 
give it to the first because of his loyalty to the re- 
tailer? One of the men who was working on the 
problem stated that nothing tangible could be ac- 
complished until the second manufacturer recog- 
nized the retailer “because the retailers wanted 
‘his’ goods, not the other fellow’s.” 

These instances are cited not to prove the un- 
loyalty of the retailer, but to show that he reserves 
the right to buy from whom he pleases, and that 
his preference on the whole is for the man who 
comes after the business. 


Remedy in Hands of Retailer 


The remedy of the existing conditions must be 
brought about through the individual actions of the 
retail trade. If there are too many traveling sales- 
men calling on the retailer there is nothing to pre- 
vent him confining his purchases to two firms and re- 
fusing to buy. from the others. Such an action taken 
by the retailers of a city would mean that the num- 
ber of traveling men calling upon them will eventu- 
ally be reduced. If there are too many wholesalers 
it is simply a question of following the same pro- 
cedure. Will the retailer do so? Not, in our opin- 
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ion, so long as he wishes to maintain his independ- 
ence and feels that he is buying just a little closer 
than his neighbor. The retailers do not want to 
buy the same goods in a town that their competitors 
buy in. Their continual effort is to get something 
different, something the other man cannot buy. In 
nearly all cases the efforts to have the retailers in 
one town club their buying in order to get reduced 
prices have met with failure because some of them 
felt that they were buying at lower prices than their 
competitors and that to allow these competitors to 
buy at equal prices would place the larger buyers at 
a disadvantage. 


A Defense of the System, Not the Individual Salesman 


The remarks which have been made must not be 
construed to mean that we think mail order buying 
impossible. There are comparatively few houses 
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that do not make many purchases, usually “‘fill-ins,” 
in this manner. On such a basis the plan is prac- 
ticable, but we do not believe it can be successfully 
worked as an exclusive method of buying. 

Further, let it be clearly understood that we at- 
tempt no defense of the individual actions of the 
traveling salesman. There are many traveling 
salesmen who protect the interests of their cus- 
tomers and there are without doubt some whose 
vision is sadly distorted by the thought of the 
yearly dividend check. The matter is up to the 
buyer. If he is content to merely give his orders 
without attempting to buy, if he persistently refuses 
to post himself on prices, if he accepts the bait of 
low-priced staples and pays exorbitant prices on 
other goods—then the dealer is to blame and will 
continue to pay a tax, not for the services of the 
traveling salesman, but upon his own laxity. 





From:the View Point of Our Readers 


The columns of HARDWARE AGE are open at all times for the expressions of our readers on any subject of interest 


Declares Semi- Wholesalers Are 
Disturbing Factors 


Editor HARDWARE AGE: 

Referring to editorial in the issue of July 23, 
“The Retailer’s Problem of Securing Lower Costs,” 
will say that I quite agree with you that the retailer 
has a problem in this respect that needs a solution. 

I am also of the opinion that the wholesaler is a 
necessary factor to-day with the retail merchant. 

The legitimate wholesaler has a place to fill that 
cannot be eliminated economically for the retailer. 
I refer to the legitimate wholesaler and retailer. 

It would be a great inconvenience, and almost an 
impossibility. for the bona fide retailer to exist to- 
day without the co-operation of the wholesaler. 
And, on the other hand, the very existence of the 
strictly legitimate wholesaler is dependent on the 
retail merchant. So, when we come tothe fact that 
these two are essential to each other, why should 
there be dissension between them? 

If the two would get together and co-operate 
more closely the evils could be handled with more 
satisfaction. 

One of the principal evils, in my opinion, is the 
difference between the legitimate wholesaler and the 
semi-wholesaler, that the manufacturers fail to give 
the proper consideration. 

A merchant is either a wholesaler or a retailer, 
and my solution of the question is for the manu- 
facturer to sell the wholesaler as a wholesaler, and 
the retailers as retailers, without giving exclusive 
territory to any wholesaler. Also if a merchant re- 
tails goods, class him as a retailer. The semi-whole- 
saler is the enemy of both the legitimate wholesaler 
and the bona fide retailer, and the manufacturers 
could correct this evil if they would try. 

Of course, there are some lines that I believe the 
retailer is entitled to buy direct, and it seems the 
legitimate wholesaler realizes this, and concedes it 
more readily than the semi-wholesaler. I refer, 
for instance, to farm implements and equipment. 
There are others, but I mention these as the prin- 
cipal items in this section. 

The retailer has no complaint of this character 
against the large wholesaler. It is the semi-whole- 
saler, encouraged by the manufacturers generally, 
that tries to monopolize every source from which 


the retailer draws. This monopolistic spirit is 
resented by the retail merchant and should be. More 
could be accomplished effecting the interest of both 
if the large wholesalers and retailers would co-oper- 
ate and bring influences to bear upon the manufac- 
turer to eliminate the semi-wholesaler. 

We hope certain sections of the anti-trust bills 
that are intended to remedy some of the wrongs 
of the retailer, will be effective. They should re- 
ceive the support of the manufacturers, but we 
doubt them doing it. 

Regarding the mail-order competition, I will say 
the merchant or class of merchants who can reduce 
the cost of distribution as to deliver goods to the 
consumer at a reduced price is doing an economic 
good and the method of business is legitimate. Any- 
thing that tends to improve the conditions of society 
is an economic necessity and will prosper in accord- 
ance with the law of evolution. 

It would be foolish to attempt to block a tendency 
that is in harmony with economic laws. 

Evolution is the law of business, and the efficient 
must and will prevail, not through legislative enact- 
ment, but through gradual growing common sense 
of the time. 

Yours very truly, 
CLIFTON HARDWARE COMPANY, 
W. Alton Clifton, 


[Signed | 
Eufaula, Ala. 


Buys from Wholesalers at Prices in 
Line with Buying Syndicate 
Quotations 


Editor HARDWARE AGE: 


The editorial, “The Dealer’s Problem of Securing 
Lower Costs,” was read with a great deal of inter- 
est, and I am glad to say that I believe it is reason- 
able and fair, and it confirms our conclusions which 
we have reached from seven years of actual expe- 
rience. 

We have been unable to use the many buying 
schemes and methods which are constantly held 
out to the retailer as being ideal methods for meet- 
ing all competition. We do the majority of our 
buying through the wholesaler, and find it profitable 
for us to do so, owing to reasons given in your edi- 
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torial. Then, too, we have been able to buy most of 
our goods through our several wholesale connec- 
tions at prices which are in line with those named 
by the different buying syndicates, and when we 
are not able to do so on any particular article that 
we handle in sufficient quantities to justify our 
doing so, we set about to find the right price and 
we usually find it. 

The retailer who thinks he will find some one 
that will always look out for his interest by selling 
him goods so he can meet all competition will find 
out sooner or later he will be in the same boat that 
pi was in when he trusted everything to the whole- 
saler. . 

Wholesalers, like retailers, pay too much some- 
times for their goods, owing to several reasons, 
namely: Buying in small quantities; at different 
times and stages of the market; and lots of others 
that might be given. Having had ten years’ experi- 
ence as traveling salesman on the road for the 
wholesaler, I believe I am in position to appreciate 
his position, and to say that we get satisfactory 
treatment, service, and in most cases, prices, 
through our wholesale friends. 

From our standpoint more depends upon the abil- 
ity of the retailer as a buyer and a business man 
for success than anything else. 

Yours very truly, 


MATTHEWS HARDWARE Co. 


[Signed | B. H. MATTHEWS, President. 


Price and Service Bureau of Small 
Dealer 


Editor HARDWARE AGE: 


Regarding editorial in HARDWARE AGE of July 23, 
we think this is one of the best things we have had 
the pleasure of reading for some time. It is our 
candid opinion that the “Price and Service” plan is 
the salvation of the small retailer. The small re- 
tailer does not keep properly posted as to prices, 
market conditions, etc. 

We are very sure that we can say nothing which 
would add to the editorial in question, and, like the 
candidate who was reading his speech from a 
newspaper at the end of each paragraph would 
pause and adjust his glasses and remark: “Them’s 
my sentiments, gentlemen,” we can only say it ex- 
presses our mind on the subject much better than 
we could do it ourselves. 


Yours very truly, 
[Signed ] HOLLOWAY & FOWLER, 
Fremont, Neb. 


Dealer Who Takes Price and Serv- 
ice Bureau Aid Will Win Out 


Editor HARDWARE AGE: 

The editorial in HARDWARE AGE is along the lines 
that I have advocated and I believe that the small 
dealer who takes up this proposition will win out. 
[Signed] E. C. WARREN, 

Secretary South Dakota R. H. A. 
Pierre, S. D. 


Discounts Bills—Demands the Price 


Editor HARDWARE AGE: 

Your editorial on “The Retailer’s Problem of 
Securing Lower Costs” is very good. 

It is impossible for small retailers to buy every- 


thing in large enough quantities to buy from man- 
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ufacturers, for the result would be accumulated dead 
stock. 

We believe that if all dealers will pay promptly 
and keep posted on current prices they can make 
good by buying of jobbers. Jt is the quick turn- 
overs that make profit. 

A dealer has no more right to expect a jobber to 
carry his stock for him without compensation than 
a farmer can expect a merchant to carry his pur- 
chases without paying for it. 

We discount our bills and are under no obligations 
to anyone. Hence, we can demand the price. 

Yours truly, 
[ Signed | C. F. YOUNT COMPANY, 
Farmland, Ind. 


Protection of Employes Through 
Medical Examinations 


NEW feature has been added to the welfare 

work which is being done by Hibbard, Spencer, 
Bartlett & Company in the interest of their em- 
ployes. The company has engaged the services of a 
local physician, who will examine at regular inter- 
vals all new employes. A woman physician, work- 
ing under the direction of this physician, will exam- 
ine the female employes. 


This step is taken primarily for the protection of 
the other employes. In all large organizations fre- 
quent cases are noted where an employe suffering 
from tuberculosis or some other contagious disease 
is added to the force without the ailment being de- 
tected. This lays others of the force open to the 
danger of contracting the disease since they are 
powerless to prevent associating with the sick 
person. 

Through the medical examinations which will 
now be conducted this danger will be eliminated. 
Sound health will be demanded of the employes and 
the danger of contagion reduced to the minimum. 


This step also protects the employes in that it 
prevents useless draining of the pension fund, which 
is maintained for employes. All employes are re- 
quired to set aside a small percentage of their 
wages to form a fund which is paid to disabled and 
retired employes. The company donates an amount 
equal to that paid in by the employes. When an 
employe is disabled through injury or sickness this 
fund is available for use, an amount being paid in 
accordance with the salary received regularly by the 
employe. When an employe discontinues connection 
with the company the sum which has been contrib- 
uted by him is refunded by the company. It has 
been found that the heaviest drain upon this pension 
fund came from new employes who were really dis- 
abled when employed and who after a short time 
became incapacitated for work and drew upon the 
fund in accordance with its provisions. 


The assurance, through the medical examinations, 
that none but healthy employes are hired will re- 
duce this drain materially and older employes will 
benefit thereby. 


Tennessee Convention to Be Held 
in Memphis 


HE Tennessee Retail Hardware Association has 
decided to hold its next convention in Mem- 
phis. The date has not been set but it is expected 
that the meeting will be held in February. The 
sessions will be held in the Chisca Hotel. 











































































“THE MAN BEHIND THE COUNTER” 


Timely Advice to Dealers and Salesmen on the Selling of Refrigerators 


“TI would fill one of each style with ice and 
make a careful thermometer record of the 
temperature which it would maintain. 

“I would post this record on a typewritten sheet 
pasted on the inside of the door to the ice chamber. 

“I would also make the note that the temperature 
must be at least as low as 40 degrees for results. 

“I would admit to my customers that the re- 
frigerator which registered above 50 was not effi- 
cient. I would tell them that milk will sour and 
meat will rot if the temperature is above 45. 

“I would show them first of all the boxes which 
registered a.difference of 30 or more degrees less 
than the outside temperature and show them just 
where the economy lay in buying a box which would 
maintain such a temperature. 

“T would tell them that a poor grade ice box will 
consume 158 pounds of ice a week while a better 
grade, properly insulated, will only require 65 
pounds to maintain the same temperature. 

“I would post these figures in each box and when 
my customers were shown the difference between 
the high and the low grades they would understand 
that I was working for their interest as well as my 
own when I encouraged the purchase of the better 
refrigerator. 

“I would not fear that the facts which I told 
about my cheaper boxes would send customers who 
wanted refrigerators of that class to some com- 
petitor. 

“I would rely upon the impression created by my 
own truthfulness to convince the customer that 
other cheap refrigerators would show no better rec- 
ord, if indeed as good, as mine had shown. 

“I would write this information in a condensed, 
simple form, which could be understood by any 
housekeeper, and I would use the facts to convince 
my customers that they should buy the refrigerator 
which had been carefully tested in my store, and 
which had shown by that test that it was the logical 
box to buy, both from the economic and the hygienic 
standpoints.” 


we I had your line of refrigerators: 


W. T. Gormley, of Bullard & Gormley, Chicago, 
speaking recently of the meetings which his retail 
salesmen hold, said: 

“Suppose I decide to purchase a certain line of 
refrigerators. 


Before doing so I have investigated 
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many lines. Salesmen representing the factories 
have called upon me and given me their best sell- 
ing talks. The catalogs and other data have been 
supplied; probably I have seen the goods them- 
selves and examined them closely. I know abso- 
lutely why I have bought this particular line. I 
know every selling point, I know the superiority of 
the line I have taken over the competing lines, but 
what about my salesmen? All they know so far 
is that they are to sell a certain line of refrigera- 
tors. At our weekly meeting I take up the ques- 
tion. I demonstrate the goods they are to sell; 
I tell them of the lines which were considered— 
their strong and weak points. I show why we pur- 
chased this particular line. When I have finished 
every salesman in my employ knows how to sell 
those refrigerators. I have given them informa- 
tion of value which would have been otherwise im- 
possible for most of them to secure.” 

This is only one phase of the value of retail hard- 
ware men holding regular meetings of their sales 
forces. Such a meeting brings the employes closer 
to the employer in a manner difficult to obtain 
through other methods. It creates in the employe 
a new interest; it supplies the employer with means 
of gaining new and valuable side lights on his own 
business. 

It has been the experience of “The Man Behind 
the Counter” that even impromptu gatherings, 
where the salesmen grouped about the boss’ desk 
just before closing time on Saturday nights, are of 
great value, but such meetings do not begin to com- 
pare with the benefits which may be derived from 
an organized effort. 

We would like to see more clubs in retail stores. 
If HARDWARE AGE can be of assistance in organ- 
izing one in your store do not hesitate to call on us. 


W. A. Comstock, for many year's secretary and treas- 
urer of the Cleveland Wire Spring Company, Cleveland, 
Ohio, has been elected president of that company to 
succeed R. C. Moodey, deceased. J. W. Campbell, 
formerly assistant treasurer, has succeeded Mr. Com- 
stock as secretary and treasurer. E. S. Page was re- 
elected vice-president and E. L. Farrow was elected 
assistant secretary and treasurer. 


C. J. Bates & Son, Chester, Conn., manufacturers of 
cutlery, plan the erection of two additions, one 30 x 70 
ft., two stories, the other 25 x 25 ft., one story. 
















































































. Clearer than yesterday and the day before. 


OLIVER BROS. MARKET LETTER 
TO WHOLESALERS 





Pertinent Facts On War Prices and Conditions In Hardware 


Editor’s Note—Every buyer should read this 
letter. Oliver Bros. are leading buyers for the 
majority of our great wholesale hardware houses. 
Their opinions are always worthy of careful con- 
sideration and particularly so at a time like this 
when prices are undergoing unusual changes. It 
might also seem timely to mention that the pre- 
dictions made in Oliver Bros. special letter of 
July 30, which were warmly supported by 
HARDWARE AGE editorials at that time, have 
come true. This letter is one of the most impor- 
tant things in HARDWARE AGE this week. 
Read what men who buy millions of dollars worth 
of hardware think of the situation. 


COMMENT LETTER NO. 840 
NEW YorRK, August 8th, 1914. 
To Our Clients (The Jobbers). 
Gentlemen: 


Since our theoretical letter of July 30 was writ- 
ten we have been confronted with the realities of a 
general European war, the consequences of which 
are too horrible to contemplate, 


If the war continues the loss to the Government 
in the way of revenue from import taxes will be 
very serious, so much so in fact as to make the 
imposition of additional taxes in other directions a 
necessity, perhaps revenue stamps upon checks, 
which would strike directly at all business houses. 

Looking into the future, it is widely believed that 
the position of New York as the financial metropo- 
lis of the world it rapidly put forward. 

Shipping: The foreign shipping interests, ex- 
port and import, consequently many mercantile in- 
terests, are suffering seriously, and it is commonly 
acknowledged that the key to the future lies in the 
possibility of strengthening the transportation situ- 
ation, in connection with which the act of Congress 
in admitting foreign vessels to American registry 
is a good beginning. 

Perhaps many inland merchants do not know that 
only 7 per cent. of our foreign trade is carried in 
vessels flying the American flag, the remaining 
93 per cent. being of foreign registry. 

The transportation situation today will bring 
before Congress as nothing before ever has the 

need:- of a_ strong merchant 





but let us review the events of 
the day from a business stand- 
point. 

Financial: While for the mo- 
ment many foreign exchanges 
are practically shut off, the 
banks demanding cash in New 
York for foreign shipments now 
under way, domestic interest 
rates are higher, and bankers 
and some few merchants are 
ultra conservative in their trans- 
actions, we believe the general 
business interests of the United 
States have nothing to fear 
from a financial standpoint. 
The closing of the stock. ex- 
changes, the concerted action of 
leading bankers in conserving 
funds and issuing clearance 
house certificates, the Govern- 
ment’s emergency circulation, 
and the workings of the new 
Currency Law, are generally 








marine. With the opening of 
the.Panama Canal, the paralysis 
of European industries and for- 
eign shipping interest, the 
United States stands to gain 
materially in the trade of 
Canada, South America, Africa, 
Asia and other foreign coun- 
tries that have been drawing 
largely from the industries of 
Europe. 

The view is commonly ex- 
pressed, and by many loyal, in- 
telligent, conservative Germans, 
that since England has entered 
the conflict the chances at sea 
are greatly against the Ger- 
mans and Austrians, and that 
American’ shipping interests 
will likely benefit by England’s 
supremacy at sea, because of 
the greater shipping facilities 
of England and France; but 
higher insurance and freight 
rates, and possible drawbacks in 








commended as wise safeguards 


of our domestic affairs. We be- pyomas EF. Oliver. President Oliver ‘Shipping to and from all for- 
lieve the merchants will obtain, Bros. Purchasing Company, New eign countries will necessarily 
k 


through the customary channels, Yor 


sufficient financial assistance 

for their ordinary needs, but the disposition is to 
act conservatively in contracting new obligations, 
at least until the atmosphere calms down and the 
outlook can be gauged more accurately. 

It might be the part of wisdom to seek accommo- 
dations directly from banking friends, rather than 
through note brokers or commercial paper houses, 
not knowing the position, or disposition, of those 
with whom the note brokers place the commercial 
paper. Do not get alarmed at this suggestion. 
The financial atmosphere today is calmer and 





reflect upon values of many com- 
modities. 

Commercial outlook: In seeking information 
from the oldest, most experienced, intelligent manu- 
facturers, merchants, bankers and shippers (and 
we have gone the rounds of New York) as to the 
business outlook on account of the European wars, 
we find them in a very uncertain and puzzled frame 
of mind. In this respect the views of a prominent 
steel producer are worth quoting: 

“Not since Napoleon’s time has there been such a 
universal war as now existing in Europe, and in no 
time of history have the warring nations been 
equipped with such instruments of destruction, and 
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armies and navies of such magnitude, therefore we 
are not guided by precedents of the past, and real- 
izing that no individual is sufficiently wise and far 
seeing to reliably discount the future, we intend 
pursuing a conservative policy in reference to sales 
in the way of quantities, prices and credits. As 
matters now stand we answer you only as to our 
policy of today, not knowing what the future has 
in store.” 

The prevailing spirit is that of conservatism, 
which will unquestionably check new enterprises, 
such as building and construction work, yet confi- 
dence is felt in our financial stability and sound 
fundamental conditions. 

Some business interests are bound to suffer seri- 
ously, but we are confident that on the average 
those relating to iron and steel, hardware and kin- 
dred supplies will benefit; at any rate that the 
movement of values upwards has already been set 
in motion, as indicated by the concluding para- 
graphs of this letter. 

The agricultural prospects are magnificent. The 
outlook for the employment of labor is brighter. 
The new currency law is now universally favored. 
The rate decision is interpreted as favorable to the 
railroads, and of probable help to business in that 
direction. The check upon imports, while lessening 
the Government’s revenue from import taxes, 
makes the tariff bugbear less fearful to manufac- 
turers, and industrial conditions in Europe such as 
to benefit the domestic manufacturers of hardware 
lines of the class we have been importing largely. 

We are at peace with the world, with the possible 
exception of Mexico, and in that quarter our posi- 
tion is less serious than it was. 

The world-wide effects of the European war, and 
the reflection upon our own interests, will so occupy 
the Government, and arouse the patriotism of the 
country, as to make political agitation and strife 
less disturbing, for the time being at least. 

The prospects of the United States becoming 
the foremost financial and industrial nation of the 
world is hastened by the paralysis to the industries 
of the largest and most progressive nations of 
Europe, for regardless of which country is the vic- 
tor in the end, they will all suffer seriously on 
account of the enormous waste and destruction of 
life and property. 

No one can reliably forecast the future as to 
supply and demand, or the regulation of values, but 
it is reasonable to anticipate advances in the im- 
mediate future upon lines made partly or wholly 
of imported materials, those upon which European 
competition has been checking American manufac- 
turers’ prices, or those for which the demand upon 
manufacturers will be greatly increased, not alone 
because of the elimination of European manufac- 
turers’ competition in this country, but also other 
foreign countries such as South America that must 
turn quickly to the states for their supplies. Some 
concrete examples follow, and these with a little 
exercise of the imagination, based upon the lines 
handled by each individual jobber, should serve as 
a valuable guide. 

Iron and steel and metals: We find the manufac- 
turers in the Pittsburgh district quite bullish as to 
a firmer market, and in fact higher prices. We 
hear no extravagant talk of abnormally high prices, 
but greater conservatism as to contracting ahead, 
and there appears something in the atmosphere of 
things that lends greater substance and strength to 
the steel market. 

Ferromanganese: This is a product the jobbers 
have little knowledge of, yet is very essential in 
the production of iron and steel, and while this 
manganiferous ore is found in many ore fields 
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throughout the states, and the U. S. Steel corpora- 
tion produces large quantities, we are dependent 
upon Russia for a large part of our supply, and 
the shortage of the supply and outlook for future 
deliveries is indicated by the fact that some iron 
and steel producers have been offering $100 per ton 
for what sold recently at $30 per ton. This might 
suggest either curtailment or increased cost of pro- 
duction, and higher selling prices of various fin- 
ished products. 


Finished products: For the second time re- 
cently the leading steel producers have advanced 
prices $1 per ton, making today’s market prices 
1.20 basis f.o.b. Pittsburgh, against 1.10 recently 
ruling for steel bars, plates and structural steel. 
European conditions are responsible for the last 
advance of $1 per ton, and the unwillingness of 
some large producers to enter unspecified contracts 
for future deliveries as they are accustomed to 
doing. 

The market prices for bar steel have quite a 
bearing upon the prices of a great many finished 
products such as bolts, nuts, rivets, chains, etc., 
etc. 


Norway iron from stock has jumped $8 per ton 
upwards during the past few days’ time. 

Steel sheets have been advanced $1 per ton, with 
some little talk as to the possibility of further 
advances in the near future, especially upon gal- 
vanized sheets because of the changed conditions 
of the spelter market. 


Wire nails are at all times in the minds of the 
hardware jobbers when considering market condi- 
tions, and while the recent advance of $1 per ton 
was somewhat artificial, the present market condi- 
tions make it more substantial, and in fact there 
is some little talk of further advances up to 1.75 
basis before the year is out. The weight of such 
rumors is in the bullish tone of the manufacturers 
as to the business outlook. 


If rumors current are well founded, and they 
appear to be, the market prices of various finished 
steel products such as spikes, steel pipe, etc., will 
be advanced before this letter reaches our clients. 

Either by the announcement of advances in some 
cases, or the withdrawal of specially low outstand- 
ing quotations, it is regarded that prices have at 
least stiffened up on such lines as steel shafting, 
track bolts, bar iron, machine and carriage bolts, 
nuts, rivets, etc. 

Pig tin prices have advanced over 100 per cent. 
during the past week. Pig tin is an important 
factor in the production of tin plates, consequently 
various products of tinware, therefore it is safe to 
anticipate materially higher prices on such mate- 
rials. Our entire supply of pig tin is imported 
from foreign countries such as. the Malay States 
and some South American countries. 

The spelter and zinc market is already feeling 
the effects of European war conditions, possibly 
because of the elimination of foreign competition 
for the time being, and forcing upon our producers 
an increased demand from Canada, and perhaps 
other foreign countries accustomed to obtaining 
their supplies from Belgium. We suggest watch- 
ing the spelter market closely because of spelter 
prices bearing largely upon the prices of various 
galvanized products. 

The prices of many of the metal products are 
being affected on account of existing conditions, as 
indicated by our current price sheet changes upon 
such metals as aluminum, antimony, babbitt 


metals, solders, tin, etc., which to some extent will 
add to the cost of various finished products. . 
Rubber goods are among the first price advances, 
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because of our supply of crude rubber coming from 
foreign countries, principally South America, and 
large stocks practically locked up in European 
warehouses, and the greater expenses and risks 
connected with future importations. 

The various manufacturers of automobile tires 
and tubes have already advanced prices from 1214 
per cent. to 25 per cent., and we naturally look for 
material advances in the prices of rubber belting, 
hose, duck and drill, and kindred rubber products 
handled by the hardware jobbers. 

Many flax and hemp products are moving up- 
wards as indicated by the material advances upon 
the prices of manila and sisal rope, twines and 
cordage, etc., due to the fact that the crude mate- 
rials are largely imported from abroad. 

Earthenware is a class of materials the prices of 
which are advancing rapidly, and it is evident that 
the Trenton Pottery manufacturers are predicting 
a boom in their business because of the closing 
down of many potteries in Germany, France, 


_Austria and England, which will increase the de- 


mand upon us from South America and other for- 
eign countries heretofore getting the larger part 
of their supplies from Europe. 

The cost of production will likely be increased 
because of materials imported from abroad, such 
as flint and clay, for the American production of 
earthenware, although the manufacturers claim to 
have good stocks of these materials on hand, and 


Hardware Age 


are looking forward to development of our own 
resources of the same class of materials. 

What we have said of earthenware practically 
applies to vitreous ware. Tinware, galvanized 
ware and enameled ware, such as made by the 
National Enameling & Stamping Company, the 
Lalance & Grosjean Company, and others, have 
already been advanced in prices from 5 to 10 per 
cent., partly because of the anticipated cost of 
production and drawbacks in obtaining some ma- 
terials for manufacturing these lines, but also be- 
cause of the elimination of foreign competition, 
and the possible increase in the demand upon us 
from foreign countries heretofore obtaining their 
supplies from Austria and Germany in particular. 

Of the smaller items there have already been 
material advances on such as gauge glasses, cut- 
lery, guns, etc., etc. 

Cotton and copper products are among the ex- 
ceptions to the advances thus far because of the 
great falling off in the demand from Europe, and 
yet while prevailing conditions have had a depress- 
ing effect upon the prices of copper and cotton 
products it is possible that the greater demand 
upon our textile mills in particular, or the improve- 
ment of our business conditions generally, or some 
manipulations of the market, may help to steady, 
if not improve conditions relating to these lines. 

Respectfully yours, 
(Signed) OLIVER BROTHERS PURCHASING Co. 





Colorado Firm Commends Starrett 
Letter 


i: lame following letter was recently received by 

HARDWARE AGE: 

AMERICAN BEET SUGAR COMPANY, 
Denver, Colorado. 
HARDWARE AGE: 

Gentlemen—Herewith 10 cents in coin for one 
copy of issue of July 2, 1914. 

We wish this copy in order to secure another copy 
of the letter from the L. S. Starrett Company to 
President Wilson, which we consider one of the best 
things which we have seen for some time. 


Yours very truly, 


| Signed | C. R. HAYS, 


Purchasing Agent. 


Canadian Representation for E. E. 
Brown & Co. 


E. BROWN & CO., McKean and Meadow 

¢ streets, Philadelphia, Pa., manufacturers of 

sash weights, have arranged with Joseph R. Martin 

& Co., Board of Trade, Montreal, Canada, to be 
their Canadian representative. 

This house makes a large assortment of sash 
weights in iron and lead, regular, special and of 
the patent sectional patterns. They give partic- 
ular attention to correct weight, good clean eyes 
and smooth castings. On short notice the house is 
prepared to supply sash weights of any kinds or de- 
scription for any trade. 


A friend in need is what most of them are.—E£z- 
change. 


Many are called, but, more are bluffed— Exchange. 


Date Set for South Dakota Con- 
vention 


HE South Dakota Retail Hardware Association 
has selected Mitchell, S. D., as the city in which 
to hold the next annual convention. 

The convention will be held during the first week 
in March, opening on the second and extending 
through the fifth of that month. 

An exhibition will be held in connection with 
the convention. 


Personal 


JAMES D. FLEMING, vice-president of the Lalance & 
Grosjean Mfg. Company, New York, returned to the 
United States from a vacation trip to Europe, begun 
May 15, in the nick of time, arriving on the steam- 
ship Vaterland of the Hamburg-American line on her 
last voyage to New York. Mr. Fleming, with his 
wife, had a fine journey through parts of Europe, 
visiting Italy, Switzerland and France and motoring 
through Scotland and Wales. 


J. H. WALBRIDGE, president of the Lalance & Gros- 
jean Mfg. Company, was booked to sail on the Vater- 


‘land to take his usual outing in Europe, but the sud- 


den paralysis in the passenger steamship service across 
the Atlantic Ocean prevented that. 


H. W. Butrorrr, of Phillips & Buttorff Mfg. Com- 
pany, Nashville, Tenn., was in New York recently, 
apparently in his usual good health, on one of his occa- 
sional visits to the East, he having been in this city 
last about.5 years ago. 


E. J. BECKER, secretary, the H. Belmer Company, 
Cincinnati, Ohio, and secretary of the Hardware Club 
of Cincinnati, has returned from a six weeks’ business 
trip through the South. His itinerary included New 
Orleans, Mobile, Atlanta and other large Southern hard- 
ware centers. 
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American Prosperity 
In Europe’s Calamity 


¢¢TT IS an ill wind that blows no one good.” 
| During the past two weeks amazing 
developments in the European War have 
thrown great business machinery out of gear 
all over the world. 

In many of the great countries across the 
water this has meant a complete commercial 
demoralization. They have all suffered sharp- 
ly, and to them the future is clouded with 
worry and uncertainty. 

All the nations in this whirlpool of conflict 
have issued calls for their reserves. Those re- 
servists have left mills, mines, factories and 
farms to shoulder muskets. Thousands upon 
thousands have been transformed in a fort- 
night, by the ruthless hand of war, from pro- 
ducers to consumers of the sternest type. 

With home trade demoralized, it does not re- 
quire exceptional vision to’ see that the foreign 
trade of these unfortunate nations is pros- 
trated. The mastery of the seas in the great 
naval conflicts to come will decide which of 
these nations will be dealt a commercial death 
blow. With England’s entrance into the strug- 
gle, even the most loyal Germans and Austrians 
admit that the mastery of the seas will prob- 
ably be won by the overwhelming naval forces 
united against them. To America this will 
mean that we will again have vessels (the ships 
of foreign nations) to carry our products from 
the land of plenty to the land of need. 

If Germany should be driven from the seas 
what would it mean? 

It has been stated that when war was de- 
clared 2000 German steamers and 3000 German 
sailing vessels were on the seas. These ships 
are now either fleeing for safety or tied to the 
docks in friendly ports. Many of them have 
been captured by the world-wide network of 
hostile warships allied against them. The 
truth that interests us most, however, from a 
commercial standpoint, is that these 5000 ships 
can no longer carry our grain, flour, cotton, or 
manufactured products, and our own little fleet 
of merchant vessels is so pitifully inadequate 
for our needs that it can hardly be counted. 

Wheat is piling up along the Atlantic sea- 
ports and western roads are refusing ship- 
ments destined for foreign ports. 

Our farmers have the wheat and want to sell 
it; the railroads are anxious for the business of 


*- hauling it to the seaboard; empty boats are 
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waiting at the docks to be loaded; Europe 
wants the wheat even worse than we want to 
sell it. 

But many of these great ships will remain 
idle while the war lasts. The navies will soon 
decide which fleet of merchant vessels can leave 
ports with safety. Then our products can. be 
moved to where they are sorely needed, and 
every day’s delay means higher prices and a 
proportionately higher profit to this land, which 
is at peace. The American government can 
also be relied upon to do tremendous things 
toward the re-establishment of our own mer- 
chant marine. 

Senators and Congressmen from inland states 
have been responsible for the continued decline 
of our once great fleet of merchant vessels. 
They were excusable in a way because their 
constituents were more interested in railroads 
than in steamships. The result is that while 
our merchant ships have dwindled from a fleet 
that carried 80 per cent. of our exports to one 
that carries less than a good shadow of it, our 
network of railroads has become by all odds 
the greatest in the world in mileage, equipment 
and efficiency. 

Now the selfish viewpoint of our inland far- 
mer is opened to a great light. Now they know 
that the Shipping Trust was a distorted vi- 
sion. 

Now the need of ships flying the Stars and 
Stripes is being pressed home. Read the enor- 
mous list of Americans stranded in Europe. 
Over eighty thousand of them—and the names 
of people from inland states predominate. Go 
to docks and view the ever-increasing piles of 
freight that cry for neutral ships to carry it 
abroad and you will find that freight from the 
inland states makes the biggest piles. This 
condition is impressing upon our people who 
live away from the coast our need of a merchant 
marine. It is telling the story more vividly, 
and pressing the truth home more surely than 
all the fervid speeches that were ever made on 
the subject in Congress or the Senate chambers. 
Yes, the nation will rise to the need, and an 
American merchant marine worthy of the 
name will be one of the products of our peace 
while Europe wars. 

We do not have to seek foreign markets. 
Foreign markets to-day are seeking us. Fig- 
ures just compiled show that the ten countries 
of South America last year bought and sold 
products valued at $2,130,000,000. Europe’s 
share of this trade was $1,600,000,000. 
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The major portion of this trade is now tempo- 
rarily cut off, placi1.g the principal ports of 
South America practically in a condition of 
absolute blockade. Moreover, as nearly all of 
this commerce is carried in German and Brit- 
ish bottoms, now suddenly withdrawn from the 
seas, it can be realized how acute the situation 
is, and how something must be done without 
delay to relieve it. 

Quick and comprehensive action by the com- 
mercial and financial interests of the United 
States will earn the lasting gratitude of South 
America, and place them in a position of great 
permanent advantage with every South Amer- 
ican country concerned. 

A commercial campaign that threatened to 
be slow and costly and even discouraging can 
be largely won before rivals are able to re- 
enter the arena. 

The opening of the Panama Canal comes at a 
timely moment for us. 

The grinding of European mills is hushed by 
the ceaseless tread of millions who are march- 
ing to war. Hands that have tilled the soil will 
shoulder muskets, and feet that have guided 
cultivators will trample the ripening grain as 
they struggle for supremacy. From the hellish 
crucible into which it has been cast the old 
‘world will emerge a pitiful wreck of its old 
commercial self. The new world of which the 
United States is the most important part faces 
the greatest opportunity ever offered a com- 
mercial people. 

Every ship that sails from our shores loaded 
with reserves for the war leaves behind it more 
work, better opportunity and probably higher 
wages for those who continue to live and pros- 
per under the Stars and Stripes. Every devas- 
tated field and every deserted farm in Europe 
means a greater demand and a higher price for 
the products of American farmers. 


Every torn-up track, every derailed engine, 
every blown-up bridge and every bombarded 
city means, in cold commercial terms, more 
business for our steel industry. Destruction in 
Europe while its factories are idle means con- 
struction in America, where our mills are be- 
ginning to hum. 


It is a poor time for the American merchant 
to retrench. It is not the occasion for the 
American consumer to hoard his savings in the 
family stocking. 


The dumping by European owners of 
American securities on our markets threatened 
a calamity a few days ago. Did you see how 


that onslaught was met? Did you notice the 
Treasury of the United States Government as 
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it moved forward on the nicely oiled bearings 
of the new currency laws? Without a hitch the 
Government’s financial forces joined with New 
York’s bankers, and the foreign financial on- 
slaught was absorbed almost overnight. Confi- 
dence? Why, commercial America should be 
filled with it. The stock exchanges have closed. 
More good judgment. 


The Bache Review says: “The closing of 
the Stock Exchange when the hurricane was 
blowing strong but had not yet reached our 
shores was the first step of protection—against 
depletion of the gold reserves through the 
dumping upon our market of vast amounts of 
stock by justly frightened Europe, and against 
such a disastrous break in values as would 
surely have taken place and would have precipi- 
tated a huge panic here. With prices broken 
and sunken far below the figures of the closing 
day banks would have been compelled to call 
loans in every direction and there would have 
been such a slaughter of sound firms and insti- 
tutions as has never before occurred in this 
country. All this has been averted and the 
United States is, owing to this, and to other 
measures later, in a most comfortable position 
financially, instead of being plunged into the 
horrors of a conflagration of credit.” 


Wise merchants are going to meet their bills 
just a little more promptly than usual. Cash 
discounts are going to be “grabbed” instead of 
taken. The retailers’ customers are going to 
be plentifully supplied with cash as this year’s 
crop goes to the millions who are reaching from 
across the seas for it. 


It has been well said that for Europe the 
greatest war-wrought changes will be social 
and political. 


For America the greatest consequences 
should be industrial and financial. 


This war lays in America’s lap opportunities 
that dazzle the imagination. 


Europe, war-wracked, parched and prostrate, 
has retired from the richest fields of foreign 
trade and bids us enter to gather the harvest. 
She has not only ceased to supply the wants of 
millions of human beings beyond her own bor- 
ders who are calling to us to bring them succor, 
but has added an appeal from the wants of her 
own producers who have laid aside their aprons 
of the work shops for coats of mail. 


This editorial is not voicing the sentiments 
of a people who gloat over the misfortunes of 
others. It is merely a statement of facts and 
a reminder of the old axiom, “It is an ill wind 
that blows no one good.” 
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PUBLICITY FOR THE RETAILER 


Interesting Portions from Page Hardware Ad—Good Demonstration Ad 
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1XL, Rogers and Krusuis Bros. POCKET 
CWE: ccdcedddcepesccdeccvecenens $5.00 to 5c 
Splendid stock. Catalog free. 








Best stock FISHING TACK- 
‘LE in Texas, Bough‘. and 
sold by experts in Vishing . 

- Tackle. Catalog Free. 





AIR RIFLES, Single Shot, 800 and 1000-shot. -— 
Kings and Daitys. 

















No. 1—Now is the time for the hardware dealer to 
heed “the call of the wild” 


Heeding the Call of the Wild 


No. 1 (6 in. x 9 in.). This is a portion of copy 
taken from a full page ad sent us by C. L. and 
Theo. Bering, Jr., Houston, Tex. The space, as will 
be seen, is given over to camper’s supplies. Now 
is the time for the hardware dealer to heed “the call 
of the wild.” Just now legions of campers 
are preparing to leave their daily tasks for two 
weeks or more of open life in the great outdoors. 
These vacationers are inspecting their outfits, seeing 
what needs to be renewed or replaced, and many are 
planning the purchase of entire new outfits. <A 
series of ads on camp outfits and supplies run 
during the next week or two will strike while the 
iron is hot. September and October are the ideal 
camping months but the wise camper settles things 
during August. The items from the page ad repro- 
duced herewith show a very effective illustrative 
treatment. The lack of text is noticeable but in 
this case it was probably due to the great number 
of other items featured on the page. The main 
point to be remembered is to get the illustrations. 
Taking this ad as an effective showing of cuts, we 
would suggest a camp ad along these lines; run at 
the top of the ad a camp scene suggesting the charm 
and freedom of camp life; follow this immediately 
with some creative text, brief and concisely worded, 
urging camping as the ideal vacation and advising 
early selection of camp outfits and requisites. Ar- 
range illustrations as indicated in this ad, adding 
perhaps several other items. No great amount of 
text is needed but we would advise using some few 
lines under each cut. For instance, the camp out- 
fit cut in this ad should carry sufficient text to 
show the reader just what articles are included in 


the outfit and it would be well to describe briefly 
some of these, especially the stove, coffee pot, dishes, 
etc., so that the reader will have some basis of com- 
parison should he have in mind purchasing the outfit 
from a sporting goods store or by mail. The differ- 
ent styles of cots shown in this ad should also be 
presented at some length. A broad scope could be 
given such an ad and the hardware dealer’s sport- 
ing goods department adequately presented, by run- 
ning at the close of the ad two or three short col- 
umns of supplies not shown by the illustrations. 
Price is not the leading argument in an ad of this 
sort and we would advise subordinating the price 
appeal to the quality appeal. An ad of this sort can 
be quickly put together and at this time of the year 
should be productive of good business. A circular 
should be made from the ad and mailed to a list. 


Excellent Dual Presentation of Ranges 


No. 2 (6 in. x 10in.). This is another copy item 
which appeared in the full page ad sent us by C. L. 
and Theo. Bering, Jr., Houston, Tex. This ad is one 
of the best “heart-to-heart” talks on ranges that it 
has ever been our good fortune to peruse. This piece 
of text is not at all a detailed presentation of the 
“Great Majestic”: its appeal is laid out along en- 
tirely different lines. The Bering firm realizes it 
has two distinct markets for selling their ranges. 
One is to the new housekeeper and to the household 
that is in actual need of a new range. The other is 
to the household which has a range but could have a 
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No..2—The reader is shown the shortsightedness of a 
policy that retains something that is not efficient to 
avoid the expense of replacing it 
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No. 3—The use of some gray italic type in the heading 
of the ad would have relieved the congestion 


better one. The appeal to the first class of buyers 
is somewhat a cut and dried argument in the sense 
that the dealer knows just what he is up against 
but the other market is a difficult one and this ad 
attacks it with great strength and vigor of appeal. 
To sell a new range in a household that already 
possesses a range that is working to a fair degree 
of satisfaction is a knotty sales problem. It can’t 
be done by ordinary descriptions or price appeal— 
it must be done as this ad does it—by showing the 
housewife that while she may have a good range 
she can have one that is vastly better. Most any 
range will give a fair degree of satisfaction but 
few will cook to absolute perfection and be econom- 
ical of fuel. This piece of text points out this differ- 
ence in convincing style and demonstrates to the 
housewife that it is cheaper to get a new range 
than to go along using one that is not measuring 
up to highest standards. The entire appeal is well 
taken: the economy thought is uppermost and the 
reader is shown the shortsightedness of a policy that 
retains something that is not efficient to avoid the 
expense of replacing it. We would advise a most 
careful reading of this ad. The idea behind it 
can be utilized in selling other articles in the same 
market and there are many other articles sus- 
ceptible of the same presentation, notably among 
others, the refrigerators. Old, worn-out and insani- 
tary refrigerators are retained in many families 
simply because the purchase of a new refrigerator 
is looked upon as an expense. We would like to 
hear from dealers who may use this idea. Inci- 
dentally, this ad also presents in the same con- 
vincing tone the hotel range. The excellent cut of 
the hotel range shows the general construction and 
proportions of that style and the hotel man may 
apply to himself the same reasons for buying a new 
range as are outlined in the appeal to the housewife. 


A Demonstration Ad That Tells the Story 


No. 3 (3 cols. x 7 in.). From a display stand- 
point, this ad of the Schroeder Bros. Hardware 
Company is somewhat top-heavy and crowded but 
the presentation of the main facts in connection 
with the fireless cooker demonstration is thorough 
as well as interesting. The use of some gray italic 
type in the heading of the ad would have relieved 
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the congestion caused by the heavy firm signature 
cut in conjunction with the black display lines in 
the head. A great many cooker demonstration ads 
forget the cooker itself but this ad carries an at- 
tractive illustration of the “Ideal.” The lectures 
will add interest to this demonstration and we di- 
rect attention to the special bargain offers. These 
were well-timed and will induce many to attend who 
might otherwise be content to just read about the 
demonstration. 


Making Reading Difficult 


No. 4 (2 cols. x 6% in.). We don’t believe that 
Milt Benson has a grudge against the regular read- 
ers of his newspaper ad, but it sort of looks that 
way for Milt has arranged his story around the 
paint electro in a fashion that is going to take some 
little effort to decipher. It may be a novelty but 
such novelties are somewhat expensive. Mr. Ben- 
son has a good talk floating around the electro and 
the next time he uses it we hope he will use hori- 
zontal rather than vertical lines when the copy is 
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No. 4—It may be a novelty, but such novelties are 
somewhat expensive 


ordered set. The paint electro was well selected 
for it contains some good text on paint buying. 
Sent us by M. A. Benson, Saranac, Mich. 


THE Lockwoop MoToR WASHER COMPANY, Cleveland, 
has been formed with a capital stock of $15,000 by H. B. 
Lockwood and others to manufacture washing machines. 


WiLL B. LANE, marketing the “Unique” ratchet 
wrench, has removed his office from Philadelphia, Pa., 
to 180 North Dearborn Street, Chicago, Ill., room 415. 


THE ALUMINUM COMPANY OF AMERICA, Edgewater- 
on-the-Hudson, N. J., has purchased a 2-block factory 
site here for $2,000,000. 


A man is as old as he feels, but he is seldom as big.— 
Exchange. 











Trade Conditions and Iron, 


Steel and Hardware Prices 





Vice-President of the Carnegie Steel Com- 
pany makes statement on the probable effects 
of the European war. 

Prices on all steel products have advanced. 

American steel and wire company in July 
took contracts and orders for the heaviest 





MARKET SUMMARY FOR THE BUSY READER 


month’s business in the history of the cor- 
poration. 


Business in the Central West is reported 
to be good in the aggregate. Prices for 
manufactured goods of American produc- 
tion are well maintained. : 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., August 8, 1914. 


A®* yet, it is a little too early to fully judge the prob- 
able effects on the iron and steel trade of this 
country likely to be felt because of the deplorable war 
just started between the European powers. One effect 
of this is already seen by the announcement of the 
United States Steel Corporation of the withdrawal of 
all prices on finished iron and steel products, which was 
done in the middle of last week. This does not mean 
that the Steel Corporation has stopped selling its iron 
and steel products, but its subsidiary companies have 
notified all selling agents not to accept new contracts, 
but to submit all offers to the home office before doing 
so. In order to give the views of one of the foremost 
steel men in the country, one who is a close observer of 
actual conditions, we give below a statement made by 
Col. H. P. Bope, first vice-president of the Carnegie 
Steel Company, on the probable effects of the European 
war as follows: 

“Tt is a little soon to hazard more than the most gen- 
eral prediction. It is not believed that labor will be 
seriously affected, on account of the inability of the 
naval reservists in this country to get transportation 
back to Europe. Indeed, many of the men are not 
anxious to go back. We believe the effect of the war 
on the labor situation will be almost nil. 

“With regard to exports, there will naturally be a 
considerable increase in the requirements of neutral 
markets from the United States. The difficulty here 
will be in transportation. Of course, if England de- 
stroys or bottles up the German fleet the sea will be 
free to English and French bottoms, and in such case 
transportation is not likely to be seriously interfered 
with. The call to the colors in both nations, for seamen, 
is more on the passenger boats, as all officers and many 
sailors on the liners are naval reserves. 

“More serious will be the disturbance in the produc- 
ing plants in the warring countries, and production is 
apt to be very heavily curtailed, which would inure 
temporarily to the benefit of the American manufac- 
turer. We dislike to look at the proposition from this 
point of view, however, as the terrible destruction of 
property bound to ensue must be made up sooner or 
later, and the United States will have to bear its share 
of the burden. 

“As regards the importation of alloys, the curtail- 
ment in shipments of ferromanganese is liable to work 
serious disturbance to American steel manufacturers. 
The use of manganese in the manufacture of steel is 
so general and so necessary that if the supply is cur- 
tailed the less fortunate American plants which have 
no supply will have to close down. This would throw 
larger demands, of course, on those able to run.” 

Heavy inquiries are being received by local iron and 
steel makers from the Pacific coast, and prices there 
on all kinds of steel products have advanced from $3 
to $5 a ton. A great deal of the trade of American 


steel manufacturers on the Pacific coast has been taken 
away from them by foreign mills, but now that the war 
has started foreign shipments to the coast have stopped, 
and the trade there will have to be supplied altogether 
by American mills. Importations of all kinds of iron 
and steel products from abroad have entirely stopped, 
and this gives American steel mills the entire trade of 
the United States to take care of. It is proposed by the 
United States Steel Corporation to have all the boats 
it owns and charters put under American register, and 
if this is done these boats will fly the American flag, 
and will be able to enter foreign ports without being 
molested. It would seem, therefore, that our foreign 
trade is going to increase very fast the next month or 
two, and a good deal of it that was lost will probably 
be regained by American mills. Imports of foreign 
tool steel have entirely stopped, and this will allow the 
Crucible Steel Company of Pittsburgh and other large 
makers of tool steels to regain much of their former 
trade. Prices on all kinds of iron and steel products 
have advanced, and it is predicted will advance very 
much more if the war is prolonged for several months. 
The mills are getting busier and the whole steel trade 
looks better, both from price and demand standpoints, 
than for some months. 

Local jobbers in hardware say the war has not af- 
fected their business to any noticeable extent, nor is it 
expected to do so, except in the way that prices on all 
kinds of goods handled by the hardware trade are show- 
ing a firmer tone. The volume of business in July was 
fair, and some increase is looked for in August. Prices 
are firmer, but with the exception of a few unimportant 
lines are not any higher. Collections are reported fair, 
but credits are being very closely scanned, and the 
grave situation existing in the money market is fully 
realized. 


WirE NAILs.—Reports are that in July the American 
Steel & Wire Company took contracts and orders for 
over 200,000 tons of wire products, the heaviest month’s 
business in the history of the corporation. Most of this 
business was contracts for wire and wire nails taken 
for delivery over the next 60 days, but the wire nail 
mills report that a fair amount of new business is being 
placed at the higher price, although mostly for small 
lots. Jobbers are now inclined to carry heavier stocks 
of wire nails and wire, believing that possibly an ad- 
vance in wire nails and wire in the near future is not 
unlikely. 

We quote wire nails as follows: in carload lots to jobbers, 
$1.55, f.0.b. Pittsburgh, freight added to point of delivery. 


Jobbers charge the usual advances over these prices for 
small lots from store. 


Cut NaIts.—Mills report a fair demand for cut nails, 
but mostly in small lots to meet current needs. The 
market is firmer and there is more disposition on the 
part of jobbers and consumers to carry heavier stocks 
of nails, and specifications against contracts are more 
active than for some time. 
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We quote nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers; carloads to retailers, $1.65, f.0.b. Pitts- 
burgh, terms 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 


Bars WIRE.—Very few new orders are being placed 
and these are only for small lots to meet current wants 
and for prompt shipment. Heavy contracts for barb 
wire were placed by the jobbing trade early in July for 
their fall business, but specifications against these con- 
tracts have not yet commenced to go forward. Prices 
are reported firm. 

We quote painted barb wire to jobbers, $1.55; galvanized, 
$1.95 in carloads to jobbers, usual terms, freight added to 


points of delivery. Jobbers charge the usual advances for 
small lots from stock. 


FENCE WireE.—A fair amount of contracting is being 
‘done at present with the mills by fabricators for fall 
delivery, but the fence wire trade has not yet actively 
opened up, but will likely do so within a short time. 
Prices are firm and there is a feeling in the trade that 
another advance may be made before a great while. 

Prices in effect are as follows: Annealed fence wire in car- 


load lots to jobbers, $1.35 base; galvanized, $1.75, with the 
usual advances charged to jobbers for small lots from store. 


Tin PLate.—Present conditions in the tin plate trade 
are radically different from those of a week ago, and 


all on account of the European war. In one week prices. 


on pig tin have advanced 20 cents a pound on account 
of foreign importations being cut off. All the tin plate 
mills that have pig tin ahead will no doubt adopt the 
plan of conserving their resources, and will not dis- 
tribute pig tin to competitors, who may be unfortunate 
in not having supplies ahead. Prices on tin plate are 
much firmer. The American Sheet & Tin Plate Com- 
pany is running to about 92 per cent. of capacity, but 
operates only four days a week. 

We quote 100 Ib. cokes at $3.30 to $3.40 and 100 lb. ternes 


at $3.20 to $3.30 per base box f.o.b. Pittsburgh, prices depend- 
ing largely on the size of the order. 


Nuts, BoLts AND RIvETs.—The new demand for nuts 
and bolts is reported slightly better, due to the gen- 
erally stronger tone in prices on all kinds of iron and 
steel products, and new orders are coming in more 
freely than for some time. Jobbers are inclined to 
carry heavier stocks, believing a general advance in 
the market before long is not unlikely. Prices on rivets 
are also firmer and the demand is better. 


We quote button-head structural rivets in carload lots 
at 1.50c., and in small lots at 1.60c.; cone-head boiler rivets, 
1.60c. in carload lots and 1.65c. in small lots, with terms 30 
days net, 2 per cent. for cash in 10 days. Discounts on nuts 
and bolts are as follows in lots of 300 lb. or over, delivered 
within a 20c. freight radius of maker’s works: 


Cee, Oe FO GR, occu ticarieseds 80 and 5% off 
Small carriage bolts, cut threads............ 80% off 
Small carriage bolts, rolled threads....80 and 5% off 
LGPES GCRETIRBO BDOED .occccccctescoces 75 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. ..80 and 10% off 
Large machine bolts ................ 75 and 10% off 


Machine bolts, c.p.c. & t nuts, small........ 80% off 
Machine bolts, c.p.c. & t nuts, large....75 and 5% off 
Square h.p. nuts, blanked and tapped... .$6.30 off list 
SIN os sion to i-es ea ah ate ahs eee a $7.20 off list 
C.P.C. and r. sq. nuts, blanked and tapped. $6.00 off list 
Hexagon nuts, 5 and 7.20 off list 





Hexagon nuts, smaller than % in...... 7.80 off list 
CL. Wee ees SINS 6 6 6 Shs oc cues wees $5.50 off list 
CP. Beet DORR BBB. 6c ccccccccosere $5.90 off list 
Semi-fin. hex. nuts, in. or under. .85,10 & 10% off 


Semi-fin. hex. nuts, in. and larger....85 &5% off 
vets, 7/16 x 6%, smaller & shorter. .80, 10 & 5% off 
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Rivets, tin plated, packages........ 80,10 and 5% off 
Rivets, metallic tinned, packages. ..80, 10 and 5% off 
Standard cap ScrewS ......scec0-:; 70, 10 and 10% off 
Standard set-screws ............-. 75,10 and 10% off 


IRON AND STEEL Bars.—Very heavy contracts for 
steel bars from the implement makers and other large 
consumers were placed with the steel bar makers in 
July, the Carnegie Steel Company stating that its steel 
bar bureau in July entered orders for over 30,000 tons 
more steel bars than in June. The Republic Iron & 
Steel Company and the Jones & Laughlin Steel Com- 
pany also report heavy contracts for steel bars in July, 
these being for delivery through third quarter, and in 
some cases over the last half of the year. The steel bar 
mills now have more orders on their books than for 
some months past, and will likely run quite full for 
some time ahead. The demand for iron bars is fair, 
but mostly in small lots to cover current needs. 
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We quote steel bars for third quarter delivery at 1.15c. and 
for fourth quarter 1.20c., maker’s mill. We quote common 
iron bars, made from scrap and muck bar, at 1.15c. to 1.20c., 
f.0.b., maker’s mill, Pittsburgh. Regular extras for twisting 
reinforcing steel bars over the base price are as follows: 
%-in. and over, $1; % to 11/16-in., $1.50; under %-in., $2.50 
per net ton. These extras are not always observe 


SHEETS.—The Carnegie Steel Company, the Youngs- 
town Sheet & Tube Company and the Republic Iron & 
Steel Company have all notified the trade of an advance 
of $1 to $1.50 in prices of sheet bars, and this is re- 
flected in the sheet trade, prices on which are firmer 
than for some time. Four or five of the sheet mills 
have advanced prices $1 to $2 a ton, and the minimum 
of the market on black sheets is now 1.85c. for No. 28 
gauge, and 2.80c. for No. 28 galvanized. It is not im- 
probable that prices on sheets will go still higher. We 
now quote Nos. 9 and 10 blue annealed sheets at 1.35c. 
to 1.40c., No. 28 black sheets, 1.85c. to 1.90c., and No. 
28 galvanized, 2.80c, to 2.85c. 


On No. 28 black plate, tin mill sizes, hot rolled and an- 
nealed, the market is 1.85c., and on Nos. 29 and 30 gauges, 
1.90c. These prices are for carload and larger lots, f.o.b. 
Pittsburgh. 


Makers’ prices for mill shipment on sheets of U. S. 
Standard gauge, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from 
store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net or 2 per cent. cash discount in 10 days from date 


of invoice: 
Blue Annealed Sheets 
Cents per >. 
0 


Nos. 3 to DD cpetacus sabe t be baweie dane na shiek 1. 


an. we Cae o owe b 6b Us ae cb bowekns 1.35 
I a i a eg Bie le 1.40 
e066 nS SARS RRR Se ate ae 1.45 
Bes ee GE ass oe heb cbdcébvesudase pi sakes 1.55 
Box Annealed Sheets, Cold Rolled 
. Cents per Ib. 
Dic a ae” Ede tak éutccdweswanesemaks 1.45 to 1.50 
CEE au hawk th oe we whe Rs Oded és eeueen 1.45 to 1.50 
ee ee Bs ob cen eek ond ods casa 1.50 to 1.55 
ee ee CO. SS 0 a po ee dt eeee davai 1.55 to 1.60 
BO Gi lk a i a ee 8 ae 1.60 to 1.65 
he ee es ts bis og wk be a We tas Cabins 1.65 to 1.70 
a ae GEE Sa © 6 640 0 6 was 6 bee ok cheek 1.70 to 1.75 
ED te Bhn Cie ein a ot od be Credence ami ek 1.75 to 1.80 
a. aba tie oa ee oe a ewe meena 1.80 to 1.85 
DE Ge bb wb OOS) Cab He we 6s 6 CLE ico ede 1.85 to 1.90 
I il id ti a re eke lae inves te en ot eee eke le 1.95 to 2.00 
Galvanized Sheets of Black Sheet Gauge 
Cents per lb. 
ON OE: ee re St epee... 1.75 to 1.80 
SU 6a Rae eeds Cheba dsonkcckhevbnwiaok 1.85 to 1.90 
De: ee EE, os ce ches ta cbededs tn ae® 1.85 to 1.90 
ee OS OS ok oe cg bane tkhe ake ce 2.00 to 2.05 
ee i a ee bh oge beeen ane eek 2.15 to 2.20 
Dees. ee. GN: Bin vias Se cc ct ciboccceckt le 
er SE ss on ad tk ay thn a a 2.45 to 2.50 
De ME ek ode Us i awd wes ba e Rs eae ndade, 2.60 to 2.65 
DCE? ie og bd wats tine SSDS dehhbettictne 
a ss ee a ek ei ee eae 2.90 to 2.95 
Be WE osc. 54 bw nt Pekuceksduacedeadu ct ween 3.05 to 3.10 


CORRUGATED ROOFING SHEETS BY WEIGHT 

Gauges, cents per Ib. 

Painting: 29 25 to 28 19 to 24 12to18 
Reeeranes, OF OCINGs occ cece coda 0.15 0.10 0.05 


Cee, ONE. occccccse éncs 0.25 0.15 0.10 
Forming: 
2, 2%, 3 and 5 in. corru- 
I a ai th nalts 6 6 oO ot ie eo hc 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 een 
to 1% in. corrugated.... 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 10 
Pressed, standard seam, 
Wee: GOORED 6c ec bee dic oe 0.15 0.15 
Plain roll roofing, with or 
without cleats ........ 0.15 0.15 0.15 
3/15 in. crimped ......... 0.20 0.20 0.20 
Weatherboard siding ..... .... 0.25 0.25 
ee GQ ss dé we ue dee 080% 0.25 0.25 
Rock face brick and stone 
EE ices he an le ah tn etl ba 0.25 0.25 
Roll and cap roofing, with 
caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in., and 
WE hectaseneradeaihak ween 0.25 0.25 
Ridge roll and flashing 
(plain or corrugated)... 0.65 0.65 0.65 


STANDARD PipPe.—One effect of the European war has 
been to curtail the demand for casing and oil country 
goods. The Standard Oil Company has notified its cus- 
tomers from whom it buys oil, that for the present it 
will not buy, and this leaves them little market for 
their product. There has been a sharp restriction in 
drilling operations, and while the war goes on very little 
oil is expected to be exported. The new demand for 
merchant pipe in July was fairly active, and mills re- 
port that discounts on standard iron and steel pipe are 
being firmly held, but on line pipe low prices are being 
made. . 
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The following are the jobbers’ carload discounts on the 
Pittsburgh basing card on steel pipe in effect from April 20, 
1914, and iron pipe from June 2, 1913, all full weight: 


Butt Weld 








Steel Iron 
Inches Black Galv. Inches Black Galv. 
» 4 and %... 73 52 SG Se cceve 66 47 
ihe biaa’e ese 77 66 Sta tiene ne ce oe 46 
OF Bent biswes 80 SUR LO bwoediee eeee's 69 56 
OS BAG - i «cece 72 61 

Lap Weld 
PP Pe ee Gee TF. rot Serer Pees | - 45 
EE ae 79 70 | A ae 67 56 
7: Oe ee We « Cocke 76 65% ST Teeth aneaanee 68 58 
LS @O 26 ed. 53 te 2 OOHRS 6 HESS 70 61 
4 fe SR ee 70 61 
Tei ase b ees ne 68 55 
Reamed and Drifted 

fy  . ae 78 69 | 1 to 1%, butt... 70 59 
yO BAS A ee 75 66 Re bb's eb Ss 70 59 
2% to 6, iap.... 77 68 | aie “ieee abe 54 43 
8 aS eee » 65 54 
| 2, lap ....- see. 66 56 
| 2% to 4, lap.... 68 59 

Butt Weld, extra strong, plain ends 
» %& and %... 68 57 | Se wcccccccccces 63 52 
Vitae adak one 73 66 Pore Tee oe eS 60 
_ a ) Fee 77 70 | a Bes oe es ad 71 62 
BE ee ed eo 78 71% De ak sas o> 72 63 

Lap Weld, extra strong, plain ends 
- Wivisesce eetod 74 65% Ds cedesteae ces 65 59 
eee 76 67 ere ea 66 58 
An US Sepaege 75 66 rt 8, oe 70 61 
a wo oes ww 8 ae 68 57 | 4 a ee 69 60 
2 BO erm 63 52 Re F Sere 63 53 
SV RD ns lg ih a0t 58 47 
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Butt Weld, double extra strong, plain ends 


sos bak oe 63 56 Pa fo a neve tows de: We 49 

OP -Baiokss cs 66 58% Se OW £96..00<0 60 52 

ee Boe bot cwee 68 61 Pe Bab ccccvs 62 54 
Lap Weld, double extra strong, plain ends 

Di isis a adalah wale 64 57 ED netatecianeres 55 +4 
Ban: Oe Seienidas 66 59 ee OO: Ori et vcus 

Ou 06:6. os ec. <6 65 58 Mee CO 6. rc cecds 59 53 

& | Be perer- 58 47 oR ED nate Sw acespiet 42 


To the large jobbing trade an additional 5 and 2% per 
cent. is allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, are as follows: 


Standard Charcoal wale” 


Lap Welded Steel 
1% and 2 im........eeee 62 | 14% iM. 2... eeeeeeeecene 5 
| 6 Rep eEaT EES 59 | 1% and 2in............ 49 
2% and 2% ines. s sees fe 4 ae apie ss 45 
BR Be Ee 70 Rh 2 gS 54 
3% and 4% in.......... 72 3 and 3% im........+6- 57 
gg a2 err yer? 65 | 3% to 4% im......- eee 60 
& & 2 Serer errs Get BERS -S Me ccccvcscvssne 49 


Locomotive and steamship special charcoal grades bring 


higher prices. 

2 in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River ; lengths 
over 22 ft., and all shipments going west of the Mississippi 
River must be sold f.o.b. mill at Pittsburgh basing discount, 
lowéred by two points. 
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Office of HARDWARE AGE, 
New York, Aug. 10, 1914. 


HERE is and has been for a month a moderate im- 
provement in buying, not large but appreciable, 
according to some of the leading general buyers for out- 
of-town merchants. This is interpreted to mean that 
distributors, knowing how starved their stocks really 
are, with fall trade almost upon us, must increase their 
purchases if they are to fill orders reasonably quick. 

It is sound business policy to buy as cheaply as pos- 
sible always, but often more important than price is the 
necessary stock in hand to satisfy customers who will 
otherwise go elsewhere. 

There are manufacturers, importers and jobbers, who 
discern in the make-up of orders constantly coming in 
indications that the fall business is going to be better. 
There are also instances where orders are booked for 
goods, some of foreign production, where the merchants 
would prefer not to have them at the prices given, be- 
lieving that they could get more a little later. Others 
speak of substantial orders which ordinarily they would 
be glad to get but have refused because of unsettled 
conditions, and a belief in higher prices for foreign 
goods. 

While in varied imported lines of hardware and re- 
lated articles there are importers who have stocked up 
rather liberally, because of the past hesitancy of buyers 
and to have the goods at hand, it is realized that much 
of a demand would soon exhaust their supply. Then 
arises the question as to when goods made in the Euro- 
pean war zone can again begin to arrive. 

Import orders placed in the spring for delivery Octo- 
ber 1 to November 1 next are not expected to arrive, and 
that means the loss of most or all of the holiday busi- 
ness, which is the best trade of the year in many kinds 
of goods. 

Where orders placed early in the year abroad were 
made up more promptly than usual because of com- 
mercial depression in Europe, many of the shipments 
have arrived and the goods are now on the shelves. But 
a considerable proportion to be delivered later has not, 
of course, come in, and is unlikely to. 

Then, again, goods here have advanced sharply be- 
cause of the uncertainty of getting more, the high rates 
of exchange, and other causes incidental to the paralyz- 
ing effects of war on a large scale. It may be that be- 


cause of the number of nations involved, while the dam- 


age will necessarily be great, it may be shorter because 


of its intensity and the area it covers. Merchants in 
the foreign trade, many of them, are utterly at a loss 
to determine what should be done. If the German fleet 
in the North Sea or Baltic Sea, for instance, is crippled 
or driven back into port it would relieve much of the 
shipping carrying merchandise and raise the present 
blockade, because the other nations are working to- 
gether. The Austrian fleet in the Mediterranean is not 
expected to accomplish much. 

Whatever comes of this unfortunate struggle among 
the leading nations of Europe, they certainly need what 
we have in foodstuffs and supplies generally more than 
we require their products, glad as we are to have them, 
although commerce has become so complex and inter- 
woven that the misfortunes of one section are felt by 
others even to remote territory. 

Business in the central West is reported to be quite 
good in the aggregate, and prices for manufactured 
goods of American production are well maintained with 
but little deviation. 


WIRE NAILs.—About the time of the advance of 5 
cents per keg, base, on wire nails July 18, there was 
quite a spurt and fairly good inquiry for quotations on 
carload lots from buyers who had to have goods and 
had deferred buying as long as possible. What was 
purchased then seems to have satisfied their wants so 
far, as trade has been very moderate since. 


Wire nails out of store are based on $1.85 per keg. 


Cut Naiits.—Cut nails are going only moderately 
well. Some of the jobbers are doing a reasonably sat- 
isfactory trade in exports to the West Indies, South 
America and occasionally to Eastern countries, orders 
from which come along regularly and help out. 


Cut nails out of store are held at $1.85 per keg base. 


Winpdow GuLass.—The demand for window glass lo- 
cally is restricted, in keeping with the situation which 
has prevailed for some weeks past. The moderate 
stocks in the country in manufacturers’ hands should 
keep the price steady until production is resumed -in 
October. 

The situation in Europe is serious evidently, consid- 
ering the hostilities in Belgium,, where is produced 
about 7,000,000 boxes of glass annually, with only 
about 300,000 boxes consumed in the country, the rest 


_ being exported. A considerable proportion of the glass 
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there is made in or near Liege, where the storm center 
so suddenly developed last week. 

Window glass is still 90-10 per cent. on single thick and 
90-20 per cent. discount on double thick, from jobbers’ 
lists, with a premium on A quality because of scarcity. 

Rope.—The possibility that Manila hemp deliveries 
from the Philippines may be interfered with for more 
or less time, owing to war conditions, has transferred 
interest in rope material to other fibers, including sisal. 
High rates for exchange and other risks, including in- 
surance, incidental to war, would necessarily enhance 
the landed price in the market, for Manila stock espe- 
cially. Assortments of Manila hemp are broken and 
unsatisfactory. There is little demand for the lower 
grades, and those of intermediate quality are in second 
hands who have withdrawn from the market. 

NAVAL STORES.—The New York market for naval 
stores is still sluggish, with small sales at some conces- 
sion in price. There are merchants disposed to sacrifice 


73 


holdings while others are steady. Low prices, they say, 
cannot be relied on to stimulate business, and manufac- 
turers, it is expected, will wait for more activity in the 
Savannah market before making commitments. 

Spot turpentine is quoted at 46 to 47c. per gal., and but 
little interest is shown. 

Rosins are slow and without feature, with but little 
business going. 

Common to good strained, on the basis of 280 lb. per bbl. 
is $3.90 and D grade $4.10 to $4.25 per bbl. 

LINSEED O1L.—There is a lack of new features in the 
market for linseed oil, trade being fairly steady, with a 
rather good demand from the trade in this vicinity and 
from more distant buyers. The rains in the Northwest, 
late in July and early in August, relieved the situation 
somewhat and caused some decline in the price of flax- 
seed which the droughts had caused. 


Linseed oil, raw, city brands, is quoted at 60c. per gal. in 
5 or more bbis. and 61c. per gal. for less than 5 bbls. 
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Office of HARDWARE AGE, 
Chicago, Aug. 10, 1914. 

IRMER markets and withdrawals of the present 

quotations in a number of hardware lines com- 

prise the principal feature of interest in the situation 

this week. Relief from foreign competition in some 

cases and scarcity of raw materials for manufacturing 

purposes due to the present paralysis of ocean ship- 
ping in others are given as the reasons. 

Prices on enamel and tinware were withdrawn last 
Saturday. An advance of 20 per cent. is understood to 
have been announced on tires. Wire products are 
strong at present quotations. Glass is expected to ad- 
vance. The possibility of a shortage of foreign cutlery 

-in event of a prolonged state of war will doubtless af- 
fect prices in this line to a marked degree. Trade has 
recovered to some extent from the first shock of the 
foreign situation. Orders received during the past 
week evidence returning confidence though conserva- 
tism marks all dealings. 

It is practically impossible to obtain money for build- 
ing purposes at the present time, and many operations 
which were about to be started have been postponed. 
The opinion expressed by representative men reflects a 
feeling that this condition will only prevail for a short 
time. Banks are still making efforts to prevent with- 
drawal of funds for the purpose of hoarding, and to this 
end some large institutions are requesting that all 


checks be stamped “payable through clearing house 
only.” This method, while permitting free use of 
checks, insures redeposit. 


WIRE NaILs.—Specifications for the past week are 
reported as being of a very satisfactory nature and the 
statement is made that for midsummer the volume is 
almost normal. Prices as quoted are very firm, with 
the indication that any change will be upward. 


We quote as follows: carloads to jobbers, $1.73 base; car- 
loads to retailers, $1.78 base; less than carloads to retailers, 
$1.88 base, all f.0.b. Chicago. 


BARB WIRE.—F all demand by consumers has not af- 
fected stocks in the hands of retailers to any extent and 
orders on manufacturers and jobbers are light. 

We quote as follows: carloads to jobbers, painted, $1.73 


base; galvanized, $2.13 base; all f.0.b. Chicago. The regular 
advance to retailers for carloads and small lots. 


FENCE WIRE.—Business for fall delivery or for im- 
mediate shipment is not large at this time. Buying is 
not expected to become general until the latter part of 
September. 


We quote as follows: for fence wire, f.o.b. Chicago, job- 
bers in carloads annealed, $1.63; galvanized, $2.03; retailers, 
carloads, annealed, $1.68 ; galvan zed, $2.08. Retailers, less 
than carloads, annealed, $1.78; alvanized, $2.18. Sta 
bright, in carloads to jobbers, $1.83; galvanized, $2.23. ar- 
loads to retailers 5c. extra, with an additional advance of 
10c. for less than carloads. 

LINSEED O1L.—Carloads, raw, 60c.; boiled, 6l1c.; 5 or more 
— ? ray: 62c.; boiled, 63¢. ; ; less than 5 barrels, raw, 64c.; 
boile Cc. 
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Office of HARDWARE AGE, 
San Francisco, Aug. 3, 1914. 

USINESS on the Pacific Coast has already felt 
some effect from the European war, aside from 

the merely psychological distraction. The financial 
strain has so far been less acute here than elsewhere, 
apparently, but this section is dependent to an impor- 
tant extent on the export movement of grain, cured 
fruits, canned goods, etc., and export business has 
come suddenly to an almost absolute standstill. The 
effect is greatest in the grain and lumber trades, in 
which a heavy tonnage under charter is now held up, 
and this, if long continued, will react very unfavorably 
on general retail and jobbing business. It is expected 
that importations will also be seriously interrupted, 
but a considerable tonnage of various steel products is 
now on the way and will probably arrive. General 
business of an important nature is very unsettled, and 
the outlook altogether uncertain. Further develop- 
ments in the shipping trade are anxiously awaited, and 
what began last week to look like an incipient buying 
movement has been further delayed. 





Conditions of domestic trade via Panama are taking 
a little more definite shape, and should the export move- 
ment be resumed there is no doubt that the Canal will 
greatly accelerate business. A material cut has been 
made in several important food products eastbound, as 
well as in sheets, nails, barb wire, etc., for Pacific 
ports; and many merchants only await renewed assur- 
ance of consuming demand before placing more liberal 
orders than for some time past. . 

Retail and jobbing business in hardware has not yet 
been materially affected by the foreign situation. The 
tendency among retailers to increase their stocks has 
been somewhat interrupted, but little headway had 
been made in that direction. Local retail business in 
most departments is moving ahead a little this week, 
and the country trade, though not noticeably better, is 
very fair for the midsummer season. The local build- 
ing record for July was $2,068,537, against $1,415,819 
for July, 1913; and several other cities show a sub- 
stantial gain. Local bank clearings were well ahead 
of last year, though all other Pacific cities fell behind. 
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Prepared by Hardware Age Window Trimming Specialists 








T the tail end of the summer it is advisable 

to clean up the stock of refrigerators to a 

minimum. Our show window suggestion 

this week offers an idea which will forcibly call 

attention to the money saving ideas in refrigerator 

buying at this time. This idea can be used with 

equal advantage on other lines that you would like 
to reduce. 

The central feature of the window is a large 
show card, full size 22 x 28, reading, “Save by 
spending now—any refrigerator in this window 
$12.00.” 

On the opposite side of the window we suggest 
a large money bag on which should be painted a 
dollar mark and around the bottom of the sign coins 
and bills of various denominations should be placed 




















in a careless way. Running across the top of the , 

display from the back to the sign is a large double Shey cart GL LOA 

pointed scroll shape design which should be cut ae you use He 

from composition board and suspended in this man- D O ub e G ri | 


ner. This is done to forcibly call attention to the 


money-saving idea. © nN ray | d rats 


Show Card Suggestions 


In this article we point out a few mistakes often 
made by card writers as well as offer good sugges- 
tions to prevent them. 

The first and most important duty of the card is 
to catch the eye; neat show card embellishments in 























Card made with brush and Sonnecken pen 





avoid using large price tickets that will hide any 























he of the merits of the merchandise on display, or 

“Epes: figures of coarse design in a dainty display of 
Now , merchandise. 

“Any. Use price tickets in conjunction with show cards 


in all sale windows provided the articles on display 


Refrigerator 
are of different prices. But if all are the same 


In this 4 . 


This idea can be used with other lines 
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scroll, drawings, or the pasted pictures will help. 
Next convey to the mind the argument in forcible 
words that are strong enough to shift the eye from 
the card to the display. as e 
For properly placing cards in windows show “ 
card stands should be used. The best stands are Stipplie Ss 
those which protect the cards at the corners. The | : aa ua 
card should occupy a conspicuous place near the 
center of the display in plain view of the passing Ou Lfits 
_ public. 
The size of the card should be governed by the Complete v2. 
class of merchandise on display. For example, a our Outing Sectiorr. 








small card would be appropriate for a showing of 
knives, cuttlery, etc., while a large card would be 
best for refrigerators. 

A quarter sheet size, 11 x 14 inthen, is plenty : 
large enough for the average sign. At all times A seasonable suggestion 
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price one show card conspicuously displayed will 
answer for all. 

Mistakes are made by using dirty, torn, faded, 
ill-shaped and long-used cards. 

Nothing is more detrimental to a high-class 
showing of merchandise than a soiled card. En- 
deavor always to offer your hardware in the most 
pleasing manner. Combine system with quality and 
change the cards as often as possible, to secure the 
desired results. 

By taking pains with old cards, the backs of them 
can be used again, thereby economizing on show 
card expense. In your show card work remember 
that the best show cards give definite information 
in a forcible sincere way. 

Tell the story as briefly as possible. Where cone 
word will answer do not use a dozen. Good word- 
ing and catch phrases may be gleaned by studying 
the advertising pages of HARDWARE AGE. 


Our Illustrated Cards 


Our illustrated cards show two model suggestions 
for show card embellishments, utilizing illustrations 
taken from the advertising pages of HARDWARE 
AcE. Attention is especially called to the layout 
of each card which will offer suggestions along 
other lines. The head line work such as “Base Ball’ 
and “Traps” in both of these cards was made with 
the brush. The remainder of the lettering was 
done with the Sonnecken pen, using both the up- 
right and slant alphabets which have been described 
in previous articles. 


N placing the following sales scheme before the 
| readers of HARDWARE AGE it is with the 
thought in mind that it will prove of value in 
suggesting an idea for clearing the shelves of mer- 
chandise that have lengthened their stay. In other 
words, goods that have proved to be slow movers. 
No doubt, you have merchandise that you would 
rather clear out at cost than to carry over from 
season to season as dead stock and thereby run the 
risk of a still greater depreciation in value. 


The Rubber Dollar Sale 


Bills or coins displayed in the show window as 
a rule attract more than ordinary attention, and for 
that reason money if linked up with an advertising 
idea will prove out of the ordinary interest. 

Our pen and ink sketch shows a sale suggestion 
which might be termed a “Rubber Dollar Sale.” 
In order to carry out this suggestion it is first neces- 
sary to secure a piece of composition board of the 
required size which, of course, must be governed 
according to the size of your display. Across the 
center of this composition board panel ten or more 
$1 bills are attached under the heading of “Stretch- 
ing a Dollar.” These bills are so folded that the 
figure “one” shows only on the bill at either end. 
So at the first glance it will look like a much 
elongated or stretched dollar. Directly under the 
dollar bills should follow this up the wording “To 
Cover More Real Value Than Ever Before.” Lead- 
ing from either end of the elongated dollar we sug- 
gest a double, pointed scroll design, cut from 
cardboard which is pointed at either end with an 
arrow. This is brought down to the foreground of 
the window to a card reading, “Any Article in This 
Window $1.” 

While we have suggested only hatchets in our 
drawing it would be advisable to go through the 
stock and secure a great number of articles that you 
can feature at this one price. The goods displayed 
should be given a simple treatment, bringing out the 
points of the merchandise to the best advantage 
without the use of frills or flourishes. No doubt, a 
number of pyramid fixtures or stair designs made 


75 





ans a polar 





TO COVER MORE REAL VALUE 
THAN EVER BEFORE 

























IN THIS 
WINDOW 


"1 

















Suggestion for a “Rubber Dollar Sale” show card 


out of boxes would give an excellent foundation 
for arranging the display below the large compo 
board sign. 


Show Cards 


Our show card No. 1 gives an excellent idea of 
featuring the “Universal” Food Chopper in your 
display. Pictures are always more interesting than 
plain black and white cards. For that reason we 
have taken the illustration from the advertising 
pages of HARDWARE AGE and suggested an artistic 
way of mounting this on the card. 

The original size of this card is 1% sheet, 11 x 14 
inches. The lettering with the exception of the word 
“Universal” is made with the Sonnecken pen and 
the word “Universal” is made with red sable rigger 
brush chiseled flat. Please note that in this card, 
as well as the accompanying card, plenty of white 
space is left around the lettering so as to give the 
background a chance. It is always advisable in 
laying out your cards to have plenty of white space 
as it may give the card a more artistic and pleasing 
appearance. 

Show card No. 2 shows another idea for utilizing 
illustrations taken from advertising pages of HARD- 
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No. 1—Artistic card made with Sonnecker pen and red 
sable rigger brush chiseled -flat 
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WARE AGE. This is an entirely different layout from 
any we have given you heretofore and suggests 
many possibilities along this line of decoration. 

This card is also 4% sheet size, 11 x 14, with the 
lettering made entirely with the Sonnecken pen in 
two sizes. 

In placing your cards in the window always re- 
member it is advisable to erase with a piece of art 
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No. 2—This card was made entirely with the Sonnecker 
pen in two sizes 


gum all pencil guide lines you have used in assisting 
you with your layout. It is careful attention to de- 
tails of this character that lift the original card out 
of the rut. 


The Drug Stores and Cutlery Sales 


N the convention of the Alabama Retail Hardware 

Association considerable discussion was pro- 

voked on the subject of drug stores handling pocket 
cutlery and barbers’ supplies. 

The discussion developed the fact that through 
the enforcement of. the “Blue Laws” hardware deal- 
ers have an excellent weapon for fighting this con- 
dition. It seemed to be the consensus of opinion 
among the speakers on this subject that the great- 
est harm from such competition came from sales 
made on Sunday. They felt that during week days 
the dealer could hold his own. 

B. H. Matthews, of Camden, Ala., told how the 
unfair competition had been eliminated in his city 
by the enforcement of Sunday closing laws which 
confined the sales of drug stores on Sundays to 
medicines. 


No Wonder 


| Bie BOBBY wanted a birthday party, to which 

his mother consented, provided he asked his little 
friend Peter. The boys had had trouble, but, rather 
than not have a party, Bobby promised his mother to 
invite Peter. On the evening of the party, when all 
the small guests had arrived except Peter, the mother 
became suspicious and sought her son. 

“Bobby,” she said, “did you invite Peter to your 
party tonight?” 

“Of course I did, mother.” 

“And did he say he would come?” 

“No,” explained Bobby. “I invited him to come al] 
right, but I dared him —Exchange. 


THE MCENTEE PLOW COMPANY, Tipton, Ind., has 
been incorporated with $200,000 capital stock to manu- 
facture plows. The directors are Joseph McEntee, 
Michael X. Kigin and W. H. Knause. 


HETTRICK BROTHERS, Toledo, Ohio, makers of tents, 


‘ awnings and other canvas goods, have established a 
. factory for the manufacture of belting. It will be in 


charge of J. S. Young as manager. 


Hardware Age 


New Ideas From the Owl’s Nest 


(Continued from page 46) 


“We know you will give this the publicity it de- 
sires, because we believe these same stunts can be 
worked by our brother hardware men. In conclu- 
sion, we wish to advise you that we have another 
proposition which is being completed at the present 
time, and are sure it will interest your readers 
later on. 


“With kind personal regards for your many 
courtesies, I am, 
“Yours very truly, 
“LouIS J. HECKLER.” 


I know that new idea won’t be too long on the 
road and there is a place for it in these columns 
when it arrives. More power to you “Pittsburgh 
Owls”! We like to “keep wise” with you. 


A Publicity Idea from Idaho 


‘eee following letter contains such a good pub- 

licity idea that we publish it for the sake of 
our readers who may find it, in many cases, a simple 
and practical way of solving one of their adver- 
tising problems: 

MAXEY & SCHNABEL 
HARDWARE 
CALDWELL, IDAHO. 

“Editor HARDWARE AGE. 

“DEAR SIR: We beg to submit the following ad- 
vertising suggestion for the benefit of any of your 
readers who wish to adopt something a little differ- 
ent from the other fellows: We use a clear board 
12 x 30-inch, on which we place the farmer’s name, 
the distance to our town and our name and busi- 
ness at the bottom, like this: 


JOHN SMITH 
CALDWELL .5Mi. 


MAXEY & SCHNABEL . HARDWARE 


“We have adopted a uniform board, painted yel- 
low, with plain black block letters. In starting 
this we had inserted in our local papers that we 
would furnish these signs free to any one who 
would call for one and agree to nail it up and take 
care of it. In this way in addition to our old cus- 
tomers we get those who are not regular customers 
but want a sign into our store at least twice, once 
when ordering and again when the sign is finished, 
our name is up over his gate as a constant re- 
minder as to who gave him the sign and we feel 
that eventually we will have gained another cus- 
tomer. We have endeavored to make our name as 
small as possible and still easily read by passers, so 
that it will not be more conspicuous than the man’s 
name and the distance to our town. 

“While this may not be entirely new to some of 
your readers there may be some to whom it will 
appeal and they are welcome to it. 


“Very truly, 
[Signed ] “W. F. MAXEY.” 
THE GuSTAV SCHAEFER WAGON COMPANY, Cleveland, 
will erect a four-story factory and repair shop. 
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Everything for 
the Garage Door 


Hinges, Holder, Hasps, Handles, Bolts 


No. 


No. 
No. 


No. 


No. 
No. 
No. 
All 


japanned or 


1457 ~+&Ball-bearing Garage Hinges with 10 and 24-inch 
straps, permit closing doors tightly, which is impos- 
sible with Hangers. 

1775 |New Garage Door Holder. See illustration above. 


915'4 Extra Heavy Safety Hasp. Screws concealed when 


hasp is locked. 
Reversible and with 5-foot or 


1055 10-inch Chain Bolt. 

24-inch Chain. 
1056 New 10-inch Foot Bolt to match the Chain Bolt. 
1252 # Extra Heavy Thumb-Latch—New. 


1265 and 1257 Heavy Handle or Pull. 
made from STANLEY WROT STEEL in 
“STANLEY SHERARDIZED” finishes. 


rust-proof 


Ask your jobber or write us for information. 


100 Lafayette St., 
New York 


THE STANLEY WORKS 


New Britain, Conn. 


Canadian Representative : 
A. MacFARLANE & CO., Montreal 


73 East Lake St., 
Chicago 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


“Fearless” Cup Baskets 


The Fearless Dishwasher Com- 
pany, Inc., 175-179 Colvin street, 
Rochester, N. Y., has introduced a 
new feature in connection with th¢ 
“Fearless” dishwashers. To prevent 
the breaking of cup handles the com- 
pany has patented a wire basket in 
which the finest china cups can be 
packed and washed without any 
breakage of handles. 

These wire baskets can be made to 
order to fit cups of any size. When 
in the basket the cups do not touch 
each other. The basket contains two 
racks; the top rack rests on the side 
of the basket while the lower tier of 
cups is being packed. In this way 
additional table space is not needed. 
The baskets containing the cups are 
placed in the dish-washing machine, 
thoroughly cleaned, and removed with- 
out danger of injury. 


“Little Queen” Cooking 
Outfit 


The Toledo Cooker Company, To- 
ledo, Ohio, is featuring another new 
combination cooking outfit which con- 
sists of one four-quart baker, stew 
pan or cooker with side handle, 1 9%- 
inch pie plate, one two-quart pudding 
pan, one casserole or covered cooker, 
one covered bake dish or warmer, one 
six-quart covered roaster, one com- 
bination food warmer or server, one 
double boiler, serial cooker or chafing 
dish. 

The foundation for these utensils 
and combinations is three serviceable 
individual cooking utensils of pure 
aluminum, drawn seamless from 
heavy pieces of pure guaranteed alu- 
minum. For the price of 3 uten- 
sils you can get in this way 9 cooking 
utensils. This combination not only 
saves the first cost, but it economizes 
space in the kitchen. It brings added 
convenience many times greater than 

















“Fearless” cup baskets. The one at the top is ready to be packed, the top rack resting 
on the side of the basket 


if the set was made up of 9 separate 
pieces, each of which could only be 
used for the purpose for which it was 
intended. 


“Homelite” System. 


The Garford Mfg. Company of Ely- 
ria, O., is advertising its home lighting 
and power plant known as the “Home- 
lite” system. Hardware dealers will 
find that every farm owner is a pros- 


























The “Little Queen” cooking combination 
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pect for the sale of a home electric 
lighting system. 

There is no reason why the farmer 
should not enjoy electric light as well 
as the city people, and the “Homelite,” 
as manufactured by the Garford Mfg. 
Company, solves the problem, and 
does it in a way that will give the user 
the greatest amount of satisfaction 
and convenience at the least cost, the 
company claims. 

The hardware dealer is the logical 
distributor for such equipment—he is 
in touch with the demand and a plant 
set up in his store for demonstrating 
purposes will attract wide attention 
and create buying interest which 
means a profitable trade. 

The Garford Mfg. Company has is- 
sued an attractive booklet describing 
ind illustrating the “Homelite” sys- 
tem, which will be forwarded on re- 
quest. 


Rochester Pumps 


The Rochester Spray Pump Com- 
pany, Rochester, N. Y., has added, 
among its new products, an atomizer 
continuous spray, different from the 
old styles, which spray only when the 
plunger is pushed in. This new style 
continues to spray while the plunger 
is being pulled back. The superi- 
ority of the new style is instantly 
apparent. By having a continuous 
spray the work is done in half the 
time and in half the number of strokes 
required in the old. 

The most important point in the 
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Every sliding door R-W Hung 


There is a place in every building for R-W door hangers. 

In the home, whether cottage or mansion; the barn; the garage, 
private or public; the school, the church, the factory. There are busi- 
ness possibilities everywhere. 

But to hold this trade, to be sure of getting it all, you must be 
prepared to furnish a hanger for any door that slides. 

The R-W dealer only has this advantage. And in addition to the 
complete R-W Line he has the R-W advertising-selling Service which 
insures a complete sale from the Richards-Wilcox factories to dealer 








to user. 
A Hanger ; ; 
7 ards-Wilcox +> 
Door that every home 


Slides <a) MANUFACTURING Co. f% for sliding doors 
[is AURORA ILLUS.A. pee 
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construction of this new spray is a 
solid brass valve right in the screw 
top in plain sight of the operator, in- 
stead of a leather pressure valve in- 
side the sprayer where it is_impossi- 
ble to adjust it without unsoldering 
the sprayer. The new atomizer con- 
tinuous spray has capacity of one 
quart. | 

Another new product made by the 
Rochester Spray Pump Company is 
the spray and force pump called 
Junior No. 5. This pump does not 
require fastening of any kind, holds 
itself down, and works anywhere and 
everywhere, the company claims. It 
is only necessary for the operator to 
press the plunger down. It rises auto- 
matically, the upward stroke being 
made by a brass spring forcing the 
cylinders apart. The all-brass suc- 
tion, working within a brass cylinder 
with all brass valves, does away en- 
tirely with all leather, rubber or rub- 

















Atomizer continuous spray pump 


ber packing. This new spray pump 
weighs only four pounds and will 
pump from a pail, barrel, tank, spring 
or creek. 

Farmers with an ordinary amount 
of spraying can put a barrel on a 
wagon, set this pump in it and spray 
trees effectively. The pump will throw 
two solid continuous streams, one a 
flat spray, the other a fine round 
spray. It has an automatic mixer to 
keep the solution stirred. 


“Suecess” Power Washer 


The Superior Machine Company, 
successor to the Superior Mfg. Com- 
pany, Sterling, Ill., has put on the 
market its latest product, the “Suc- 
cess” power washer. This is a peg- 
type platform washer equipped with 
a four-position swinging reversible 
wringer. This enables the operator 
to do all the wringing by power with 
one wringer. It is mounted on an iron 
and steel standard which swings and 
locks into the four different positions. 
It is full shaft driven, and is made of 
the very best galvanized iron frame, 
ball-bearing with enclosed cogs and 
high-grade rolls. It has an extra 
large reversible water board and is 
operated either forward or reverse, 
and can be stopped instantly by a 
controlling lever placed at the top and 
left of the wringer. A handle is also 
provided so that the wringer may be 
operated by hand if necessary. 

The frame which supports the tub 
and the wringer mechanism is con- 
structed of angle steel securely braced, 
' and is light, strong and rigid. It is 
equipped with an angle steel exten- 
sion rack the full length of the frame, 
which provides space for the bluing 
tub and the basket and which may be 
folded up out of the way when not in 
use. 
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Heller’s new nail bin counter 


The tub furnished is extra large, 
made of Virginia white cedar corru- 
gated on the bottom and sides. The 
drain spout is attached to the bottom 
so that it is not necessary to tilt the 
tub to drain it. The cover, made of 
selected cypress, opens freely, and 
there is nothing to disconnect and no 
heavy gearing to lift. The mechanism 
which operates the dolly inside the 
tub is mounted on the cover and is 
enclosed in an injury-proof case and is 
noiseless in operation. The tub mech- 
anism is controlled by a lever and may 
be stopped or started at will. <A 





“Success” power washer 


wooden handle is furnished so that 
the tub may be operated by hand in 
case the power fails. 


THE PATTERSON Too. & SUPPLY 
CoMPANY, Dayton, Ohio, expects about 
January 1 next to occupy two new 
stores, 40 x 120 feet, four stories and 
basement, in a reinforced concrete and 
brick block now being erected on the 
lot where, prior to the flood and fire of 
March, 1913, the company occupied 
one room. This space, together with 
an additional building on the rear of 
220-foot lot to be used for a garage 
and steel warehouse, will permit the 
company to concentrate its entire ma- 
chinery, tool and supply business un- 
der one roof. It is the intention to 
celebrate the thirty-fourth anniver- 
sary of the establishment of. the busi- 
ness in the new quarters. T. E. 
Fritch, vice-president and treasurer; 
W. R. Kemper, secretary, and F. B. 
Moorman, assistant secretary, have 
recently celebrated their twenty-fifth 
anniversary of connection with the 
business. 


New Nail 
Counter 


W. C. Heller & Co., Montpelier, 
Ohio, are offering the trade their new 
nail bin counter, No. 2336-A, which is 
specially adapted to stores with lim- 
ited space and where it is necessary to 
condense the stock. 

It measures 8 feet long, 42 inches 
high and 36 inches across the top, and 
has 42 openings, the larger openings 
or bins, of which there are 30, will 
hold a: keg of nails, while the smaller 
bins are intended for staples, brads, 
washers, nuts, etc. 

From the strong manner in which 
this counter is built it would seem as 
if it should last a lifetime. 

The exposure is of solid oak with 
oak-top paneled ends with an antique 
varnish finish. 

The bottoms are slanting and cov- 
ered with galvanized steel with a pro- 
jection ledge, so that nails can be 
taken out without any inconvenience. 


Heller’s Bin 


Shapleigh Saw Set 


The Shapleigh Hardware Company 
of St. Louis is introducing to the 
trade its No. E100 saw set. 

It is especially adapted for hand 
Saws, cross-cut saws, small circular 
saws or back saws and capable of 
very fine adjustment in both anvil 
and gauge screw. 

The frame is nickle-plated and pol- 
ished malleable iron. The hammer, 
head and anvil are hardened tool steel.. 





SF 


The new Shapleigh saw set 














There are screws for setting hand’ 
saws. 

The adjustment is quick and easy to 
accomplish as both hammer and anvil 
are the same length. 

The work is in full view at all times. 
and insures perfect uniformity, the: 
company claims. 








August 13, 1914 





HARDWARE AGE 




















Double your pleasures of being in business 
by owning an equipment of Warren Hardware 
Fixtures. 


Warren Fixtures are built on the Sectional 
Interchangeable Unit System; they are dust, dirt 
and moisture proof. 


The ability of these widely known fixtures 
to properly and systematically show hardware to 
the best advantage is too well known to require 
further comment. 


Our designing department is very complete 
and at the command of all merchants who antici- 
pate the purchase of new fixtures. 


Send to-day for Standard Catalog No. 215 
and for Economical Catalog No. 65. 


J. D. WARREN MFG. CO. 


503 Masonic Temple, Chicago 


The Originators of Sectional Hardware Fixtures and the largest manufacturers 
of hardware fixtures in the world. 
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DRAWING A SQUARE TO ROUND 


General Procedure the Same as in Drawing a Rectangle to Round 
By A. F. MUELLER 
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Pattern for a square to round 


S a usual thing a rectangle to round is mis- 
A named and in the shop is called a square 
to round, and in this article, not to be too 
technical, this shop name is used and the rectangle 
to round called a square to round. The general pro- 
cedure to develop the surface of either is the same. 
In this example the round or circular end in the plan 
is so located that one side and one end of the rect- 
angular end are tangent to it. It can readily be 
seen that the fitting cannot be equally divided into 
two parts by referring to Fig. 1, and therefore the 
true lengths of all of the construction lines must be 
found. If the fitting was a square to round and the 
ends similarly located it could be divided into two 
equal parts by a diagonal line A-C as in Fig. 2, 
and then the pattern for one-half would correspond 
to the pattern of the other half. 
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Through the center of the circle in the plan, draw 
lines that are at right angles to each other and also 
parallel with the side and the end, dividing the circle 
into quadrants. Space the arcs of these quadrants 
into the same number of equal spaces and 
from the points in each arc, draw lines to the ad- 
jacent corner of the rectangle. As from the points 
in the arc 1, 2, 3, 4 draw lines to the corner C, etc., 
and all of these lines will be plans of construction 
lines or they may be viewed in another manner and 
be termed foreshortened lines whose true lengths 
must be found. As the two ends are parallel it is 
not necessary to draw an elevation, the hight being 
known. 

If there is plenty of room at hand, which will 
only occur when the fitting is small, the diagrams to 
find the true lengths may be placed above and below 
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Using a 
NICHOLSON Flat File 


ou a “‘bracket.’’ 
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_ Files That Sell— 
And Satisfy 
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~f0, help you sell Nicholson Files. 





“NICHOLSON” files 
are made from steel of 
special analysis, rolled 
according to the most 
rigid specifications. 


“NICHOLSON” file 
Steel is the result of 
exhaustive tests that 
have proven it best 
adapted to the making 
of files of superior 
quality. 
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The NICHOLSON files upon your shelves are half 
sold just because they are branded “NICHOLSON.” 
That name tells a story of File Value to fle users— 
they buy on sight of it. 


WOL s 
SSS% 
OSA. 


(TRADE MARK) 


Intimate knowledge of file users’ requirements, 
gained by over 50 years’ experience, devoted exclu- 
sively to file making, is concentrated in the brand 
that bears the “ NICHOLSON” trade mark shown 
above. 


The net result to the user, of money value to you, 
is the absolutely satisfactory file service given by 
“NICHOLSON” files. 


Your Jobber Can Supply You 


Nicholson File Co., Providence, R. I. 
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the plan as Figs. 3 and 4. At other times the dia- 
grams must be constructed apart from the plan by 
' transferring lines instead of by projection, as in 
Fig. 5. This latter method is the better one as it is 
always a risky business to interlock views or dif- 
ferent drawings which leads to confusion of lines 
and results in mistakes. 

Radially project the lengths of the lines from A 
in the quarter circle 7-10 and B in the quarter circle 
10-1 to the line A-B and then project the points on 
A-B to a parallel line as A’-B’ in Fig. 3. Draw a 
distance away equal to the hight of the fitting the 
line A°-B° to which project the points A and B of 
the plan. From all of the points 7 to 10 draw lines 
to A° and from all of the points 10 to 1 draw lines 
to B° and these lines, shown dotted, will be the true 
lengths of lines of corresponding letter and number 
in the plan. In Fig. 4 construct a similar diagram 
to find the true lengths of the lines C to 1-4 and 
D to 4-7. 

The diagram in Fig. 5 is constructed by drawing 
lines at right angles, as C-C’ and C’-4, making C-C’ 
equal to the hight of the fitting. From C’ set off 
on C’-4 the lines in the plan that terminate in C and 
lines drawn from the ends of these lengths or the 
points 3, 2, 1, 4 to C will be the true lengths of 
lines having the same numbers and letters in the 
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plan. In the same way construct diagrams to ob- 
tain the true lengths of the other several sets of 
lines. 

After having decided where the seam is to be 
located, in this instance at E, in the plan, draw 
line C-B in Fig. 6 equal in length to C-B in Fig. 1. 
With B as center and radius the true length of B-1, 
intersect an arc from C whose radius is the true 
length of C-1, which true lengths are all developed 
in the diagrams, locating. point 1. From B and true 
length B-12 intersect an arc whose radius is 1-12 
in the plan locating point 12. Continue to assemble 
the various lengths until point 10 is reached. With 
10 as center and radius 10-A, from Fig. 3, inter- 
sect an arc from B whose radius is the length of the 
side of the rectangle B-A, locating the corner A. 
With A as center and the various true lengths in 
the diagram as radii describe a series of arcs. Be- 
ginning at 10 and with the length of the spaces in 
the circle in Fig. 1 step from arc to arc, 10 to 9 to 
8 to 7 locating point 7. From 7 and radius equal to 
the hight of the fitting intersect an arc described 
from A whose radius is A-E in the plan, locating E. 
In the same way locate the points 1 to 7’ and the 
points D and E’. Connect the points as shown and 
then will Fig. 6 be the net pattern for the fitting in 
one piece. 
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The City Hall in Dallas, Texas, was the center of a striking display of builders’ hardware shown in the window 
of the Moroney Hardware Company 


A Striking Display of Builders’ 
Hardware in Texas 


f dime Moroney Hardware Company, Dallas, Texas, 
recently decorated its front window attrac- 
tively with a display of lines of builders’ hardware, 
made by Sargent & Co., New Haven, Conn. | 

In the center of the window was a reproduction 
of the City Hall in Dallas, the hardware trim con- 
sisting of door handles, escutcheon plates, locks, 
knobs, bolts, and hinges; other articles were shown 
at each end. 

In front of the steps there was a carpenter’s 
spirit level. The arrangement was exceedingly 


simple -yet effective and one which compelled 
attention. The idea is one easily adapted to local 
conditions. 


W. A. Comstock, for many years secretary and 
treasurer of the Cleveland Wire Spring Company, 
Cleveland, Ohio, has been elected president of that 
company to succeed R. C. Moodey, deceased. J. W. 
Campbell, formerly assistant treasurer, has succeeded 
Mr. Comstock as secretary and treasurer. E. S. Page 
was re-elected vice-president and E. L. Farrow was 
elected assistant secretary and treasurer. 


THE RuBICON TooL & Mrc. CoMPANY, Dayton, Ohio, 
has been incorporated by E. J. P. Hill and others, to 
manufacture metal specialties. 
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Hardware Dealers Attention 








GARFORD HOMELITE Plants are furnished 
in four standard sizes, 25-50-75-100 lights, Power 
developed can be used not only for lighting but 
for other purposes, such as pumping water, shell- 
ing corn, cutting feed, etc. 


To responsible dealers we have a business prop- 
osition to make that offers splendid opportunities 
in sales and profits. Our plan of Co-operation is 
comprehensive and complete, and wideawake 
— business men should avail themselves 
of it. 


ADDRESS 


We want to establish business relations with 
reputable Hardware dealers everywhere—on the 
Garford Electric Home-lighting and home power 
system. 


There are thousands of these systems in daily 
successful use, and the field of sale is only limited 
by the number of Farm and Suburban Home Own- 
ers in your locality. 


This system of electric Home lighting is a time 
tried and proven success, and we only want to get 
in touch with responsible business concerns that are 
willing to sell and distribute in their territory—and 
enjoy the splendid profits that active sale work rep- 
resents, complete descriptive matter—prices, terms 
and discounts on application. 3 


The Garford Mfg. Co. occupies a 
factory of 250,000 feet of floor 
space and employs regularly 600 
men. Located in Northern Ohio. 


» 


Garford Manufacturing Co., Elyria, Ohio 








SPLITDORF MAGNETOS 


iow and high tension—are made in a wide range 
of models for all manner of work and they'll 
give your motor more power—make your motor 
run smoother and quieter than will any other 
make, and, equipped with one, you can always 
start your engine on a quarter turn. 


We'll exchange your present magneto of any 
make on a liberal allowance basis for an up-to- 
the-minute SPLITDORF low or high tension. 


SPLITDORF PLUGS are not experimental—they 
are standard. Known since their first appearance 
as the “common sense plug’’ they are exactly that 
—no more and no less. SPLITDORF PLUGS will 
outlast your motor—thousands are rarely removed 
from a cylinder head. There is nothing fanciful 
about them—they are made to endure any and 
every strain of ignition put upon them. 


Why not Stock Up on a standard article 
always in demand? 


SPLITDORF ELECTRICAL COMPANY 
98 Warren Street NEWARE, N. J. 











of “Bridgeport” “Searchlight” Gas 
Lanterns will convince you of their 
profits—a bicycle lamp without 
equal. 

Simple and easy to operate; no tools 
necessary. [Throws a clear, penetrat- 


ing light. Made of brass, heavily 
polished and nickel-plated. 


Ask your jobber about “Bridge- 
port” bicycle pumps also. 
Send for new booklet. 


Bridgeport Brass Company 
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Increasing Sales 























MOnORD I NCOESSORIES 

















PROFIT-SHARING WITH THE CONSUMERS OF 


_—_ specializing of accessories 
and equipment for Ford cars 
has become an international busi- 
ness of considerable magnitude. 
The reasons for this great volume 
of trade in the extras that go to 
make up a more completely work- 
ing car and one that will present 
a better appearance are quite ob- 
vious: There are now 600,000 cars 
of this make in daily use all over 
the world. Over two-thirds of this 
number are in use in the United 
States. One individual make of 
motor car is becoming almost as 
common as horses and buggies were 
previous to the advent of motor 
cars. This car expressly manufac- 
tured for the masses requires equip- 
ment and a number of accessories 
which have been proven of consid- 
erable extra value to the car, both 
as to its improved appearance and 
better working efficiency. These 
additions to the car are no detrac- 
tion from the basic value of the 
ear, which is worth all the manu- 
facturer asks for it; and any im- 
provements that can be made by the 
owner increases the. value and effi- 
ciency of his car to that extent. 


300,000 Possible New Purchasers of 
Ford Accessories 

A plan of profit-sharing with the 
‘consumer, the innovation promised 
by Henry Ford at the time of his 
sensational announcement of a ten- 
million-dollar dividend among - his 
employees last January, has just 
been made public. In substance it 
is that under specified circum- 


FORD CARS 


stances, every purchaser of a 1915 
Ford car will receive a check on or 
about August 1, 1915, for a part of 
the price he paid. 

The manufacture of the 1915 
output of Ford cars was commenced 
August 3. Following the annual 
custom of the company, the prices 
of the car were reduced. Last year 
$50 was deducted from the prices 
of the touring car and roadster. 
This year the touring car was re- 
duced from $550 to $490 and the 
roadster from $500 to $440. 

If the sales of cars between 
August 1, 1914, and August 1, 1915, 
reach 300;000, every customer buy- 
ing a car of either model between 
those dates will receive a check for 


$40, making the actual reduction 


for all cars double the reduction in 
price made a year ago. The amount 
distributed will be $12,000,000, or 
$2,000,000 more than is being dis- 
tributed among the employes this 
year. If the sales should appreci- 
ably exceed 300,000 cars there will 
be a still further division of profits, 
based on a percentage of the addi- 
tional sales. Profit sharing with 
consumers will not affect the profit- 
sharing with the company’s em- 
ployes. 
This Innovation Will Treble Sales of 
Ford Accessories 

There is no question that the 
sales of this car will go to 300,000 
during the 1914-15 season, and 
there is a good chance that the sales 
will go beyond that figure. The 
business in accessories and equip- 
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ment for these cars will be propor- 
tionately increased. At present 
there is an extensive demand for 
Ford accessories and it will keep on 
rolling up until it will have become 
the dominating factor in the motor 
car accessory business. 


Maburn Superior Vul- 
canizer No. 1 


The Mapes & Burns Mfg. Com- 
pany, 16 Fulton avenue, Rochester, 
N. Y., is manufacturing two sizes 
of steam vulcanizers. The No. 1 
will repair and vulcanize tires un- 
der 4 in., and the No. 2 outfit will 
vulcanize all tires over 4 in. The 
main casting of these steam vulcan- 
izers makes up a combined steam 
boiler fitted with a neat, reliable 
steam gauge and a_ vulcanizing 
mold. The side edges of this mold 
are so shaped as to take close to the 
bead on a clincher tire, thus permit- 
ting of easy repairing of rim cuts. 

There are 60 sq. in. of steam- 
heated surface in the No. 1 vulcan- 
izer at one setting of the tire. Heat 
for making the steam is supplied 
by a one-burner kerosene lamp 
stove, which is fitted into the bot- 
tom of the main casting and rests 
on the base of the machine. This 
stove can be quickly removed for 
lighting and filling. The Maburn 
Superior vulcanizer uses no air 
bags or solid forms whatever, there 
being substituted a bag of specially 
heat-treated granulated clay, one 
large one for casings and one small 
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our Dealers— 





We plan to help you 

in three big ways. 

First — by building 
plugs that please your 
customers and bring re- 
peat business. Second— 
by building the best plug 
for each purpose, so that 
you can carry a full line 
to meet every request. 
Third—by guaranteeing 
you against all chance 
of risk—(unsold plugs 
are returnable for cash). 





At the right is a sample 
of Sharp advertising 
that is an additional aid 


to you. 


THE SHARP 
SPARK PLUG CO. 


3388 Broadview Rd. 
CLEVELAND 
OHIO 





For every. purpose 
SHARP. SPARK PLUGS 










SHARP 
REGULAR 








N the Sharp line 
there is a particular 
plug built especially 
for each kind of spark 
duty. 







The Sharp Primer is the The Sharp Regular is 
only priming device the unique “self-clean- 
which compels the prim- ing” plug—record 40,000 
ing charge to flow into miles without attention. 
the spark—note con- Built for long life and 
struction. steady service. 


The Ford Special—a 
dependable plug, built 
of selected materials 
and containing the 
famous Sharp Mica 
Insulation (com- 
pressed under 1800 
lbs. pressure). 


















Sharp Motorcycle 
Plug, built with the 
Same care and atten- 
tion, and containing 
the same _ exclusive 
mica insulation. MOTORGVere 





FORD 
SPECIAL 





For full prices 
and details ask 
your nearest 
dealer or write 
us for illus- 
trated descrip- 
tion folder. 


The Sharp 
Spark Plug 
ompany 
3388 Broadview 
Rd. 
Cleveland, 
Ohio 






GOLIATH 








































































i enh 





88 


one for tubes. These bags, when 
in place, will radiate the heat down- 
ward and help to cure the rubber 





Maburn superior vulcanizer No. 1 


from the inside as well as from the 
outside. The retail price for the 
No. 1 is $15 and for the No. 2 $25. 


Quick-Shift Wind-shield 
Attachment 


The Morris Hardware Company, 
McConnelsville, Ohio, has just an- 
nounced the Quick-Shift ventor 
wind-shield attachment for the 
Ford car. This device will convert 
the ordinary stationary wind-shield 
on the Ford car into an adjustable 
ventilating type. 

The exclusive and important 
feature of the ventor is the man- 
ner in which the shield may be 
opened and shut, or the quick shift 
idea, which has been found to be 
absolutely necessary for the com- 
fort and protection of the driver 
when meeting rapid changes of 
weather conditions and dust. The 
vent is also in the proper place to 


The 
QUICK-SHIFT 





New wind-shield attachment for Ford 
car 


direct the air to the floor of the car, 
where it is needed. This is accom- 
plished by swinging the lower half 
of the shield in a yoke or frame 
which is easily attached to the dash 
by the same clips which formerly 
held the wind-shield. The yoke is 
made of channel tubing with rub- 
ber inserted for the wind-shield to 
close against. The controlling de- 
viee located in the center of the 
yoke, which allows the wind-shield 


to be placed in any desired position, 
consists in a corrugated arm with 
spring pressure. The arm is low- 
ered slightly with a light pressure 
of one hand and the shield may be 
shifted instantly to the desired 
position, while the car is running. 
When releasing the arm a corruga- 
tion engages the lower edge of the 
shield and holds it fast at the will 
of the driver. The ventor can be 
attached in a few minutes without 
drilling any holes. Retails for 
$7.50. 


McMaster Barrel Hoist 


The Waverly Oil Works Com- 
pany, Pittsburgh, Pa., is the dis- 
tributor of the McMaster Barrel 
hoist which enables one man or boy 
to do the work which formerly 
necessitated three or four men. 

The McMaster Hoist is both a 
jack and a truck. As a jack it 
lifts the barrel and supports it sol- 
idly with the faucet about 18 inches 
above the floor. As a truck the 
barrel can be wheeled about with- 






























































The McMaster barrel hoist, showing, 
from left to right, the hoist, then with 
a barrel in process of elevation 


out danger of slipping or upset- 
ting. The hoist handles both 
wooden and steel barrels. It is 
made of malleable iron and al- 
though more than _ sufficiently 


strong, weighs only about 24 
pounds. When not in use it folds 
up flat. A barrel raised from the 
floor is a material safeguard 


against fire. There is no chance 
for oil-soaked waste and dust to 
accumulate. A leaking barrel in 
this way is quickly discovered and 
floors are easily kept clean and 
sanitary. 


THE MOLINE PLOW COMPANY, Mo- 
line, Ill., has opened a branch house 
in Atlanta, Ga., where the Southern 
Moline Plow Company has been or- 
ganized. F. S. Patterson, a long-time 
resident of New Orleans and a man 
who is thoroughly acquainted in the 
South, has been engaged as manager 
of the Atlanta branch. Trade in Mis- 
sissippi, Alabama, Georgia, Florida 
and North and South Carolina will 
be handled from the Atlanta branch. 
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Polo Tire Alarm 


The Polo Tire Alarm Company, 
Great Northern Bldg., Chicago, III, 
has come to the front to supply mo- 





Polo tire alarm No. 14, sectional view 


torists with an automatic device 
that will warn them when the 
pressure of air in their tires is 
within the lowest limit permissible 
before a blow-out is liable to occur 
for lack of sufficient air. The idea of 
an automatic alarm is to warn au- 
tomobile drivers when the air pres- 
sure in tires becomes too low, was 
conceived by Mr. Polo several years 
ago, and after many experiments 
and at.great expense he perfected 
the Polo pneumatic tire alarm, 
which. has been thoroughly tried 
out in actual use under all condi- 
tions. 

It is strongly and compactly con- 
structed; the body is bored from 
solid brass and all parts are made 
from non-rusting or corroding 
materials. The tension spring is 
made of tempered bronze and is 
guaranteed to remain permanently 
accurate. Polo pneumatic tire 
alarms are adjusted to these stand- 
ard pressures: To alarm at 30 
pounds minimum, “Ford Special”; 
to alarm at 40 pounds, “Standard”; 
to alarm at 70 pounds, “heavy 
cars.” The retail price is $1.50 
each, or $6 for a set of four. 


Yankee Wrench Jaw 


By means of the attachable 
Yankee wrench jaw, a monkey 
wrench can be turned into a pipe 























Yankee wrench jaw 


wrench in a few seconds. The jaw 
is simply clamped on to the upper 
or stationary jaw of the wrench. 
It retails for 25 cents and is manu- 
factured by the Bow Mfg. Com- 
pany, Elgin, Il. 
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Somers, Fitler & Todd’s Autocar 


Runs 15000 Miles in First Year 
Without Loss of a Day 
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Total Repair Expenses for Year $20; 
Such Good Service They Will Buy Another 


VERY Mill Supply man and Hardware 

dealer knows the big Pittsburgh firm 
of Somers, Fitler & Todd, machinery and 
supplies for contractors, manufacturers, 
mines, railroads and steamboats, and their 
experience with the Autocar Delivery 
Vehicle is of importance. They state the 
following :— 

“Up until a little over a year 
ago we were handling all our 
small packages by local ex- 
press for deliveries on the out- 
skirts of Pittsburgh. While 
the costs of this method were 
not excessive, the results were far from 
satisfactory, due to failure on the part of 
-the local express companies to hold up their 
end on deliveries. 

“In April, 1913, we bought an Autocar 
Delivery Vehicle. We thought that it might 
increase the cost of delivery but that the 





‘‘Used in Every Line 
of Business”’ 


improved service we could give would be 
worth the money. 

‘‘We find, however, at the end of the first 
year that the total cost of operation of our 
Autocar has not exceeded the amount we 
formerly paid the local express companies, 
and in addition we have been able to use our 
Autocar for many purposes 
where the local express could 
not help us out. 

“During this period (April, 
1913-May, 1914) our Autocar 
has traveled over 15,000 miles, 
has not been laid off a day and 
has cost us but $20 for repairs. 

“So satisfactory has been the service of 
our Autocar that we are contemplating the 
installation of another. In our judgment 
there is no ton-and-a-half truck built that is 


a peer of the Autocar.” 


What the Autocar has done for the delivery service of 


Somers, Fitler & Todd it can do for YOU. 


Write in to-day 


to Dept. G for our new book on motor delivery. ‘= 


The Autocar Co., Ardmore, Pa., Est. 1897 


Motor Delivery Car Specialists . 
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which the Ford construction has to 
contend. The Cox device is easily 
attached by anyone. There are no 









holes to drill, as 


it is simply 









clamped into position. 


It has an 
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Auster Extending Ton- 


neau Shield 


The Chas. H. Fryer Company, 
Providence, R. I., is the American 
manufacturer of the Auster ex- 
tending wind shield. This shield 
completely and absolutely protects 
the occupants of the back seat from 
back draught, wind, dust, slight 
showers and all other similar an- 
noyances of motoring. It can be 
easily attached to any car. It does 
not interfere with entrance or exit 
and is folded up out of the way 
when not needed. Over 30,000 of 
these shields were sold in London 
and Paris. With the Auster ex- 
tending tonneau shield fully ex- 
tended and the top up, the rear seat 
of the car is converted into a closed 
ear. It retails for $75 and the 
manufacturer desires to interest 
hardware dealers in handling it. 





“Mars-Tun” and “Mars- 
Chlor” Batteries 


The Bright Star Battery Com- 
pany, 430 West Fourteenth street, 
New York City, now packs its 


The Auster extending tonneau shield 


“Mars-Tun” and “Mars Chlor’” bat- 
teries 50 and 100 in a straw board 
container, which obviates to a large 
extent any chance of shortage, 
keeps the goods in better condition 
in transit and makes a handier 
method of handling the batteries by 
the stock clerks. 


Cox, Safety Axle and 
Radius Rod Support 


The Cox Brass Mfg. Company, 
Albany, N. Y., claims that “there 
is nothing so essential for the Ford 
car as the Cox safety front axle 
support.” Owing to the construc- 
tion and design of the Ford front 
axle, the wishbone or triangle 
radius rod being supported or con- 
nected above the center, has a great 
tendency on rough roads, at rapid 
speed, of tilting or bending the 
axle toward the back. With the 
use of the Cox safety axle support, 
the manufacturers claim that the 
rigidity of the car is increased. It 
keeps the roads better, makes driv- 
ing easier and assures safety, as it 
gives a double truss support, over- 


coming the greatest difficulties with 
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Cox safety front axle support 





adjustable feature in the movable 
clamp, which connects to the I-beam 
axle. This can be adjusted at any 
time to line up the wheels. Re- 
tails for $5. 


The Jiffy Tire Tool 


The R & B Mfg. Company, 5525 
Woodland avenue, Philadelphia, 
Pa., is manufacturing a practical 
tire tool. This Jiffy tire tool will 
remove tires without the use of 
other tools. In its operation there 
is no hammering on rims, no 
chisels to spread them apart, no 
screw drivers or punches to pry out 
locking rings and no pliers or 








































































Showing the way to use the Jiffy 
tire tool 


wrenches to remove valve stem 
nuts. In fact, the Jiffy subserves 
many purposes for work in putting 
on or removing tires. Every mo- 
torist is well acquainted with the - 
usual difficulty in removing tires, 
especially those that have been on 
the wheels any length of time and 
have become “frozen” to the rim. 
The Jiffy retails for $3.50. 


THE SOUTHERN WIRE & IRON Works, 
53-59 Martin street, Atlanta, Ga., 
manufacturer of wire window guards, 
bank and office railings, ornamental 
wire and iron work, -etc., of every 
description, is making arrangements 
to erect a three-story building at 63 
Martin street. Catalogs on the above 
lines requested. 
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ELECTRIC WARNING SIGNAL 


The Sparton warns! It doesn’t make pretty 
music, nor work pretty often—it warns! 


Its clear dominant note crystallizes the hesi- 
tant pedestrian’s thought—it makes him move. 


And since it warns him in good time, he 
holds no grudge against the autoist. 


Sparton is made in a size to “‘fit’’ every car 
and every motor boat. 


It doesn’t stay in stock. 


Write. 
Prices from $7.00 to $15.00. 


‘he Sparks-Withington C 


ackson, Michigan, U. a 
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NOTES OF THE RETAIL HARDWARE TRADE 


HEBER SPRINGS, ARK.—The Jackson Hardware Company has 
been incorporated as the Jackson-Haywood Mercantile Com- 
pany. It has an authorized capital stock of $15,000, and will 
do a wholsale and retail business. The firm will handle base- 
ball goods, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicies, churns, crockery and glassware, 
cutlery, dog collars, dynamite, electrical household specialties, 
fishing tackle, furniture department, galvanized and tin 
sheets, hammocks and tents, harness, heating stoves, heavy 
farm implements, iron beds, kitchen cabinets, kitchen house- 
furnishings, lime and cement, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, toys and games, wagons and 
buggies, washing machines. 


DUBLIN, Ga.—The Laurens Hardware Company has been 
incorporated and has begun business with a capital of $15,000 
with the privilege of increasing it to $50,000. The company 
will be under the management of its incorporators, who are 
S. Tilden Hall, M. A. Shewmake, B. D. Kent, and C. D. Hil- 
burn, who have taken over the Shewmake-Hall-Company. 
The Laurens Company will occupy the building used by the 
former firm, but the entire front will be remodeled and the 
most up-to-date hardware fixtures installed. Catalogs re- 
quested on refrigerators. 


PLANO, ILL.—The Ross Hardware & Electric Company has 
“antigen the business of Henry Stahlee and has added sport- 
ng goods, cameras, supplies for eee. and an elec- 
trical department. Catalo requested on bicycles, electrical 
goods, builders’ hardware, furnaces, bathroom fixtures, plumb- 
ing fixtures and supplies, gasoline engines, kitchen cabinets, 
sewing machines, sporting goods and crockery. 


HUNTINGBURG, IND.—Charles Baker, who ey ag * pur- 
chased the hardware and furniture store of W. A. artin, 
better known as the Stratman Hardware store on Fifth 
—* ae sold the stock to Nugent & Stewart, of Washing- 
ton, Ind. 


KIRKLIN, IND.—The Ira Thompson stock of hardware has 
been sold to John W. McKinney, Jr. Catalogs requested on 
bathroom fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s hardware, 
churns, cream separators, cutlery, dairy gal eee dog collars, 
dynamite, electrical household specialties, furnaces, galvan- 
ized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refrigera- 
tors, sewing machines, shelf hardware, tin shop, wagons and 
buggies, washing machines. 


MUNCIE, IND.—The officers of the Shirk Hardware Com- 
pany have been changed and are now, president John Inlow, 
vice-president E. M. Inlow, treasurer W. P. Inlow, and sec- 
retary L. A. Guthrie. 


ATLANTIC, [a.—Coe & Hoffman have bought the hardware 
business of Mrs. E. B. yd. 


HARLAN, I4.—A. L. & G. L. Rule have bought the hard- 
ware business of Henry Hoffman at 612 Market street. 


HINTON, Ia.—The Hass Shuenk Hardware Company will 
open a hardware business here in about 90 days. The firm 
will be wholesale and retail and will carry baseball goods, 
bathroom fixtures, bicycles, bug whips, buiders’ hardware, 
churns, cream separators, cutlery, dog collars, electrical 
household specialties, fishing tackle, furnaces, galvanized and 
tin sheets, hammocks and tents, heating stoves, heavy hard- 
ware, home barbers’ supplies, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing department, 
prepared roofing, pumps, ranges and cook stoves, refrigera- 
tors, sewing machines, shelf hardware, silverware, sporting 
goods, tin shop, washing machines. 


HUBBARD, Ia.—C. A. Clancy & Son have moved into their 
new store. Catalogs requested on bathroom fixtures, belting 
and packing, builders’ hardware, churns, cream _ separators, 
cutlery, dog collars, dynamite, electrical household specialties, 
furnaces, galvanized and tin sheets, gasoline engines, heating 
stoves, lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poultry pace. pumps, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
ware. ‘in shop, wagons and buggies, washing machines. 


PULASKI, IA.—W. L. Harbidge has purchased the hardware 
business of E. J. Hootman. 


WHITTIER, IA.—William Martin has sold his business to R. 
W. Patten, who has increased the general stock and added 
gas engines and power washers. Catalogs requested on au- 
tomobile accessories, belting and packing, buggy _ whips, 
builders’ hardware, dairy supplies, fishing tackle, galvanized 
and tin sheets, gasoline engines, harness. ating stoves, 
heavy hardware, lubricating oils, paints, oils, varnishes and 
glass, pumps, ranges and cook stoves, shelf hardware, tin 
shop, washing machines. 


CuBA, KAN.—C. W. Welch, of Kansas City, has sold the 
stock of D. G. Haniel which he bought recently to the J. J. 
Shimek Trading Company. The firm expects to build an ad- 
dition large enough to handle all hardware lines about De- 
cember 1 


PITTSFIELD, Mass.—The <. T. Brigham Company has been 
incorporated and will do a general business in paper, hard- 
ware, etc., at 220 West street. The. capital stock is $30,000. 
The officers of the company are president, Herbert W. Clark; 
treasurer, Clarence T. Brigham. 

OLIvet, Micu.—A. H. Covey has sold his implement busi- 
ness to G. C. Adams. 

ELLENDALE, MINN.—Sherman Hyatt. of Albert Lea, has 
bought the Gulbrandson hardware stock. Catalogs requested 
on automobile accessories. baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, churns, cream separators, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, kitchen housefur- 





nishings, linoleum, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
toys and games, wagons and buggies, washing machines. 


_ LAKE City, MInN.—John Schmauss has succeeded to the 
implement business of Fick and Isensee. 


NICOLLET, MINN.—Durrenberger Bros. have sold their hard- 
ware store to Louis Dahms, who has added aluminum ware 
to the former stock of baseball goods, belting and packing, 
builders’ hardware, churns, cream separators, cutlery, dog 
collars, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, hammocks and tents, heating stoves, lubri- 
cating oils, mechanics’ tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, shelf hardware, silverware, sporting goods, tin shop, 
washing machines. 


WINONA, MINN.—The C. A. Bauerlen Hardware Company 
has been succeeded by the Morrison Risser Hardware Com- 
pany at 109-111 East Third street. 


ALBANY, Mo.—H. W. Kerlin, O. L. Grace and B. Guess have 
pe ge the Lee Reece Hardware stock which they will 
andle in connection with their implement, buggy and har- 
ness business, under the name of the Farmers’ Hardware 
Implement Company. Catalogs requested on baseball goods, 
bathroom fixtures, buggy whips, builders’ hardware, children’s 
vehicles, churns, cream separators, cutlery, dog collars, fish- 
ing tackle, galvanized and tin sheets, harness, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, silverware, sporting goods, tin shop, toys and 
games, wagons and buggies, washing machines. 


_ COWGILL, Mo.—The Cowgill Hardware Company has been 
incorporated with a capital stock of $12,500. The incorpora- 
tors are S. F. Thompson, O. T. Cramer and J. W. Meyers. 
Catalogs requested on automobile accessories, baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, dog collars, dyna- 
mite, electrical household specialties, fishing tackle, furnaces, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, kitchen housefurnishings, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and glass, plumbing depart- 
ment, poultry supplies, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing. machines, shelf hardware, 
silverware, sporting goods, tin shop, toys and games, wagons 
and buggies, washing machines. 


NEWTON, Mo.—-C. A. Coons has sold the hardware stock 
which he ught from Collins & Son to the Tucker-Thomas 
Hardware Company. The company carries automobile acces- 
sories, baseball goods, bathroom fixtures, belting and pack- 
ing, bicycles, buggy whips, builders’ hardware, children’s 
vehicles, churns, cream separators, cutlery, dairy supplies, 
dynamite, electrical household specialties, fishing tackle, 
galvanized and tin sheets, gasoline engines, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, lubricating oils, mechanics’ tools, poultry supplies, 
pumps, ranges and cook stoves, refrigerators, shelf hard- 
ware, silverware, sporting goods, tin shop, wagons and bug- 
gies, washing machines. 


BRUNSWICK, NEB.—W. H. Rasmussen, of the firm of Rose 
& Rasmussen, has sold his share in the hardware business 
4 — Wahrer. The new firm will be known as Rose & 

ahrer. 


GIBBON, NEB.—T. B. Williams has sold his hardware stock 
and business to C. R. Gordon. Catalogs requested on buggy 
whips, builders’ hardware, churns, cutlery, fishing tackle, 
galvanized and tin sheets, hammocks and tents, heating 
stoves, lubricating oils, ranges and cook stoves, refrigerators, 
shelf hardware, silverware, tin shop, washing machines. 


GUIDE Rock, Nges.—John S. Marsh is erecting a building on 
the site of the one which was destroyed by fire June 14. He 
expects to enter the new building October 1, and will carry 
baseball goods, bathroom fixtures, belting and packing, bi- 
cycles, buggy whips, builders’ hardware, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, hammocks and tents. heating stoves, heavy 
farm implements, heavy hardware, lubricating oils, mechan- 
ics’ tools, poultry supplies, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys and games, washing machines. 


SCRIBNER, NeEB.—F. H. Ranslem & Son have moved into 
their new building, and have a floor space of 6600 square 
feet. The firm carries automobile accessories, baseball goods, 
bathroom fixtures, bicycles, builders’ hardware, children’s 
vehicles. churns, cream separators, cutlery, dairy supplies, 
dog collars, fishing tackle, furnaces, galvanized and tin 
sheets, hammocks and tents, heating stoves, home barbers’ 
supplies, lubricating oils. mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department. ranges and cook 
stoves, refrigerators. shelf hardware, silverware, sporting 
goods, tin shop, washing machines. 


MINEOLA, N. Y.—The Latham Brothers Hardware Com- 
pany has opened a store on Main street. Catalogs requested 
on builders’ hardware, building paper. cutlery. heavy hard- 
ware, kitchen cabinets, linoleum, lubricating oils, mechanics’ 
tools. oil cloth, paints, oils, varnishes and glass, and pre- 
pared roofing. 


WIMBLEDON. N. D.—Robert M. Evans has opened a hard- 
ware store here. Catalogs requested on automobile acces- 
sories, baseball goods, belting and packing, bicycles, builders’ 
hardware, churns, cream separators, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, galvanized and tin sheets, hammocks and tents, heat- 
ing stoves, heavy hardware, home barbers’ supplies, kitchen 
housefurnishings, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, wagons and buggies, washing machines. 
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You Can Sell Spark Plugs— 
if They are the Right Plugs 


BETHLEHEM cox SPARK°PLUGS 
are the plugs to sell 


Bethlehems save fuel for the car owner—by 
giving complete combustion and more power- 
ful explosions. 


The long electrodes projecting into the middle 
of the fresh mixture are the cause. 


Bethlehems give more power because they 
give a strong, hot spark always—and there’s 
never a chance of leakage in compression. 


There are four points to spark —one will 
always work. 


Less fuel, more power, certain ignition, a 
GUARANTEE FOR THE LIFE OF THE 
CAR—what other plug gives you such strong 
sales features? 


Complete Assortment of Standard 
Plugs for $25.00 in Display Case 








This case contains every type of spark plug 
that you’ll need—and saves you all trouble 
and expense of finding out what is the proper 
assortment. Send us your order for display 
case. 


Your profit on Bethlehems is over 100%. 


Booklet and catalog sent free. 


THE SILVEX COMPANY 


171 Madison Ave., N. Y. and Oakland, Cal. 


These Jobbers Stock Display Cases : 


Union Hardware & Metal Co., Los Angeles. 
Baum Iron Co... Omaha. 

Bornewell Calvin Co., Kansas City. 

Julius Andrea & Son, Milwaukee. 

Philip Gross Hardware Co., Milwaukee. 
Electric Appliance Co., Chicago and San Francisco. 
Fairbanks, Morse & Co., New York, and Branches. 
Southwest Gen’! Electric Co., Dallas, and Branches. 


HARDWARE DEALERS 
find it profitable 
TO RECOMMEND 
















Spark” Plugs 


Customers 
appreciate 
their 

superior 
service 


Guar- 
anteed 
to 
Give 
on 

Less Gas 
and to 
Outlast 
Any Car 


Retail Prices: 
“MIKA,” $1.25 


PORCELAIN, $1.00 
(as illustrated) 





Write for Our Offer 
to Hardware Dealers 


The V-Ray. Ca." san 



























THe GREAT RIGHT WAY 


TO STOP RADIATOR LEAKS. 


Pour it in ~ now. 
Finds the leak and 
fixes if in 15 















| solder. SE-MENT-OL 

dissolves in the water. In 
>? _ passing thra the leak the cool 
’ air c it ino a cement that 
effedua the cavity. Drain 
and refill radiator with fresh water. 
A live one for live dealers. 


obey f SARIN et rae 
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A Good Position For You 


may be listed in one of the 





Help Wanted and 
Business Opportunity 


Advertisements 2c. per word 





1) me IT A POINT 


to 





every week 


-least $2,500.00 available cash to 
finance yourself until you prove your| implement trade and associated lines, 
worth this is not a proposition for) desires position as man 
i in Indiana, Illinois or 

town not exceeding 3000 population 
Ad- omen Results guaranteed. Ad-itwo articles of 
ress 


ads. on this page. 


the others know your 





Better 
read them all over and find 
it. If not—an ad. will let 


Display rates 


want. 





—$1.00 minimum rate. 


Situations Wanted 


ac. per word— 50c. minimum. 


These Advertisements are Payable 
in Advance 


a part 
on request. 









read these pages. 


are paying for. 


It is 


of the service you 








Help Wanted 


: dle Weel 


Business Opportunities 





Original letters of.reference should 


MANUFACTURER of large line 


not be enclosed with replies to ad-|of household specialties wants local 


vertisements appearin 
umns as they are frequently mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 





MANUFACTURER of full line 
household specialties wants local 
representatives in all important cities 
to handle line on commission. De- 

rtment stores, hardware dealers, 
instalment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “ . care HARDWARE 
Ace, New York. 





SALARIED POSITIONS 

We have calls for tinners, plumb- 
ers, salesmen, clerks, stenographers, 
etc. If you wish a position we can 
place you. Write for particulars— 
laces you under no _ obligations. 
g stem Service Company, St. Louis, 

issouri. 





COMMISSION SALESMEN who 
have an established business calling 
on retail hardware, house furnish- 
ing and variety store trade to handle 
a pular priced line of tinware 
and sheet metal goods. This is not 
a temporary or “side line” propo- 
sition. e want hard working, 
successful men who stick to a ter- 
ritory and who can hold the trade. 
Give full details about yourself 
and your territory in first letter. 
Much territory between Pittsburgh 
and Denver open. dress 
“Y. D.,” care Harpware Acze, New 
York. 





SALESMAN — Here is a live 
money making proposition for you; 
a side line that is a side line selling 


in these col-| representatives in all important cities. 


Drawing account with liberal com- 
mission for the right man. Want 
young men who have sold goods in 
retail hardware store and believe 
they can sell goods on the road. 
want to educate these men in this 
way to handle our line and equip 
them to handle larger trade. Write 
giving full particulars of experience, 
etc. dress “‘Z. > care Harp- 
WARE AGE, New York. 





_ WANTED—Salesman on commis- 
sion to handle _ leadin line of 
stoves and ranges. e 
strong line and want someone who 
can get the business. 
tory you cover. Address “Z. X.,”’ 
care Harpware Ace, New York. 














_ Situations Wanted : 








BUILDERS HARDWARE man, 
39, wants chance to better himself; 
22 years’ experience, 5 years at 
wholesale and 17 years at retail. 
Address “Y. G.,” care HarpWare 
Ace, New York. 





MIDDLE AGED MAN, 20 years’ 
experience in hardware and mill 
supply business, seeks position with 
manufacturer or jobber as _ sales- 
manager or buyer, where experience, 
energy and sincerity count; at pres- 
ent employed; habits very good and 
can furnish best of references. Ad- 
dress “Z. H.,” care HARDWARE AGE, 
New York. 














to retail hardware dealers; the pe 
gest value ever offered in automobile 
accessories. sure money maker 
for you—write. The Garford Mfg. 
Co., Elyria, Ohio. Accessory Dept. 


HARDWARE SALESMAN; hon- 
est and ambitious, 13 years’ retail 








WANTED—A capable clerk in a 
hardware store, having both city and 
country trade in New Jersey. Per- 
manent position to the right man. 
Answer in own handwriting, stating 
age, experience and salary expected; 
give reference and address of last 
employer. “Z. W.,” care HARDWARE 
Ace, New York. 





A REAL SALESMAN—One who 
understands hardware lines, ac- 


experience, wants position with good 
hardware house. Address “Z. O.,” 
Harpware Ace, New York. 














Wei H 


have a| Jj 


State terri-| 





DO 
| YOUR BUSINESS for cash? 
jus a brief description and we 


buying, selling or 
stock of hardware we can be of 
great service to 
out intimate knowledge of these mat- 





States. Address “H. B. G.,” 
ARDWARE AGE, New York. . 


IF YOU ARE DESIROUS of 
exchanging a/jstock of 


ou on account of |cation 


ters in every section of the United/lished business, 
care|to retire on account of age. 


Business Opportunities 


FOR SALE——Clean, up-to-date 
general hardware; _in- 
voicing about $12,000.00. Fine lo- 
in central Illinois. Excep- 
tional opportunity in a well esta 
No trades. Wish 
Ad- 
HARDWARE 





fon “2 ¢.” 
jAom, New York. 


care 














CASH FOR 


ers and sellers together. 


rice, write me. 


eferences. Address Frank P. 


_ Express Building, 








YOU WANT TO SELL 
Send 

will 
advise you if we can handle it. Our 
charges are less than 1 per cent. 
Our System of Service means quick 
results. Address System Service 
Co., St. Louis, Mo. 





BUSINESS OPPORTUNITY — 
Controlling interest, “close corp.”’; 
substantial amount of stock still in 


treasury, fully peice nonassessable, 
manufacturing high grade _hard- 
ware at good profit; equipment 


excellent condition; business grow- 
ing rapidly; price $25,000; much 
larger value can be shown. Address 
mi care HArpware Ace, New 

ork. 





FOR SALE — Hardware store, 
,Northeastern Nebraska; reasonable 


investment; money maker. Address 
Post Office Box No. 715, Sioux 
City, Iowa. 





MAN CAPABLE MANAGING 
office and financial affairs. Willin 
to invest a substantial amount o 
monev in a high grade manufactur- 
ing business making good profit. 
Rapid growth requiring more work- 
ing capital. Apply only in writing. 
References required. Conference can 
then be arranged if mutually ad- 
vantageous, Address “Z. E.,” care 
HarpwAarE Ace, New York. 





RUSSIAN YOUNG MAN (26), 
thoroughly familiar with exporta- 
tion of hardware and machinery, 
able correspondent and an efficient 
worker, desires position in or out of 
town. Address “Z. N.,” care 
Harpware AcE, New York. 


FOR SALE—Clean, up-to-date, 
stock hardware, housefurnishings 
and paints; suburb of New York; 
low rent with steam heat; chance to 
make money; will require $4,500; 
owner wants to retire. Address 
wo * ool care HArpware Ace, New 

ork. 








uainted with the largest jobbers 
Sacoutiant the East; big enough to 
open a New York office for us and 
make it pay. Must be financially 
responsible and have capital suffi- 
cient to operate, but can arrange 
with us for drawing account. We 


represent by far the largest line of|::,,. Address “T. ..” care Harp- 
r 


tools offere in this 
country. § le line includes over 
350 pieces. lso five good Ameri- 


imported 


ENERGETIC, temperate and 
strictly honest retail and_ builders’ 


hardware man desires position with| of 


ood up-to-date house; can furnish 
est of references and recommenda- 


ware Ace, New Yo 


place established 40 years; good rea- 
sons for selling; a 
dress E, F. Jarrett, 


FOR SALE—Stock of hardware, 
sporting goods, etc., with fixtures, 
in live, growing and up-to-date town 
5,000 in Pennsylvania German 
section of Eastern Pennsylvania. 
Plenty of work; no labor troubles; 


ood stand. Ad- 
maus, Pa. 





can factories and take entire output. 
Right party can make himself in- 
dependent in a few years. Give 
age; past occupation; references 
first letter. Unless you have at 


t is wanted is a good, 
clean, high-class man. To such 
— a will be easy. 

ss “X CEL,” care Harpware 
AGE, Otis Building, Chicago. 


you. 





New York. 


with eleven years’ 
wholesale and retail hardware and 





AN OLD ESTABLISHED retail |!ike amount. 
MARRIED MAN-—27 years old,|firm, with a Dun’s rating of D+1%, 
experience inj|located on Market Street, Philadel- 
phia, between the two railroad ter- 
minals, having plenty of window and 
er of store|store space for displaying goods, is 
isconsin, injin the 


market 


merit. 


YOUR BUSINESS 
OR REAL ESTATE—I bring buy- 
No matter 
where located, if you want to buy, 
sell or aeons any ae of prop- 
rty.or Dusi nywhere a n - 
est sy ee EP pablished 188), over 11,000 population. 


Cleveland, Real Estate Expert, 2166|c@™¢ HArpware Acgz, New York. 
Chicago, 


fruit 





FOR SALE—Stove and house 
furnishing business, doing an ex- 
cellent business and in one of the 
best towns in the Middle West of 
Good rea- 
Address “Z, R.,” 








sons for selling. 











SHEET METAL SPECIALTY 
FOR SALE—Dies, machines and 
unassembled stock for a sheet metal 
apecsetty of which hundreds of 
thousands are sold annually, can be 
urchased for a few hundred dol- 
ars. Just the thing for a _ sheet 
metal manufacturer to add to his 
line or can be operated as a sep- 
arate business. ddress “Z, T.,” 
care Harpware Acge, New York. 











| 
i 





FRENCHMAN actually employed 
y big Paris jobbing concern 
knowing perfectly all French hard- 
ware firms, quite familiar with 
American lines saleable in France, 
with long experience of this trade 
and used to American methods, 
wishes to find firm of general hard- 
ware seeking to cultivate this mar- 
ket, undoubtful references. Address 
me ~— care Harpware Acz, New 
ork, 











AN OPPORTUNITY fora hard- 
wareman of executive and _ sales 
ability and highest reference to 
buy part or all of an old established 
wholesale and retail hardware and 
iron business, located in the most 
important railroad manufacturing 
and agricultural center in Pennsyl- 
vania. Expenses and competition 
small. Profits large. Five to 
twenty thousand dollars required. 
Owner wishes to retire. Address 
Ms Som care Harpware Ace, New 
ork. 

















A SPLENDID REAL ESTATE 
INVESTMENT FOR SALE OR 

EXCHANGE FOR A GOOD 
HARDWARE STOCK. On ac- 
count of partnership disagreement, 

this exceptional ~~ income prop- 

erty consisting’ o 17 two-story 

brick houses, arranged into stores, 

flats and dwellings, located in one ~ 
of the best and permanent neigh- 

borhoods in the City of St. Louis, 

Mo., being right across from one 

of the finest Parks, Public Schools, 

Library and Churches in the City, 

also convenient and not more than 

5 minutes’ ride from the factory 

district on the Eastern Illinois side, 

always rented and occupied by an 

honest working class, at the low 

rental of $5,850.00 yearly. Will 

trade equity of $28,500, balance at 

5%, for a good hardware stock of 

Address “Z. Z.,” care 

Harpware Ace, New York. 





A $15,000 STOCK of hardware 


a the k for the exclusive|in the best town in the best county 

distribution, in this city, of Py orjin the State of Florida, 
t 

“Z. V.,” care Harpware Acz,/with full particulars, “Z. a are i a.” to 


in the 


section. Address “V. Y.,” 





Harpware Ace, New York. leare Harpware Ace, New York. 
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Are you one of the : 
Nation Wide Audi- “Delta” 
ence of Opportunity Superiority 


Has Been Proved 


S ce k er S ? Through Comparative 


TESTS 


You may be a hardware store 
proprietor or manufacturer 
and have need of a clerk or 
salesman. You may be a clerk 
or traveling salesman and want 

‘a better position or a new line al “The only 
@: . Line of Files 


of goods to represent. —— 
, = — from 3 to 24 


inches that 











You are sure that somewhere 


ee ee fs 


NS 8 we 8 OU OP eee YS OF 


i = Fro @ dl . we 


there is a firm or individual 
able to supply what you want. 
But the problem is, how to lo- 
cate that party. 





€ 


Opportunity 


xchange 


of HARDWARE AGE offers you 
an inexpensive means of communi- 
cating your want to a great au- 
dience of hardware merchants, 
manufacturers and important em- 
ployees in practically every town 
and city throughout the country. 
Among them is possibly the very 
man or company you want to reach. 
They read and respond to adver- 
tisements in the “Opportunity Ex- 
change.” Put yours there now. 


Write for information and find 
out how moderate our rates are— 
“Opportunity Exchange,”  c./o. 
HARDWARE AGE, 239 West 
39th Street, New York City. 


are made ab- 
solutely of 


Crucible 
Steel’’ 


Why continue using 
other brands when 
the best is pro- 
curable? 


The best file is the 
most economical in 
the long run, 

cause it increases 
the quali and 
quantity 0 our 
output and sts 
longer. 
If you are not using 
the “‘DELTA,’’ get 
one from your 
dealer. Every deal- 
er is authorized by 


price paid if the 
file is not exactly 
as we claim. 


DELTA Files 


sizes, so as to 
meet your every 
requirement. 


Wetrade 
mark all our 
files for your 
rotec tion. 
n’t let your 
dealer sell you any 
other kind — get 
the most value for 
your money — the 
‘““‘DELTA.,”’ 





If your dealer 
does not handle it, 
write us direct. 





DELTA 


Delta File Works 


Philadelphia, Pa. 


Chicago Office: 62 E. Lake St. 
New York Office: 260 West St. 
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~ MAKE EVERY VISITOR 
A BUYER 











Every visitor to your store is not a 
buyer—neither is every buyer a large 
spender. 


These are two conditions which you 
should try to overcome. You can take 
a long step forward by having your 
stock complete. 


It has not reached a state of ideal per- 
fection, however, until you have placed 
in stock a representative line of 





DESESy Kong py zz. Wend Cele) a 


QuaLity GUARANTEED 











The attractive appearance of every Disston Tool 
helps you to sell the mechanic. Their efficiency 
and durability is so well known to every ex- 
perienced mechanic that the sale is as good as 
closed when you show him the Disston Brand on 
the tool he inquires for. 


We back our saws and tools with a strong guar- 
antee, but there is no “come back” to a Disston 
product. When a tool does not suit the buyer and 
he brings it back you have lost a certain amount 
of standing with him. You avoid this risk by 
recommending the Disston Brand. 


Our advertising department has many 
helps for increasing your business. This 
service is free to you—write us. 











HENRY DISSTON & SONS 


INCORPORATED Established 


Keystone Saw, Tool, Steel and File Works 1840 
cuca ii PHILADELPHIA, U.S. A. 
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Special Steel Level and Plumb No. 500 


This level is one of the most popular tools on the market, weighing two-thirds of the weight 
of an ordinary cast-iron level. Milled posts hold top and bottom plates rigid, equaling solid con- 
struction. End post steel encased. The glasses are easily adjusted by relieving screws. Its 
lightness and durability commend it to progressive workmen. In Statuary Bronze Finish. Three 
Sizes. Unaffected by Heat or Cold. 

You'll sell them easily. No better time than now to stock them. Write at once for prices. 


SOUTHINGTON HARDWARE CO. Southington, Conn. 











Carpenter 


Chalk 

















iit fae. le N= 4 pieces 
; : ee eeme|: 5c. retail 
Our Friend, the Bricklayer Bo 
He knows its past, and thus foretells the future This is just one of our complete line 
of his ROSE. 
He has carried its use beyond the borders of | f oloni al 
his own country. 
He has compelled us to enlarge our factory. ( h 3 Wax 
He guarantees your profit for offering him r ayons 
a stock of ‘*‘A CRAYON FOR EVERY PURPOSE” 


His ROSE The “Colonial” manufacturing process 


ensures uniform quality, accurate colors and 


Destats tek camtedibiite elivanh te tilts, Wel ek teoed smooth, clear marks. Please write and let 





te write fer new price list or for any special service te us show you how to get— 
Wm. Rose & Bros. ite. 1a More Sales and a Larger Profit 
Sharon Hill, Pa. ot ie 








iim + Crayon Co., °:8° Akron, Ohio 








Chains—All Kinds 


STEEL, BRASS, COPPER 


Our Chains are made from HIGH GRADE 
material by AUTOMATIC ‘MACHINERY, 
rivet heads SPUN, making a very SMOOTH 
finish which will prevent chains interfering 
when hung side by side. Capacity of chain 
plant 30 MILES PER DAY. We carry a 
large stock and can make PROMPT ship- 
ments. Send for Catalogue. 


THE {SMITH & EGGE MFG. CO. 
CABLE CHAINS BRIDGEPORT, CONN., U. S. A: | 
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The Popular Syracuse Garden Barrow 


In addition to being the Strongest, this is <i 
the handsomest Barrow on the Market. GZ 






—SS_ S| 
———=— 
_ 
7 


Ne. 141 Medium with Wood Wheel 

No. 161 é 66 Steel sé 

No. 142 Large ** Wood " 

Ne. 152 oe ** - Steel os 

No. 148 Extra Large with Wood Wheel 
No. 158 > ” ” Steel os 


Handles, legs and wheel are painted red. Sides and 
front olive. Handsomely striped and ornamented. 
All well coated with a durable varnish. 


Frame is well made of seasoned ash with three cross-bars 
mortised into the handles. Bottom boards are set into the rear 
cross-bar, which prevents splitting at the ends. Strongly braced 
throughout. Furnished with springs when desired. 


Syracuse Chilled Plow Co., Syracuse, N. Y., U.S. A. 
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INSURE 
YOUR PROFIT 








Made a little different— 
a little better than others, 
cost no more, sell easier 
and oftener. Our cate 
alog shows a long line of 
profit makers—pumps of 
+ neg design constrtc- 
on and adaptability. 


















HAYES PUMP & PLANTER CO. 


GAL Wen... iL... 


































PETERS PNEUMATIC PUMPS 


FOR HAND, BELT OR ELECTRIC POWER always satisfy the most particular cus- 
tomer, because they always deliver the air and water; they are specially designed for 
this particular work. There’s a distinct satisfaction and efficiency in “PETERS 
PUMPS” that makes every job boost for you, and pay you a good profit. 


Dealers and Jobbers, write us to-day. 
PETERS PUMP COMPANY, KREWANEE, ILL. 
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WE DON’T HAVE betas ARGUE 


Ohlen Arc Ground <iiitiaa 


OHLEW ARC GROUND 


Cross Cut Saws dena I WIWEWI HTT 


Pe 8S ee fey 


ARE THE BEST, WE ADMIT Ir 


Mr. Dealer, we can build for you a strong, solid, substantial, profitable- 
repeating Saw Business on our Quality Saws. Ohlen Saws ‘satisfy and 
therefore bring Repeat Orders. Write for catalogue No. 56. 


THE JAS. OHLEN & SONS SAW MFG. CO., pecan Ohio, U.S. A. 
The Grover File Co., Nashua, New seiiedaias 

New York City, 33 South St. New England Distributing Agents. St. Louis, Missouri, 2329 Olive St. 

San Francisco, Calif., 200 ist St. 


Atlanta, Georgia, 440 Marietta St. 











PARIS GREEN 


(Urania Green—New Brand) 


Has only about half the 
specific gravity of ordinary 
brands and is thus more easily 
kept in suspension. 





Urania New Brand 


CA RT ON Paris Green 


Also contains a higher percent- 


has solved the Chain problem for f , -d 
sind: Serienllabiniee nana age of arsenious acid. 

A Neat, Strong, Shelf Package secdeiatiaieeiatéieas 

which gains in popularity every ‘ , ‘ 

day. , ginal tes ; Chemische Fabrik Schweinfurt 
Five sizes in the Samson. Ten sizes Schweinfurt A/M, Germany 


in the Bulldog Pattern. 100 feet in 


each carton. For terms to the trade and full details, 


address 

CLEVELAND GALVANIZING WKS. CO. 

CLEVELAND, OHIO W C 

DISTRICT SALES OFFICES The hite Tar mpany 

ee ee. isk ciasscord! 84 to 86 Chambers St. 105 John Street New York 
a PPP rere ee ener Spruce St. 
TS m8 ED ae aere 515 Mission St. ’ 
BA MPMI SK io 6.0 660s pincceces 1007 N. Alameda St. Sole Agents for the United States. 

















No.1 70 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in the 
world. Send for New Catalog. 


The Ney Mfg. Company 
- CANTON, OHIO 





No. 170 
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CARTON ASSORTED RIVETS 





Tubular Rivets and Bifurcated Rivet 


Packed in CARTONS, Assorted j ! A 
* Lengths 50 and 100 Rivets to 


Box. 12 Boxes to Carton 


TRITIIGTT 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MEG. CO., Waltham, Mass. 
Chicago Branch: 316 North Michigan Ave. 








Increased Profits 
on Sash Cords 


Our “ALBA” and “STAR” Brand Sash 
Cords make quick sales, satisfied cus- 
tomers and MONEY FOR YOU—and 
they will back up your statements every 
time. 


Stand more strain than heavier cords 
and work freely. 


The quality is there—the prices are low 
because these cords are made for wear 
and have no spots or fancy frills that 
increase manufacturing cost and add 
nothing to their strength. 


We will be glad to send you prices and 
samples—write now. 











ESTES MILLS 


FALL RIVER, MASS. 


CLOTHES LINES SASH CORDS 
MOPS 


WICKING MACHINERY WASTE 


SAND PAPER 


IN REAMS AND ROLLS 








Business Improves 


In Your Store 
If You Sell 


Watrous- Acme 
Butts, Hinges 


and 
Builders Hardware 


A complete and well-made 
line at RIGHT PRICES. 


Let us have your inquiries. 


Watrous-Acme Mig. Co. 
DES MOINES, IA. 


Chicago Sales Office: 
180 N. Dearborn Street 





FLINT PAPER 


GARNET PAPER AND EMERY PAPER 





EMERY CAGIn 
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Order STANLEY’S No. 3000 
‘‘Twinrold’’ Self-Tightening 
Vaile on COILED DOUBLE a 
nm cevrer BOX STRAPPING | atseivnst 
can’t Sip Pat. Sept. 26, 1911; Nov. 5, 1912 ee 
The Stanley Works, New Britain, Conn. 


100 Lafayette St., N. Y. 73 E. Lake St., Chicago 
See page 77 























(Patented) Cut Full Size 


Griffin’s Original M AKES GOOD 


Fleur De Lis Pattern Every Worcester 
Blount Improved 


Wrought Steel Surface Hinges rAcelgegy abv 


as to materials, life, 





Y 

are still acknowledged to be the most ° 
popular ornamental SURFACE hinges and perfect action. 
ever placed on the market. The strong, Guaranteed abso- 
massive and artistic design and the beau- lutely, and we want 
tiful finish of these hinges meet the de- every dealer to re- 
mand for high class work. y : 

zeae binges are qorered a patents place any defective 
controlled exclusively by this Company. art at any time— 

Fleur de Lis Hinges are widely adver- exces we i here 
tised. They are the best known surface 
hinges made, and may be found in prac- to make good. 
ry Mog of the most artistic homes o Information today. 
Msn ne for our fa ee of ere 

ardware, explaining fully the GRIFFIN 
line, and place stock order direct with The Worcester Mfg. Co. 


vour jobber at once. 
WORCESTER, MASSACHUSETTS 

















THE GRIFFIN MFG. CO. 
37 Warren St., New York ERIE,PA.  17E. Lake St., Chicago 


SP Het AS 


HINGES—BUTTS—STEEL STAMPINGS 
Plain, Japanned, Galvanized, Sherardized and Plated 























Pater : Our unequalled facilities and complete equipment enable us ‘YRave 
to produce special hinges, butts or steel stampings to your or- 
der in any size, shape, design or finish for less than you could 
get them elsew ‘here—quality considered. 

mane Send us samples or blue-prints of special goods you are a 
now using and get our prices. 


McKINNEY MFG. CO., PITTSBURGH, PA. 
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BLACK DIAMOND FILE WORKS 





ESTABLISHED 1863 INCORPORATED 1895 
Twelve Medals of Sutictel Cicand Piles 
Award at pecial 
INTERNATIONAL GOLD MEDAL 
Expositions Atlanta, 1895 





Cepy of Catalegue will be sent free to any interested File User upom applicatien. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 

















; cae as Sane maa 5, pears egarscnn. on pe eenamscragy spoematr cpr Oey 5 cee 7 ety 
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“Yankee” 


Bench 
Drills 
with Automatic ) 


Friction and 
Ratchet Feeds |f[ 












We remind you that the 


Walworth Vise is the best 
on earth for pipe. 


No. 1003 — One | 
Speed. Drills up 
to % in. 


No. 1005 — Two 
Speed. Drills up 
to 4 in. 


It is equal to any for | 
’ Sx. With these new automatic feed features 
Machine Shop Work. ; the “Yankee” is at once the quickest and 
most desirable Bench Drill made. A Bal- 
timore jobber writes: “We sold two drills, 
No. 1005, which you shipped on the 17th 


‘5 ult., as soon as we showed them up. Ship 
Walworth Mfg. Co. [é ae ae 
BOSTON, U.S. A. ; Let your jobber quote you at once. 


NORTH BROS. MFG. CO. 
PHILADELPHIA, PA. 























Factories at Seymour, Conn. 


MANUFACTURERS OF | 
MECHANICS’ TOOLS 
Augers, Auger Bits, Chisels, 
Drawing _ Knives, 
Gouges, Hollow Au- 
gers, Gimlets, Boring 
Machines, Screw 
Drivers, High Grade 
Tools. Look 
for the Swan. 











ik Send for Catalog 


New York Office—100 Lafayette St. 
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ACME REMOVABLE FELT TIPS, 
the only INSULATOR against noise. 
bey fit any furniture, are easily ap- 
oe. easily removed. ‘Used extensive- 
y by Hotels, Public Institutions, Rail- 
roads, Clubs, etc. We will furnish you 
no charge, with all the samples = = nee 
to convince your customers. et after 
this now. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 
Agents—J. C. McCarty & Co., 29 Murray St., New York 





ADOLPH KASTOR & BROS. 
109 & 111 Duane Street, New York 


MANUFACTURERS AND IMPORTERS OF 


CUTLERY 


SOLE AGENTS: 
W. H. MORLEY & SONS 
Imported Pocket Knives, Scissors and Razors 
WADE & BUTCHER’S Celebrated Razors as 
THOMAS WILSON, Butcher Knives 
CAMILLUS CUTLERY COMPANY’S 
American Pocket Knives 


WE SELL TO THE JOBBING TRADE ONLY 

















TAPLIN 


Dover Egg Beaters and 
Household Specialties 


THE TAPLIN MFG. CO. 
143 Chambers Street 
New York 
New Britain, Conn. 














Every Razor 
A Safe One 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 

’ a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come easy. Write 
at once. 


L. T. WEISS. mites? tonman & Co. 


291 Taaffe Pl., Brooklyn, N.¥. 9 preat Tomer St 


























tke Bing Beater 
and Cream Whip 


The Bing beats eggs, wits ne and 
mixes salad dressings by forcing a 
million pin-head air bubbles through 
them. 

The Bing fluffs liquids into froth— 
mechanical stirrers take a great deal 
longer, and never approach the Bing’s 
results. Pint and a half size. 


Fifty cents retail—good profits. 





Order from your Jobber er 


BING MFG. CO. 
MINNEAPOLIS MINN. 


sancieiimmenemmnemeineaten 
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THE DAY 


AFTER 


Washday 
used to be a 
day of misery 
for Milady of 
the House. 

But nowa- 
days the Hill 
Dryer. has 
solved the practi fe problem—folks just 
hang things on the Hill. 

Write At Once 


HILL DRYER CO., 316 Park Avenue 
WORCESTER, MASS. 











Keystone Boiler Handles 





a fa. 4, Tiseleies; ‘Boiler Hendie 
poe clips of these handles are made from pany sheet steel, 
Oo 


brightly tinned, best oy and finest finish. ur different 
styles for boilers and four different styles for covers. 
Write for prices and samples. 


Made by 





Berger Bros. Co., 229-231 Arch St., Philadelphia 











We will be de- 

lighted to mail 

you our — 
O 


MAJESTIC 
Coal Chutes 


and quote you our 
best dealers’ proposi- 
tion. 

Write us to-day. 


THE MAJESTIC spon 


Huntington, Ind. Kansas City, Mo. 
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THE 
e 
Chicago Ladder 
is specially adapted for use 
‘in Hardware Stores. This 


Ladder cannot tip—will turn 
corners if desired. 


NOISELESS TRACK 


See this space for other 
kinds next week or send 
for booklet telling all about 
Rolling Ladders. 


The Bicycle Step Ladder Co. 


62 Randolph St., Chicago 





| MILBRADT 








There are 
more of them 
in use than 
ALL other 
makes. 


an unequaled 
reputation 
for ACCU- 


410NED BY EVERYONE 
18 “LINE OF GOODS 


mE Junin peuLe C0: SAGINAW, MICH. 


THESE ARE Ag: a UNQULis 
FAMILIAR 


NEW YORK 





LADDERS 


will pay for them- 
selves in a short 
time by enabling 
you to wait on 
more trade, save 
the wear and tear 
on your fixtures 
and goods, as well 
as bring the ap- 





store up to date. 


Write for cata- 
logue showing a 
large number of 
styles suitable for 
all kinds of shelv- 
ing. 


Milbradt Mfg. Co. 


2410 N. 10th St. 
ST. LOUIS, MO. 











SHOE SLOYD 


KITCHEN OYSTER 
atl KN IVES sees, 
HANGERS? MAKERS’ 





fl _— oe = 


pearance of your ' 


August 13, 1914 





Robert Murphy’s Sons Co., Ayer, Mass. 














PR EMAX 


i 


=~, DOG LEAD No. 8 





This chain has a slim, handsome, strong link, made of 
thicker material than is usual for so light a chain, a good 


steel cross-bar and all steel snap with swivel. It is 
sufficiently strong for dogs of medium size. We are put- 
ting it at a price that ought to bring us orders for thou- 
sands of dozens ~< it is perfect in every way, in link, 
snap and cross- 
All our PREMAX and PREMAX SPECIAL Chains, also 
Snaps, Curry Combs, Picket and Tent Pins, Swivels, etc., 
are shown in Catalog No. 24H, mailed on request. 


NIAGARA FALLS METAL STAMPING WORKS 
Hardware Specialties 
NIAGARA FALLS, N. Y., U. S. A. S-83 











American Steel & Wire Co. 


MANUFACTURERS OF 











Woven Wire Fence, 
Gates Steel Fence Posts 
and Poultry Netting 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 


—— 











The Worcester Lawn Mower Co. 
Worcester, Mass. 


Have their NEW CATALOG in 


COLORS ready for mailing. Ask 
for it 






' SELLING AGENTS: 
J. C. McCarty & Company, 21 Murray St., New York 











TOWNSEND GAVE TO THE WORLD 
THE BALL BEARING LAWN MOWER j{ 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and, finish. 


S. P. Townsend & Co., Orange, N. J. 














eS a a 


—— 
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Made by THE UNION HORSE NAIL CO. 


1506-1522 W. 22d ST., CHICAGO, ILL. 








Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


COVERT’S SADDLERY WORKS 
Interlaken, N. Y., U. S. A. 








The Hling Hame Fastener 
Sells at Sight! 


Simplest, strongest, 
safest harness specialty 
on the market. 
On or off in a second. 
Holds hames uniformly 
tight, no matter who 
hitches up. 
Horse can’t open it or 

cvese0 break it. 

Fully guaranteed. 

All jobbers; $2.00 per dozen. Look for “Kling” on 
the lever. Samples sent to any dealer on receipt of 10 
cents postage. 


The National Safety Snap Co. (Inc. ' 
Dept. H Wilmington, O. 


Sole manufacturers of the Kiingsnap and the 
Kiing Hame Fastener. 











American Steel & Wire Co. 


MANUFACTURERS OF 


American & Griswold 


Bale Ties 





CHICAGO WORCESTER CLEVELAND 
NEW YORK DENVER PITTSBURGH 














PEN-DAR LEAF RACKS 


; a at OXY YVVVAAAAA AD ’ 

mo SOX KK i 
Re WAR RAX KY 
yee), a, ty ix 6 Ny 4% KX 





Used on wheelbarrows with removable sides, for 
gathering leaves, cut grass and rubbish; capacity 10 
bushels, made of galvanized wire, bolted to a wooden 
base. Price, not including wheelbarrow, $4.00. 


Manufactured by 


EDWARD DARBY & SONS CO., Inc. 
247 Arch Street Philadelphia, Pa. 











No. 5 Side Pull No. 2 Straight Pull 


Practical, strong and durable Round Lugs 
adaptable for all purposes. 

Will stand the severest strain. We make all 
styles of lugs. Our Catalog and discounts will 
interest you. 


Racine Tank Lug Co., Racine, Wis. 














ea celccel am Moltt al Ohi sell atc olbie-lsleye 


'G &x RB’ 


Galvanized Poultry Netting 


: ] 
always gives satisfaction, whi h is a guar- 


. to the dealer that he will hav 
antee to the dealer that Ne will Nave no 
é< } | *9 ; | 

come backs. lf ate handles wire nettings 


of our manufacture. 


The Gilbert & Bennett Manufacturing Co. 
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American Steel & Wire Co. 


MANUFACTURERS OF 


Nails, Staples, Spikes, 
Tacks, Barbed Wire. 





CHICAGO WORCESTER CLEVELAND 
NEW YORK DENVER PITTSBURGH 











C. G. HUSSEY & CO. 


Pittsburgh Copper and Brass Rolling Mills 
ie ice. Fil [SBURGH, PA. 


MANUFACTURERS 


Sheet Copper, Bottoms, Roll Copper, 
Tinned and Polished Copper Nails, 
Spikes, Rivets, Conductor Pipes, Eaves 
Trough, Elbows, Shoes, Mitres, Etc. 


Branch Warehouses in 
New York, Chicago, St. Louis and San Francisce 








Berger’s World Ventilators 


Made with either Metal 
Hood or Glass Top. 

Built on scientific prin- 
ciples. 

Mechanically perfect. 

Made in a great variety 
of sizes suitable for pri- 
vate dwelling or the largest 
factory. 

Write for catalog. 


THE BERGER MBG. CO. 
CANTON, OHIO 











Morton’s Bronze and Steel 


CABLE SASH CHAIN 


Are:the best substitute for sash cord 
ever made. Some in daily use over 
25 years. These chains are easily 
applied to any window. 


MANUFACTURED BY 


THOMAS MORTON 


245 Centre Street NEW YORK 






















The 
Permanent 
Roof 


There’s nothing to decay in the Cort- 
right Roof, no exposed nails to rust 
off, no chance for wind to get under 
the shingles and blow them away. 
Cortright Metal Shingles overlap and 
interlock so that no wind, rain, sparks 
or flame can penetrate. 
Why not get more of the roofing busi- 
ness in your vicinity this year by 
handling this quick selling, easily 
handled, eminently satisfactory roofing 
that answers every building and insur- 
ance requirement—that is nationally 
advertised and favorably known? 
Just say on a postal ‘‘Send your 
_' dealer’s proposition.’’ No obligation. 


Cortright Metal Roofing Co. 
Philadelphia and Chicago 




















BIGGER NAIL PROFITS 


TRADE MARK 














Send for free samples of 
SIMPLEX ROOFING NAILS 
H. B. SHERMAN MFG. CO. Battle Creek, Mich, 











EK. H. Titchener & Co. 
STAPLES 














NO KE YS. 
Merely Press the Buttons 


Notice the buttons numbered 
from 1 to 8. Eight buttons are 
on each side, any of which may 
be included in a combination. 
Padlocks are set on different 
combinations, and as more 
than 40,000 are possible, each 
purchaser is assured of a com- 
bination known only to himself. 
volt Wrase’and trons "without 
so rass an ronze ou 
ee ce veenaeitten a bit of iron or steel to rust out. 

to Dealers It will last a lifetime. Made in 
one size only—weight 5% ounces. 


The Edwards Mfg. Co., ‘““‘The Sheet Metal Folks”’ 
510-520 Eggleston Avenue Cincinnati, Ohio 
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Sell Ready-Made 
Screw-Holes 


You don’t have to create a demand. The de- 
mand is already created. Everybody needs them, 
but until they know that they can be had, and 


where to buy them, they will do without them. 
Dealers, here is your chance to make a good in- 
vestment. 

Send today for our mounted sample—our little 
traveling salesman. 


STINE SCREW HOLES COMPANY 
Decatur, Illinois, U. S. A. 
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American Steel & Wire Co. 


MANUFACTURERS OF 


hina Wire Rope 
and Aerial Tramways 





CHICAGO WORCESTER CLEVELAND 
NEW YORK DENVER PITTSBURGH 




























Drop a Line to Klein 


if you want to carry tools 
that you can back with a 
—) guarantee. 


= 8) We've Been eng 5 tania Them 
for 50 Years 


Dealers should write for illustrated catalog of 
Tools and Hardware Specialties. 


Mathias Klein & Sons Geen? 

















Write for 
Prices 
To- 
day- 





q 








ail 


Trade Mark on hatchets is 
a hall mark insuring quality, 
strength and durability. The 
reinforced handle is 50 per cent. 
stronger than wooden handled 
hatchets. A profitable line to sell. 


BURGESS-NORTON MFG. CO. 
GENEVA, ILLINOIS 





























Fresh Air and Protection! 


The Ives Window 
Ventilating Lock 





A Safeguard for Ventilating 
Rooms, allowing windows to. be 
left open at the top, the bottom, 
or both top and bottom, with en- 
tire security against intrusion. 


Descriptive circular mailed 
on application. 


THE H. B. IVES CO. 


NEW HAVEN, CONN. 





Sole Manufacturers 








We STUDY 


to produce Torches and Fire Pots that 
will last for years, and in the hands of 
the user give perfect satisfaction. We 
are building our business by supplying 
the trade’s demands with the best re 
Pots and Torches we can make, and 
when we place our name and trade mark 
on a Fire Pot or a Torch, it is a guar- 
one that the tool is right in every re- 
spect. 


Ask any mechanic who uses a Red- 
Hot Fire Pot or Torch why he can do 
his work quicker and better, and he will 
tell you that it is because of the superior 
quality and construction, and the greater 
amount of heat obtained, with a large 
saving in fuel expense. 


All leading jobbers will supply at fac- 
tory price. Send for free catalog. 





No. 57 Red-Hot Fire Pot: 
Price Each $6.00Net. ASHton Mig. Co. 


17 Alling St., Newark, N. J., U. S. A. 














iit, 











In Considering the Product Gonsider the Plant 


There’s a scientific explanation for the QUALITY 
of all WEST LEECHBURG products. 

Basic Open Hearth Metal—rolled into deep draw- 
ing strip steels of ductility, endurance and strength. 

From carefully selected materials, these are pro- 
duced in one self contained plant. 

Open Hearth Furnaces—Hot Finishing Mills— 
Cold Rolling Mills—Pickling and Annealing Depart- 
ments, with all of the auxiliary equipment necessary 
to produce HIGH GRADE Steels, backed by an Or- 
ganization specializing in the Processes that give to 
the Drawing, Forming, Stamping, Tube and Mould- 
ind Industries materials eminently fitted to meet the 
most trying conditions. 


West Leechburg Steel Company 


Farmers Bank Building Pittsburgh, Pa. 











Best Paying Line 
Luther Tool Grinders 


ROFITS talk! That’s why the majority of 
America’s lead- ' 

ing hardware deal- 
ers sell Luther 
Grinders. Pioneer 
line — exclusive 
im pr ovements 
— action-getting 
selling helps. 










Write for catalogue 
and our proposition 
to dealers. 


Luther Grinder Mfg. Co., 984 Point St., Milwaukee, Wis. 
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Eureka Copper Hammers 


are sure sellers 
to machinists 
and engineers, 
because  supe- 
rior to. steel 
hammers for 
many uses, 
Will drive work 
to place with- 

out marring. 
Furnished with or without handles. Sizes: 1 to 16 Ib. 
Let us supply you direct. Circular and Trade prices 
sent on request. 


The Eureka Company 
NORTH EAST, PA. 














American Steel & Wire Co. 


MANUFACTURERS OF 





Telephone and Telegraph 
Wire. Electrical Wires of 
every description 





CHICAGO 
NEW YORK 


WORCESTER 
DENVER 


CLEVELAND 
PITTSBURGH 











ARMSTRONG 
COMBINATION 


PIPE KIT 


No. 2 STOCKY4-1R 
WITH BARD 
BUSHING. 


PIPE CUTTER. 
JUNIOR VISE. 
STILLSON 
WRENCH. 

PUT UP IN HARD 
WOOD CASE. 


—— 


— = ee 








Manufactured by 
THE ARMSTRONG "MFG. Co. 
290 KNOWLTON ST. BRIDGEPORT, CONN. 
NEW YORK 

















e THE ROBERTSON 
Horseshoe Magnet” 


Trade Mark Reg. U. S. Pat. Off. 


Hammer 


a 





The best magnetic hammer 
It holds the tack 


Write for illustrated price list. 
ARTHUR R. ROBERTSON, Sole Mfr. 
144 Oliver Street Beston, Mass. 
Owner of the “Horseshoe Magnet” Trade Marks. 














Goodell Mitre Box 


Made of STEEL—Cannot Break 


_ For years this Box has been recognized as bein Fy first 
m quality and improvements, and the new 
BorTon PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 


Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


GOODELL 
MFG. CO. 
Greenfield, Mass. 




















C. E. Jennings’ Steers Patent 
EXPANSIVE BIT 


SEE THAT BEVEL \ 
ON CAP AND CUTTER @ No 








- C. E. JENNINGS & CO., manufacturers 


71-73 Murray St., New York 


I Russell me’ Ny 4 
BZ Auger Bits 


ot Satisfied 
Customers 


Profitable ' 
Sales 


Our bits and braces have been accepted as standard 
by the finest woodworkers for over fifty years. Bits 
for every purpose—auger bits, dowel bits, car bits, 
machine bits, etc. 

Send for booklet. 


Russell Jennin s Mfg.Co. 


Chester, Conn. 21-132 











‘‘Guaranteed Perfection”’ 


—o ee COBBLER SETS 
— AND 


3 LASTS «na STANDS 


A strictly high-grade guaran- 
teed line which you can sell 
at a popular price. Lasts and 
Stands made of Semi-Steel, 

ving you the required 


= tom IR and weight at 25% 


cm” less than the cost of 


[ malleable. Write for new 
catalog and prices; also on 
ox Corn Shellers, Grist Mills, 


Riveting Machines, Heel 
Plates, etc. 


The Root-Heath 
Mfg. Co. 


PLYMOUTH, OHIO 
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COMBINATION “OUTFIT 
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DYCK" 


MILLBURY. MASS. 
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Line of Li @ Too c— 
Send for ca log arf price Het, A 
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“ANSONIA” Nail Clip 10c. 


ae by the makers of the ‘‘Gem”’ nail Clipper. Twelve 
in a box or 12 on a display card. Fast ten-cent sales. 


Big Profit 
Write 


H. C. Cook Co. 


Ansonia, Conn. 











O. LINDEMANN & CO. 


Manufacturers of 
m . BIRD 
CAGES 


35-37 Wooster Street 







‘il ™ 


Established 1863 
New York 
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G esr AND CARDBOARD 
G esccna nl aalbaal ie \ 


CHICAGO WRAPPER-BOX AND LABEL CO 
2745 N.WASHTENAW AVE-CHICAGO, ILL. 





\w 
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PE 
= You fish for the fun 
= of fishing—of course 
E HEN go to the dealer who shows 
e 











the “Sign of the Leaping Dolphin.” 
In city, town or camp the “Leaping Dolphin** 
means Fishing Tackle that's Fit for Fishing.” 
Send us yourdealer’s nameand we'll mail you 
our new 224-page catalog. Write forcatalog H. 


Abbey & Imbrie, 18 Veccy St., New York 
CHUEAAEUEEGRUEUAUNOURAGUOELOOUEAOENOROAUOOSSOQESUOOCOOOSOEEOOOOOOOODOOOEOAONE- 








possible to weave made of Steel, 





Michigan Wire Cloth Co. 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRE SCREENING of ev kind 

Ss I Brass, 

Galvanized, Tinned, and Monel Metal Wire, etc. 
ALSO WIRE LATH AND WIRE LOCKERS 

Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum and Monel Metal Wire. 

Write for our New Catalogue No. 25. 


Everything in Wire Cloth 


Established 1864 


per, Bronze, Aluminum, German Silver, Pure ickel, 
Hardware Grades in every variety. 


517 Howard St., Detroit, Mich. 














GOOD SPARK PLUGS 


Standard Types—Porcelain and Mica 


Ajax 
Meteor 


Ferd 
Star Specialty Co., 


Conical type porcelains—best mica 
insulation. Non-corrosive sparking 
points. Will not burn up. 





Starts a cold engine with half the 
usual labor. Cleans itself with every 
explosion. Strong, simple for power- 
ful engines. 


Special %-inch plug—extra long 
body. All up-to-date dealers carry 
these spark plugs in stock. 





227 W. Erie Street 
CHICAGO, ILL. 











DIXON’S 
SOLID BELT DRESSING 


A large demand for this can be built up with all 
users of belting. Write for Dealers’ Price List and 
Belt Dressing Booklet No. 54. 


Made in JERSEY CITY, N. J., by the 


JOSEPH DIXON CRUCIBLE COMPANY 


><> Established 1827 <>< 

















A bicycle is out of 
commission with- 
out Tires 


Why not have a good bicycle 
by equipping it with the best 
tires made? The very hardest 
riders pronounce the EVER- 
LASTER the best. It has 
heavy fabric, fine white rub- 
ber, heavy Studded Non-Skid 
Tread. Ask your dealer. 


Manufactured by 


Kokomo Rubber Company 
KOKOMO, IND. 

















HARRIS 


FRADE Ol Tt Ss OFR, 





onukexe 


Quality lubricants for live hardware dealers to sell 
to motor car owners. You ought to be handling 
HARRIS OILS. 


“A Little Goes A Long Way And 
Every Drop Counts.” 
Write us for terms. 


A. W. HARRIS OIL CO. 


326 S. WATER ST.. * PROVIDENCE, R. I. 
Branch: 143 No. Wabash Ave,, Chicago, Ill. 
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Make Your Store the Headquarters for 


Gifford-Wood Co.’s Ice Tools 


Creamery Owners, Dairymen, Butchers and Farmers all 
cut Ice and want Tools they can depend upon 


Sold Under Our Guarantee of Quality 
GIFFORD-WOOD CO., Hudson, N. Y. B9sres 










































































Saw Sets, Hand Punches, Ta SS — = SS TAT 
Nail Pullers, Box Openers, ; JOHN HASSALL nc. 
Seal Presses, Bench Stops, Pt : Riv A TS aan c 
* anne : SCGUTCHEON 
spensers. o 
Up Lagat Seep nee : g SPEGIAL WIRE NAILS F 
Chas. Morrill, Manufacturer Q anne Sanden Sere 
REG. U. s. PAT. OFF. 102 Lafayette Street New York | <i aos ) ————) lil 
STEEL 
mm iis, Hods| | S|. CHENEY & SON 
NEVER AR/D’ and BRICK 3 
ne ine Manufacturers of Light and Medium Weight 
Mfd. by Grey Iron Castings, Nickel and Copper Plating 
METAL DEPT. and Electro Galvanizing, Pattern Making and 
THE CLEVELAND Japanning. Complete articles in iron turned out 
WIRE SPRING CO. finished and shipped complete. 
Cleveland, Ohle Correspondence Solicited MANLIUS, N. Y. 




















Needles in the hollow 
handle screw top 


ALL QUOTATIONS on our Awls 
include one No. 8 straight and 
one No. 6 curved diamond point 
full grooved needles, ex 

bobbin filled with the best waxed 





THE GENUINE 


MYERS 
DOLLAR SEWING AWL 


Convenient counter — oF 
pen: Bones Bam ni een * anon linen thread, wrench to set 
aie. Actual size of — Z ~~ ombined | with | g =a 
10% x 4% x 1%. One bo REEL UNDER THE @ FINGER TIPS. (THIS PRINCIPLE IS RIGHT) trated directions, in in 

— 1 
th avery iz Ges. BO ante veapinin £63 THREAD for 1914 catalogue and wholesale prices cartons. eigen each 4 0 Ess 


ht 21 
shipping mY A. io Mn oonid CoO., Inec., Sole Manufacturers, 6304 University Ave., CHICAGO, ILL., U. 8. 

















139 Years’ Continuous: Business 




















LARGEST ASSORTED STOCK IN THE WORLD Porter’s ‘‘New Easy” Bolt Clippers 
‘Highest Grade Only All sizes. All parts interchangeable. Jaws Special Steel. 
F Big Sellers. Good profit. Write for prices. 
JOB ee he ee A. H.K, PORTER Everett, Mass. 











The Fox is the Scraper 
Sells for You to Sell \ ye 
Write for Catalog and Special Dealers’ SCRAPER 
Proposition. $ ee 
Best FOX SUPPLY CO. 
Dept. H. Brooklyn, Wis. 


















THE REX FILE & SAW CO., Newcomerstown, Ohio 











Carefully Made, Carefully Inspected =] | ere VERY LATEST 


bargains in the way of hardware stores are 























FORD , | Offered for sale in the “Opportunity Ex- 
change” of this issue. They hold valuable 
It makes good wherever tried. investments for you. Why not look them 
Ford Auger Bit Co., Holyoke, Mass. up—now? 
PLIERS Lineman’s Pliers made in three sizes—6, 7 and 8 Inch ESTABLISHED 1826 
USE 


| High Grade Tools 


NIPPERS and , for Mechanics 
PUNCHES § C. S. Osborne & Co. 


Send for Catalogue Heads Polished—Handles Blue Finish NEWARK NLT 


¢ 
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SAMSON CORDAGE WORKS 






Manufacturers of Sash Cord, Clothes 

Braided Cordage Lines, Small Lines, 
and Cotton Twines etc., etc. 
Boston Mass. 
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ron Fence 
Gates . 
2} Lawn Vases 


ees 
General Iron 





THE STEWART TRON —— co. =z 








BROOKS 


WIRE GOODS 


Bright Iron and Brass. Special 
Wire Goods Made to Order. 


M. S. BROOKS @ SONS 
‘CHESTER, CONN. 




















Parker Wire Goods Company 


Manufacturers of 
General and Special Wire, Hardware 
and Household Specialties 
WORCESTER MASSACHUSETTS 














A 


The message of the 


‘‘RED DEVIL’? GUARANTEE 

is carried extensively to the user of Tools. 
That is why they are being demanded. 

That is why you cannot afford not to stock 


‘Red Devil’’ Tools. 


Smith & Hemenway Co. Inc. 
149 Chambers Street, New York City 
Mfrs. of RED DEVIL Chisels, Bits, Pliers, 
Nippers,. Nail Pullers, etc. 






























STEVENS LINE LEVEL 








for mechanics, farm- Yond 
ers, |§ masons, etc. a * 
Made of aluminum,  — mS 
weighs % oz., accur- : 

ate and reliable. Write : 















for further detail. 


Frank B. Hall 7 : 


Newton Falls, Ohio 














THE CHAPIN-STEPHENS Co. 


Union 
PINE manens aaa CONN., U.S.A 














THE mi STEPHENS = (0., 


Unien 
PINE inanene, ao, U. &. A. 














You can get the latest prices from 
THE Iron AGE _ STANDARD 


KEEP 
POSTED Harpware Lists. Send for cir- 
cular and specimen pages. 


DAVID WILLIAMS COMPANY 
239 W. 39th St., New York 


ROBIN HOOD 
AMMUNITION 


NOT MADE BY THE TRUST 


Robin Hood Ammunition Co, 











ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. 


CATALOGUE FREE 


ENERGY ELEVATOR CO. 


214-216-218 New St. 243-245 Bread St. 
PHILADELPHIA, PA. 


| MANILA and SISAL 














THYARN, HAY and HIDE 
UATOPE, and SPECIALTIES 
Manufactured by 


E. T. RUGG & CO. 


NEWARK, OHIO 





















MAPLE wooDn BODY HIGHLY POLISHED 


ONLY THE GENUINE ARE STAMPED IN THE WOOD WITH 
TRADE MARK MALTESE CROSS (as PER 
Aa PRI, ENERO RS 


emmnisocmme 



















please your customers and pay ae 
the right profit. Acknowledged the 
best from every standp 

ence, durability, ease of ae tng 
Self- ‘cleaning, bird-proof, trouble-proof. 
Write for 80 page catalog showing full 
line of Wagner Door Hangers, Coaster 
Wagons, Sleds and Hardware Specialties. 


WAGNER MFG. CO. 
Dept. D Cedar Falls, Iowa 

















UE G vy 








automobile and hea 
but is stationary, we 
automobile owner. 
pipe jaws and anvil. 








LINE 


241—AUTOVISE 


OMPLETE 


Rock Island Autovises 


Number 241 vise is mere Ae Bam gee Re: «* ae and is adapted for 
o. 


nee 8 & Ib., and is ah. 4 for the individual 
ese vises are a combination of vise jaws, 


ROCK ISLAND MFG. CO. Rock Island, III. 


pas FOR NEW CATALOG OF LARGEST AND MOST 
OF VISES MANUFACTURED - 


se is same in design, 





231—AUTOVISE 
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TUBULARAND CLINCH RIVETS 


Ten 
— 
— 
Te 
Pe 


iio 











| 4 


TUBULAR RIVET AND STUD CO... BOSTON MASSACHUSETTS, U.S.A. 


\FITEIOSES, 


SPANISH 















STAMPED FROM FULL WEIGHT 
IC. & I. X. TERNE PLATES 











ROOF TILE 


GALVANIZED OR PAINTED | ew 


| tas “Q7FEtaam AFTER FORMATION STARTER OR EAVES TILE 


Shingles Laid in Place. WITH CLOSED END 


There is a growing demand for metal tile roofs. If you handle “TITELOCK” Metal 
Spanish Tile your field is unlimited for more business and—‘‘more profits.”” Every sale 
} helps to make more sales. They are easily applied, fire and lightning proof and will last 
a lifetime. 








Especially adapted for private residences, churches, 
theatres, schools and all public buildings. 


Samples sent upon request. 


MILWAUKEE CORRUGATING COMPANY 


Branch: Kansas City, Mo. MILWAUKEE, WIS. 








“It Runs Like a Bicycle.’ That's 
what every builder says about the 


SHARON No. 2 
PARLOR DOOR HANGER 


You too will agree that it’s the slickest 
running Hanger made. It is suited for 
every class of residence; fits any size 
opening, easily attached and 

Glides along without a Sound. 

If you want genuine satisfaction, in- 
creasing sales and more profit 

Send for a Set of these Hangers. 


| SHARON HARDWARE MFG. CO. 


SHARON, PA. 


-_ ————— _ 
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The Classified Directory appears in the first issue of each month 
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| NowlIs the Time to Get Manual 
Training School Business 


The instructors of manual training schools will place their orders for shop equipments in 


TUCHEVESCOUEGTLOERCUOOTEDSUUESOOOCUEODGENIEDOSUONIEOTSINIMDAIHENT 


a few days now. An order for school equipment means a complete outfit for a large 
number of boys, with municipal credit back of the order. The immediate profit is satis- 
factory and the future effect of the education on your sales, is worth while. 





For the school machine shop, we make two special 
tool sets which hardware dealers will find are appreci- 
ated by instructors. These sets shown herewith con- 
sist of the following: ‘ 


No. 900, folding leather case and the following tools: 


No. 11—6 inch Combination Square, complete. 

No. 117B—Center Punch. 

No. 321—6 inch Flexible Steel Rule in pocket case. 
No. 390—Center Gage. 

No. 241—4 inch Caliper. 

No. 79—4 inch Outside Caliper with solid nut. 

No. 73—4 inch Inside Caliper with solid nut. 

No. 83—4 inch Divider with solid nut. 


Set No. 901, in nicely finished wooden case with the 
following tools: 





No. 11—6 inch Combination Square, 
complete. 

No. 321—6 inch Flexible Steel Rule 
in pocket case. : 

No. 117B—Center Punch. 

No. 390—Center Gage. 

No. 77—5 inch Divider with solid 
nut. 

No. 79—6 inch Outside Caliper with 
solid nut. 

No. 73—6 inch Inside Caliper with 


solid nut. 


a_i 


Starrett Tools are recognized as the 
standard instruments of Precision and 
are accorded first place in many 
schools. Have your salesman get on 
the trail now. 
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Write for our big catalog 20 A describing tools 
suitable for the sloyd room and the school 
No. 901 machine shop. 


The L. S. Starrett Company 
WORLD’S GREATEST TOOLMAKERS 
ATHOL, MASSACHUSETTS 

New York London Chicago 


42-371 





BY INVITATION 
MCMBER OF 
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Atkins 






The Latest and Best 


SLVER Saws 


FINEST ON EARTH 











We want every dealer in or user of wood, or 
Metal Saws to have one of our new No. 12 


CATALOGS. 


If you have not already sent in your name for 
one of these books please do so at once. Write 
to nearest address below. 


ATKINS ALWAYS AHEAD 
E. C. Atkins & Co., Inc. | 


The leading manufacturers of Saws and Saw Tools 
Home Office and Factory, Indianapolis, Ind. 


Branch Houses carrying complete stocks of goods for immediate delivery in the following 


cities. Address. E. C. Atkins & Co., 


Atlanta Minneapolis Portland, Ore. Vancouver, B. C. 
Chicago New Orleans San Francisco Sidney, N. S. W. 
Memphis New York City Seattle 


Canadian Factory, Hamilton, Ont. Machine Knife Factory, Lancaster, N. Y. 
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This advertisement is appearing in all of the best trapping publications. 


eminent aay agate «it 








